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Spring fever: Will the auto pros- 
ects get it? 
+ * * 

Every time a dealer pushes 
service, he is pushing down the 
keys on his cash register. True, 
it does make more work for the 
bank tellers. 


ting the Bounce? 


Mac, the mechanic, says one 
punce against a metal sheet usual- 
does the job. Also, saves the 
miin the rubles required for the 
fender’s trip to the salt mines. 
Or, in plainer language, are some 
the officials behind the Iron Cur- 
tain being bounced against the side 
same that faces Russia? 
* 7 ” 


°48 Failures 


During 1948, 192 firms in the 
retail auto trade failed, compared 
vith 141 in 1947, according to Dun 
Bradstreet. In the wholesale mo- 
or vehicle and auto equipment 
ade, there were 35 failures in 
compared with 28 in 1947. 
Retail failures in 1948 geograph- 
ically were: New England, 15; Mid- 
le Atlantic, 28; East North Cen- 
: 29; West North Central, 10; 
outh Atlantic, 18; East South Cen- 
tral, 8; West South Central, 7; 
Mountain, 11, and Pacific, 66. 


Top Cars 
New car registrations for 46 
states in January, plus 18 states 
for February: 
1949 Pos. Make 
Ford 


Chev. 


1948 Pos. . 
49,749— 2 
1— 1 
1,067— 3 
.20,754— 4 
20,456— 5 
13,506— 7 
19,740— 6 
7,605—13 
11,637— 8 
10,491— 9 
8,779—11 
9,7338—10 - 
6,453—14° 
3,877—17 
4,048—16' 
1,737—19' 
8,612—12 
6,114—15 
1,994—18 
1,514—20 


306,396 300, 
~ For further details see page 
26, today’s issue. 


Car Sales Mount 
Above Year Ago; 


Trueks Decline 


Feb. Auto Registry 
Placed at 262,000, 
Trucks at 70,000 


By Bob Gordon 
Staff Writer 


[Rt es* —Comtensy to earlier 
reports which indicated a drop 
in February new-car sales, registra- 
tion figures from 18 states last week 
showed sales running 3,616 units 
ahead of February, 1948. 

The 18 states reporting for Feb- 
ruary registered 78,622 new cars. 
The same states in January had a 
registration of 87,352 new auto- 
mobiles. In normal years, Feb- 
ruary sales average 6.8 percent 
less than January sales. 

Since these 18 states normally 


Market Page 
For other auto market stories, 
see Page 18, 


comprise 30 percent of the nation’s 
total, this would indicate a Feb- 
ruary registration of 262,000 auto- 
mobiles, compared with 249,781 for 
the same month last year. 

* 


T= LOWEST month for regis- 
trations in 1948 was June when 
246,926 new cars were titled. Feb- 
ruary was a close second with its 


total of 249,781 new cars registered.’ 


The projected figure for February 
of this year would leave the month 
well. ahead of last year’s low points. 

Sales in January of this year con- 
‘tinue to outpace those of January, 
1948. With only New York, Cali- 
fornia and Louisiana missing, Jan- 
uary registrations total 227,774 new 
cars. This indicates a January fig- 
ure of over 277,000, which would 
surpass the January (1948) total of 
274,978. 

Sales figures from various cities 
show very little deviation from 
February (1948) registrations. In 
Richmond, Va., 773 new cars were 
titled compared to 805 last year— 
a drop of 32. In Washington, D. C., 
new-car registrations were 1,680, 
just five below last year. 

Detroit showed a gain of 48 units, 
with 9,235 registrations this year 
against 9,187 last year. In Toledo, 
the difference was just one car with 
952 registered this February against 
953 in February, 1948. 

+ o a 


i“ THE truck field, February reg- 

istrations should total slightly 

over 70,000, it was indicated on the 

basis of tabulations from 17 states 
(See SALES, Page 46, Col. 5) 


Chrysler & Independents vs. GM & Ford... 


6 Makers Spur Fight for Rail Rate Relief 


By Mac Gordon 


Associate Editor 


RETURN of competitive selling 
has fanned anew the industry’s 
10-year-old family squabble over 
railroad freight rates. 


In one corner, Chrysler Corp. and 
five independents have re-intensi- 
fied their efforts to gain relief from 
what they term are rates preju- 
dicial to General Motors and Ford. 

Their heavyweight opponents— 
GM and Ford—have said nothing 
publicly but privately they have 
defended the advantages accruing 
from the assembly plant networks 
which they both maintain. 

Refereeing is the Interstate Com- 
merce Commission, which has given 
no sign when and if it will act. The 
last ICC hearing in the case was 
held in Detroit in February. The 


matter was first brought to the 
commission’s attention in 1939.. 

* + cm 
(CHRYSLER and the independents 

4 are taking no pains to conceal 
their displeasure with the ICC’s 
“procrastination” —as they made 
plain at a briefing luncheon for the 
press March 17 at Chrysler’s main 
offices in Highland Park, Mich. 

A. vanderZee, sales vice-president 
of Chrysler, played host.’ On hand 
were Parker McCollester, New York 
attorney representing the plaintiffs 
in the ICC action, and representa- 
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1949 Output Reaches 
5,300,000 Yearly Pace 


LOUISIANA DEALERS PICK OFFICERS—New officers oe at the annual convention of 


Louisiana Automobile Dealers Assn. in New Orleans are C. 
(Chevrolet), DeRidder, vice-president; own Fete, irae City ‘water 
are’ 


reelected president, and Joseph A. Paretti, 


LeDoux, Acme Motors, Inc. 
Inc. (Ford), Lafayette, 


‘ontiac Co., | ., New, Orleans, secretary. 


Peak Auto Year Forecast 
At La., Iowa Parleys 


EW ORLEANS.—NADA is pres- 

ently campaigning for a Regu- 
lation W payment period of. 24 
months “and whatever other con- 
cessions it can obtain,” Robert W. 
Kneebone, managing director, told 
the 21st annual convention of the 
Louisiana Automobile Dealers Assn. 
here last week. 

“Regulation W has adversely af- 
fected the business of three out 
of four dealers,” Kneebone said. 
“Based on answers from 20,060 
questionnaires received by the asso- 
ciation from dealers, one out of 
three buyers couldn’t purchase the 
ear of his choice because of the 
restrictions of the law.” 


Kneebone forecast a record year 
(Continued on Page 47, Col. 2) 


Where’s Steinhart? 


WASHINGTON.—With one 
exception, living elected past 
officers of the National Automo- 
bile Dealers Assn. have been 
presented with plaques in rec- 
ognition of their services, D. C. 
Barnhart, assistant managing 
director of NADA, advised Au- 
tomotive News last week. Only 
plaque undelivered is one for 
E. W. Steinhart, first vice-presi- 
dent of NADA in 1919. Do you 
know where to reach him? 


tives of Hudson, Nash, Packard, 
Studebaker and Willys-Overland. 
Others who contributed to the 
discussion of what the feuding is 
all about were Charles W. Bishop, 


assistant to vanderZee, and W. C. | 


Flaherty, chief 
Chrysler Corp. 

Although there was no “spot 
news” development to report, fac- 
tory officials at the meeting agreed 
‘that the revival of competitive sell- 
ing had induced them to acquaint 
their dealers and the public more 
fully with the facts in the case. 

” * a 


Roe OF THE controversy is the 
charge by the “Chrysler group” 
that rail freight rates on its finished 
cars are far out.of line in propor- 
tion to those on Ford and GM cars. 
The “Chrysler group” ships most 
(Continued on Page 46, Col, 1) 


statistician of 





ES MOINES.—The need for 

NADA will be strengthened 
during the transition from a sell- 
er’s to a buyer’s market, it was 
declared last week in one of three 
resolutions adopted at the 3ist an- 
nual convention of the Iowa Auto- 
mobile Dealers Assn. 

The other resolutions de- 
nounced Iowa legislative propos- 
als calling for increased auto 
registration fees and imposing a 
use tax on used cars. The latter 
bill, the association said, would 
create a “grossly unfair and un- 
just discrimination against own- 
ers of one class of property in 
Iowa.” 

Vincent J. Neu, Davenport, was 
elected president for the ensuing 
year. Other officers are Robert 
Archie, Sidney, vice-president; El- 
mer Dunn, Des Moines, treasurer, 
and George Means, Des Moines, 
secretary-manager. 

The two-day convention listed 
more than 1,000 dealer registra- 
tions. certs te 


ALES DEPARTMENTS of the 

auto industry are now coming 
in for their share of credit but a 
new kind of salesmanship is going 
to be needed to do a proper selling 
job in the competitive period 
ahead, Iowa dealers were told by 
L. W. Smead, assistant sales man- 
ager, Ford division. 

In his address, “On the Level,” 
Smead called attention to the dan- 
ger of too-high operating costs now 
confronting dealer organizations. 

“Operating expenses,” Smead 
said, “have increased 170 percent 
over 1941 figures. Dealers must 
do something about leveling off 

(Continued on Page 51, Col. 1) 


Production 


Automotive News Estimates 
. S. Cars, Trucks 


114,729 114,640 


1948 


Prev. 
Week Week Week 
For complete production totals 
by makes, see tables, page 53. 


101,927 


114,729 Vehicles 
Built in Week 


Car Ratio Is Rising; 
Millionth Auto of 
Year Is Due Today 


By Bernie Thomas 
Associate Editor 


yo MILLIONTH passenger car 
to be built in 1949 was due to 
roll from the assembly lines today 
(March 28), after U.S. plants last 
week had turned out 114,729 vehi- 
cles. The aggregate included 89,826 
cars and 24,903 trucks 

The nation’s automotive pro- 

ducers have only to sustain such 
a pace for four days, starting to- 
day (March 28), to end March 
with a postwar production record 

of 405,600 cars and 115,400 trucks 
for a total of 521,000. 

Last week’s effort followed a pre- 
vious week’s accounting of 89,196 
cars and 26,444 trucks—a total of 
114,640 vehicles, 

On the basis of first-quarter out- 
look, U.S. plants are producing at 
a rate of more than 5,500,000 cars 
and trucks annually, a total higher 
than) 1929’s alltime high of 5,358,000 
vehicles. 

a o 


OT TAKING into account the 
usual all-out output that is 
geared at month’s end in most 
plants, it appears likely that U.S. 
car and truck production in the 


‘first quarter of 1949 will exceed that 


of 1948 by more than 100,000 units. 


A significant factor in the fig- 
ures is that 1949 production is 
fast establishing a trend toward 
the building of more passenger 
cars and fewer trucks. 

At the end of March, U.S. plants 
will likely have built about 1,064,000 

(Continued on Page 53, Col. 1) 


Chicago Show 
To Be Revived 
In November 


CHICAGO.—There will be a Chi- 
cago automobile show in the grand 
manner Nov. 4-12, the first since 
1940 and the 42nd of the series here. 


Sponsored by the Chicago Auto- 
mobile Trade Assn., as were those 
from 1935 through 1940, the forth- 
coming show will be held again at 
the mammoth International Amphi- 
theater, a building ideally suited to 
central arena stage productions and 
to exhibits elsewhere in the struc- 
ture. 

Official announcement that the 
show will be a reality was made by 
William D. Reagan (Chrysler), 
president of the association, follow- 
ing a meeting of the board of 
directors at which approval was 
voted. 

Reagan released the makeup of 
the show committee, headed by 
James F. McManus jr. (Chevrolet), 
immediate past president of CATA. 

Members of the committee, in 
addition to McManus, are Frank H. 
Yarnall (Ford), who served on 
show committees in the prewar 
era; James F.. Goodwin (Dodge); 
Ralph Scheu (Nash), and M. F. 
McCarty (International). All are 
directors of the association, 

Previous automobile shows under 
CATA sponsorship drew nearly 
400,000 visitors annually during 
their eight-day runs, 
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Hoffman Sees Dealers Shifting to British Makes... 
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Be Resigned on Exports, Auto Firms Told 


NEW YORK.—A warning that 
industrialists and the American 
public should now prepare them- 
selves to accept some of the “tough 
implications” of the principal that 
European nations must make full 
use of their own resources was 
sounded by European Cooperation 
Administrator Paul G. Hoffman in 
addressing a conference here of the 
American Management Assn. 

Unless this problem is faced 
“head-on,” Hoffman declared, the 
Marshall plan could deteriorate 
into an ineffective relief program. 
He listed coal exporters and 
American automobile manufac- 
turers as industrial groups likely 
to be affected if ECA-area indus- 
tries recover their prewar trade 
patterns. Before the war, very 
little American coal found its 
way to Europe, while now this 
country is still exporting a mil- 
lion tons a month. 

“We in the automobile business,” 
said Hoffman, who is on leave as 
head of Studebaker Corp., “may 
shudder but still must not get too 
violent as we see our European 
dealers shift over to selling British- 
made cars. 

“We must exercise this restraint 
because at the present time most 
of the Marshall plan countries can- 





WIRES—Following the intro- 
Chrysler silver anniversary 


UNDER THE 
duction of the 
A. O'Malley, general sales man- 


er division, is shown reading 

one of the more than 500 telegrams he re- 

ceived from dealers telling of the enthusiastic 

— reception given t line throughout 
country. 


Chrysler Division 
Hails Reception 


Of New Models 


DETROIT.—“Never before in the 
entire 25-year history of the Chrys- 
ler division has there been such 
an enthusiastic public reception of 
new models as that which greeted 
our silver anniversary line,” re- 
ports Joseph A. O’Malley, general 
sales manager. 

More than 500 telegrams were 
received from Chrysler dealers 
after the first showing of the cars 
and, “without a single exception, 
the report was that huge crowds 
had showered unstinted praise on 
the cars,” he said. 

Many dealers, according to 
O'Malley, reported bona-fide orders 
for more cars than were in their 
entire 1948 quotas. 

“Tt is interesting to note, too,” 
he stated, “that the interest in our 
eight-cylinder models has _ been 
very keen, rather an impressive 
contradiction of reports that the 
market is softening as regards the 
higher-priced cars. In the list of 
orders already booked, the ratio 
of eights to sixes is running be- 
yond the average for the last sev- 
eral years.” 

O'Malley said the production sit- 
uation at the factory was steadily 
improving and predicted that out- 
put for the domestic market in 
1949 would be “substantially” larg- 
er than in any postwar year. 


not buy American motor cars un- 
less the American taxpayers give 
them the dollars with which to 
buy them.” 

Hoffman estimated a total cost 
to the American taxpayers of $17,- 
000,000,000 for ECA tasks for the 
full four and one-quarter years of 
its life. Of this total, $9,000,000,000 
will be spent directly in the U. S., 
he said, and in the course of time 
the remaining $8,000,000,000 will re- 
turn to our shores. 

He declared that America’s 
principal gain from the Marshall 
plan will be that “our way of 
life will be secure,” if Marshall 
plan nations have become self- 
supporting by June 30, 1952. He 
stressed that “this is a time to 
accelerate, and not slow down” 
the recovery program. 

To encourage the greatest possi- 
ble use of Europe’s resources, two 
points must be accepted, Hoffman 
said. We must help restore Euro- 
pean production of all those goods 
in which she is normally, and po- 
tentially, self-sufficient so that she 
will no longer require imports from 
us, he declared. 

And, he added, we must also ac- 
cept whatever temporary or per- 
manent change in the normal trade 
pattern comes as a result of fuller 
use of European resources, This 
task cannot be achieved by at- 

tempts to restore the prewar pat- 
tern, he emphasized, but calls for 
rebuilding the economy of Europe 
along bold new lines. 

Noting that in some kinds of 
output and on an overall basis, 
Europe is at a great disadvan- 
tage in productivity, compared to 
industry and agriculture in this 
country, Hoffman said 1947 per 
capita.income in Europe of $375, 
compared to about $1,500 here, 
should be built up to more than 
$500. He envisaged a level be- 
tween $650 and $700 as possible. 

Hoffman warned that the Ameri- 
can way of life is involved because 
as long as the Kremlin continues 
its “cold war” to enslave Europe, 


Keller Will Offer 
$5 Million Issue 


|To Start Output 


HUNTSVILLE, Ala.—Keller Mo- 
tors Corp. has reported to its deal- 
ers that it will seek $5,000,000, less 
underwriting expenses, through the 
sale of 5,000,000 shares of common 
stock to get into volume produc- 
tion of the Keller car. 

A progress report from George 
D. Keller, board chairman, and H. 
Christa Smith, president, informed 
dealers that the company had 
asked Greenfield & Lax of New 
York to act as underwriters. 


“Counsel for the corporation, the 
underwriters, and the corporation’s 
accountants,” said the report, “are 
engaged in preparation for regis- 
tration of the stock which is to be 
offered, with instructions to use 
their best efforts to expedite the 
registration and public offering of 
the stock. We will advise you 
promptly when this is done.” 


Reynolds May Produce 


Davis Car Bodies 


LOUISVILLE. — Reynolds Metal 
Co. is considering the manufacture 
here of aluminum bodies for the 


proposed Davis three-wheel car, 
although the matter is still “in 
the talking stage,” William G. 
Reynolds, vice-president of the 


firm, said last week. 
Reynolds made his remarks at a 


demonstration of the car here by 4 


Gary Davis, president of Davis 
Motor Car Co., Van Nuys, Calif. 
Davis said the factory list price of 
the model demonstrated would 
be $999. 


* * * 


Resigns Davis Account 
HOLLYWOOD.—Tellamerica has 
resigned as advertising, publicity 
and public relations representative 
for Davis Motorcar Co., it was an- 
nounced last week by Clete Roberts 
of Tellamerica. 


huge military expenditures will be 
necessary and taxes must continue 
at a level as high or higher than 
now is prevailing. 


“Nor should it be necessary to 
remind you,” he told his audience, 
that a huge military program may 
require “imposition of various con- 
trols.” The one certain way to get 
taxes down and keep the American 
economy free, he said, is to win the 
“cold war” in Europe and thus 
avert World War III. 

Citing concrete results of ECA 
activities, Hoffman said the prog- 
ress of European recovery has been 
“more rapid than any of us dared 
to hope.” 

“During the calendar year of 
1948 total output of factories and 
mines in participating countries 
was 14 percent above that of 1947 
and about equal to prewar. The 
gross national product of Mar- 
shall plan nations for 1948 will 
exceed that of 1947 by at least 
$20,000,000,000,” he said, adding 
that the increase went almost 
entirely into capital assets. 

Europe’s increased production 
must continue to go into capital 
formation if production plants are 
to be rebuilt. Present programs, he 
said, indicate that $32,000,000,000 
will be so invested in fiscal 1950, 
of which this country will be sup- 
plying about $1,000,000,000. 


Czechs to Export 
New Models for 
Sales in U.S. 


PRAGUE, Czechoslovakia (UTPS) 
-—Following successes scored at the 
recent auto shows, the Czechoslo- 
vakian auto industry is expected to 
further its fight for world markets 
to the point of invading the U.S. 
with its aircooled Tatra and other 
models, it was reported here. 

In France, a Czech Aaeo-Minor 
won the Grand Priz d’Honneur at 
the Seventeenth Elegance Competi- 
tion. 

In Siam, a Czech Jawa motor- 
cycle won in competitions. In South 
Africa, Jawas secured first and 
fourth places in events which in- 
cluded a 75-mile race, in which only 
eight of the 32 competing machines 
were able to complete the course. 
Jawa also won the six-day races in 
Italy and other events in several 
other countries, it was said. 

Czech officials serve notice that 
automobile and motorcycle manu- 
facturers elsewhere can now expect 
greater market competition from 
Czech products. 





Milwaukee Group Seeks 


Self-Service Gas Ban 


MILWAUKEE.—The Milwaukee 
Retail Gasoline Dealers Assn. will 
ask the Wisconsin industrial com- 
mission to make unattended gaso- 
line pumps illegal, it was learned 
last week. 


An association spokesman said 
that a gasoline dealer was contem- 
plating the installation of self-serv- 
ice pumps in LaCrosse, Wis. The 
spokesman said his group considers 
such pumps a fire hazard. 








DEALER BROWN'S RURAL PUBLIC RELATIONS—C. W. Brown Co. (Chevrolet), McCamey, 
Tex., was the sponsor of the uptown county 4-H club livestock show held in the dealer's 


used-car lot and attended by large crowds. 


Sue Branch (kneeling) was purchased by C. W. Brown (right). W. M. 


the county agent. 


Car Prices Up Over 100 Pet. | 


The grand champion lamb, entered by Mona 
Day jr. (center) is 


In Decade of Increases 


T’S BEEN a steady upward spiral | more than $300. You don’t have to 
for new-car prices in the past| look hard for a reason for these ir 


10 years. 

A look at the price histories of 
lowest-cost business coupes dis- 
closes that prices have doubled, 
and then some, since the $600 car 
era of 1938 and 1939. 

Today, business coupes in the 
lowest-priced field range in base 
price from $1,330 to $1,386—over 100 
percent above the level that the 
industry enjoyed “in the good old 
days.” 

* * + 

ITTLE MORE than a decade 

ago, the 1938 model Ford busi- 

ness coupe had an advertised-deliv- 
ered price of $595—cheapest listing 
in the industry. 

Competitive “Big Three” business 
coupes weren’t selling for much 
more. The Plymouth was base- 
priced at $645 and the Chevrolet at 
$648. 

At that time, the nation was 
pulling out of the 1937 recession 
doldrums. Consumer purchasing 
power and industrial activity 
were beginning a slow prewar 
comeback, which the war years 
were to multiply into a mighty 
boom. 

Late in 1941, when the 1942 cars 
were introduced for what was to be 
one of the shortest model runs in 
automotive history, “Big Three” 
business coupes showed the follow- 
ing price tags: Chevrolet, $760; 
Ford Six, $780; Plymouth, $812. 

= 


HE 1946 MODELS, which made 
their appearance in the second 
half of 1945, exceeded 1942 prices by 


Buyer Awarded Refund 


On Tucker Accessories 


ALBANY.—A jury here de- 
cided that Salvatore Graziano, a 
local worker, should be refunded 
the $255.40 he paid to participate 
in an “accessories plan” to in- 
sure the delivery of a yet-to-be- 
built Tucker automobile. 

Graziano said he paid the 
$255.40 last June to Arthur A. 
Schulz, local Tucker dealer, with 
the understanding that he was 
getting ninth place on a waiting 
list. However, Graziano said, he 
was under the impression that 
his money would be given back 
if no car was delivered him by 
dan. 1, 1949. 








THE CAR FOR THE KANSAS CITY QUEEN—A new Hudson convertible was the queen's 
official auto in the Kansas City electrical progress exposition. The queen and her court are 
shown outside the municipal auditorium. The car was on Copier with six other Hudsons. 

° 


Tony Fasenmyer, Hudson dealer in Kansas City, was responsible 
Hudsons were the only automobiles so displayed at the 


which gave gcod returns in sales. 
exposition. 


r this promotional stunt 


creases—war-borne inflation. 

The $1,000 mark was left behind 
by the prices of 1946 business 
coupes, which were: Chevrolet, 
$1,022; Ford Six, $1,074; Plymout 
$1,104, 

Since then, of course, the recor: 
has been one of continuing pric 
rises because of three rounds o 
postwar wage increases, con 
stantly increasing materials cost 
and high changeover expenses. 

Plymouth’s 1947 business cou} 
held the price lead for a while mids 
the parade of rising prices. T): 

(See PRICES, Page 47, Col. 2) 


NUCDA Chiefs 
Vote to Condemn 


Finance Pack 


DETROIT .—Directors of the N:- 
tional Used Car Dealers Assn. have 
gone on record as opposed to the 
finance pack, it was revealed lest 
week. 

Used-car leaders point out that 
a big majority of NUCDA mer- 
bers condemn the pack as harm 
ful to their business. 

A campaign against the finance 
pack by the Better Business Bureau 
has brought legislative proposals in 
many states, accompanied by harm 
ful publicity to all dealers. 

It is felt by NUCDA leaders that 
unless dealers clean up their own 
houses. state governments will do 
it for them. 

In the process, it is believed, 
the few dealers who abuse the 
finance reserve will build up ay 
enormous amount of illwill for 
all dealers. c 
Thus, NUCDA directors decided 

to take a stand against the pack 
Members are expected to be asked 
to ratify the board’s stand at fhe 
national used-car dealers conven- 
tion in September. 


Auto-Lite Vends 
New Fuel Pump 


TOLEDO. — A new Auto-Lite 
product, automotive fuel pumps of 
a mechanical type, will shortly tb 
in production, Royce G. Martin 
president of Electric Auto-Lite Cx 
announced. 

Manufacture of this fuel pump, 
which reportedly has been adopted 
as original equipment by a leading 
motor car manufacturer, will be 
carried on at the new Lockland 
plant near Cincinnati, where the 
necessary die cast facilities are 
available, Martin said. 


Trailer Maker Is Indicted 


On Tax Evasion Charge 

GOSHEN, Ind.—Don R. Farr, 42 
of Goshen, president of Superior 
Industries, Inc., manufacturer of 
trailers, has been indicted by 
federal grand jury at Indianapolis 
on an indictment charging evasion 
of $43,000 in corporation taxes. 

The corporation’s net income was 
reported to the Indiana collecto: 
of internal revenue at Indianapolis 
as $934.75 for the fiscal year endinz 
March 31, 1948, U. S. district attor- 
ney B. Howard Caughran stated 
when actually the net income was 
$57.116.72. Thus, the corporation 
paid $233.68 in taxes when it should 
have paid $43,236, according to the 
attorney. 
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Randolph Hits Wild Trading. . . 
Dealers tell me 


‘Barterism’ Is Called 
eee Plague of Dealers 












(The opinions expressed herein are those of Columnist 


(ht i: 


- 
4 





Munn and are not necessarily those of Automotive News). 





ANY automobile dealers have 
training 
programs to prepare for the era 
of competitive selling. Most auto 


+ instituted salesman 


manufacturers have made sales 
training programs available for 
their dealers. Manufacturers in this 
field have always been progressive 
and aggressive in sales promotion. 







alone are always responsible for a 
great number of automobile sales. 


* * ~ 


Dealers Now Active 


In Sales Programs 


prom the salesman’s standpoint, 
he must sell himself and then 













CHARLESTON, W. Va.—William 
Randolph, who has just resigned as 
executive secretary of the Automo- 
bile Dealers Assn. of West Virginia, 
says that reports have been reach- 
ing the organization’s offices of 
dealers, “because of an unwar- 
ranted fear, beginning to trade cars 
with a wildness reminiscent of the 
dog-eat-dog days of the 1930s.” 

Labeling the practice “barter- 
ism,” Randolph. says it is the 
“plague of dealer existence” and 








BROOKLYN DEALER PRESIDENT—John G. 
Stewart, newly elected head of the Brooklyn 
and Long Island Automobile Dealers Assn., 
Inc., is shown with DeLoss Walker, lecturer. 


pears in the March issue of The 
Automotive Merchant, ADAWV 
house organ. 

Pointing out that dealers should 
realize that the buying public has 
become “sophisticated” to a super- 
lative degree, Randolph says there 
is no place in the auto merchan- 
dising picture this year for “time- 
frayed optimistic phrases and the 
many other ‘coined’ slogans that 
have long since lost their ability 
to awaken any spark or energy in 


sell his dealership. Otherwise, his ” 
’ : ; le persons. 
a The programs furnished by man-| entire effort may result in selling Directors. elected at the meeting were: £.| that “there is no earthly reason | even the most susceptib 
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based on selling by comparison— 
one make against the other. Com- 
parative selling has been a most 
essential program. Most everybody 
wanted an automobile, and the 
dealer’s salesman with the ability 
to sell the advantages of his make 
in comparison with other makes 
was successful. 

From now on comparative sell- 
ing, while important, will be far 
less a successful sales tool than 
heretofore. There is a great dif- 







for a dealer down the road. 


This column is particularly happy 
to know that sales training pro- 
grams are actively being pursued 
by a great many dealers. For in- 
stance, in a recent issue of the 
New Kensington (Pa.) Daily Dis- 
patch appeared an item concerning 
the graduation of 17 men from a 
year’s training course that has been 
conducted by the employes of the 
Greenwald Auto Co, (Ford) of that 
city. 













Abbot, A. Goldstein, P. J. Flood, R. E. Low,- 
ell, F. A. Gehrhardt, W. Meyer, W. S. Hults, 
J. G. Stewart, C. J. Truelson, T. Terry, 
W. Frame, E. P. Rodenhurst, R. Menendez, 
C. E. Vail, H. H'Lavac, T. J. Caulfield, H. B. 
Seaman and A. Barrett. 


into the gutter.” 

Randolph’s remarks are con- 
tained in an article entitled “It’s 
Time to Can This ‘Ism’,” which ap- 


At Nebraska Convention 


OMAHA.—Ellsworth DuTeau of| and H. C. Burnett, Lincoln, sec- 





DuTeau Elected President 





special campaigns, He mentions, 
however, that a usual deliciency 

of such promotions is their “lack 

of follow-through as the hue and 

ery of the concentrated etfort is 

“Because this is so,’ Randolph 
declares, “much ot the good tnat it 
was possible to secure by the Casm- 
paign fades into the distance and 
jeaves the dealer coid and uncertun 
as to whether the etfort was worth- 
while.” 


ference between the wants and I am 7 “ ” Ran- 
coeds uals. particularly interested in | DyTeau Chevrolet Co., Lincoln, is| retary-treasurer. To get rid of “barterism, n 

ore fact that 1 custome wate | this account because the presi- |the new president of the Nebraska| DuTeau succeeds E. M. Nielsen|dolph advises dealers to expena no 
dent of this company, Fred L | New Car Dealers Assn. of Columbus. effort without prior thought and 


a car does not any longer indi- 
cate that he wants it bad enough 
to buy it at present prices. There- 
fore, it is essential that we in 
our sales programs train our 
salesmen to fit the sales canvass 
to the customers’ needs—to ap- 
peal to the basic buying motives. 
These motives are the desire for 
gain, comfort, safety, pride and 
satisfaction. 

We need to sell the utility value 
of the automobile. What an indi- 
vidual gains through its use, and 
what he may be deprived of if 
he doesn’t have adequate personal 
transportation. Pride and prestige 


CATA Launches 


Instruction in 


Salesmanship 


CHICAGO.—The Chicago Auto- 
mobile Trade Assn. last week in- 
formed its members that it will 
sponsor a series of “practical sales 
instruction meetings, each aimed 
at educating and inspiring your 
sales personnel to prewar perform- 
ance standards.” 

The course of instruction will be 
conducted, starting today (March 
28), by W. K. Braasch at the Lake 
Shore club. Braasch is nationally 
known in this specialty through his 
connections with Pontiac, Cadillac, 
Hudson and the Studebaker dis- 
tributorship operated by Paul G. 
Hoffman in California, 

All classes will be held from 10 
a.m. to noon. Each salesman will 
receive a total of six hours in three 
instruction sessions. Here is the 
schedule: 


March 28, 30 and 31—Crosley, Hud- 
son, Kaiser-Frazer, Nash, Packard, 
Studebaker and Willys. Apr. 1, 7 
and 12—Ford. Apr. 4, 8 and 13— 
Chrysler, Dodge and DeSoto. Apr. 
6, 11 and 14—Buick, Cadillac, Chev- 
rolet, Oldsmobile and Pontiac. 

In view of the number of sales- 
men expected to be assigned by the 
dealers to take the course, the fee 
has been reduced by Braasch from 
his usual figure of $12 to $8 for 
each salesman. 
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Lyle, is a dealer in whom I have 
great confidence. He came up the 
hard way, starting in 1916 at the 
age of 15 as an apprentice me- 
chanic. 

His company was founded under 
unique circumstances. For a num- 
ber of years the Pittsburgh “6” was 
built in a factory located in New 
Kensington by the Pittsburgh Mo- 
tor car Co. This company failed 
and in 1912 its assets passed 
through a sheriff’s sale. Greenwald, 
then a machinist with the Pitts- 
burgh “6” factory, bought the plant 
and equipment. He disposed of 
most of the machinery and opened 
a general garage. On Dec. 12, 1912, 
he signed a contract with Ford. 
This contract has been continued 
ever since, 

Lyle served for two years in 
World War I and took over the 
active management of the business 
in 1921. When Greenwald died in 
1929, Lyle became the president and 


controling stockholder. 
o * + 


A Unique Course 


Set Up by Lyle 


YVREN a dealer has gone through 
two wars and the _ world’s 
greatest depression, his judgment 
is apt to be sound. It is from this 
kind of background that more than 
a year ago Lyle gave all of his 
employes an opportunity to join a 
salesman’s course that was to be 
conducted for five days a week 
from 7 to 8 a.m. in a classroom 
fitted up for the purpose in the 
company’s establishment. 

Lyle, himself, acted as) moder- 
ator, as well as a student. The 
company provided the six textbooks 
that each student used during the 
course. The employes taking the 
course were limited to no particular 
group. Department heads, men 
from the mechanical departments, 
the sales department, old members 
of the staff, as well as young addi- 
tions, were enrolled. 

I think Lyle and his organiza- 
tion will be prepared to meet the 
challenge of the future, a future 
filled for a better selling job. In 
studying sales technique they will 
meet and deal with buyers with 
an altogether different attitude 
than that which has prevailed all 
too frequently in too many deal- 
erships during and since the war. 

Training courses for groups of 
workers not only serves to improve 
the individual, but develop better 
internal relationships. Getting to- 
gether regularly brings rewards. 
Better teamwork results. Each 
member of the class better realizes 
his individual responsibility for the 
success of the organization. Busi- 
ness profit, he feels, is his best job 
security. 

The sales course followed by the 
Greenwald Auto Co. was furnished 
by the LaSalle Extension univer- 
sity. The graduates are so enthused 
over the results already obtained 
that they are continuing the classes. 
Each member has now been sup- 
plied with Dale Carnegie’s book, 
“How to Win Friends and Influence 
People.” 

















































Robert W. Kneebone, NADA 
managing director, told Nebraska 
dealers that “the fact that there 
are automobiles here and there 
around the country does not mean 
that we are running out of business. 

“It only represents a challenge 
to return to salesmanship,” he de- 
clared. 

Kneebone said NADA firmly 
advocates retention of the Taft- 
Hartley act. He called the vaca- 
tion of bituminous miners “the 
best break the act ever got.” 

Further, Kneebone said, NADA 
will continue its fight against credit 
regulation. 

Others addressing the convention 
were: George F. Ziesmer, NADA 
president; Arthur H. Jones, NADA 
director; John W. Stokes, tax con- 
sultant; J. J. Verschoor, NADA re- 
gional vice-president, and Charles 
C. Atwood, Studebaker executive. 

Colin Campbell, a Hudson dealer, 
received the association’s distin- 
guished service award. 


NADA Planning 
New Credit Poll 


For Congress 


W ASHINGTON.—Anticipating 
congressional hearings on whether 
to extend the Federal Reserve 
Board’s present authority to con- 
trol credit, NADA has asked state 
associations to “be prepared to send 
two or three witnesses of the right 
type and with good material” to 
appear before congressional com- 
mittees some time after May 1-15. 

State association members have 
also been requested to keep a “care- 
ful record of the effects of the 
amended Regulation W on their 
sales in preparation for another 
postcard survey by NADA—prob- 
ably around May 1-15.” 

W. L. Mallon, chairman of the 
NADA public affairs committee, 
also asked members to “drop me a 
personal note occasionally telling 
how the amended regulation ap- 
pears to be working out.” 

The FRB’s authority to control 
credit expires June 30 unless Con- 
gress acts to extend it. Mallon said 
the new survey will be necessary 
because the “NADA will be ex- 
pected to produce an accurate pic- 
ture of conditions” throughout the 
automotive trade. 


Other officers elected at the 
group’s annual parley here were: 
N. ©. Rogers, Columbus, first 
vice-president; O. W. Schneider, 
McCook, second vice-president, 


Dates Changed 
For 3 Parleys 
In Alabama 


MONTGOMERY, Ala.—A slight 
change in dates for three impor- 
tant district meetings of the Auto- 
mobile Dealers Assn. of Alabama, 
Inc., has been announced by exec- 
utive vice-president Frank R. 
Broadway. 

The meetings will be held as 
follows: April 20, Mobile; April 21, 
Montgomery, and April 22, Bir- 
mingham. Originally, the Birming- 
ham meeting was scheduled to be 
first and the Mobile gathering last, 
but hotel schedules necessitated the 
change, Broadway said. 

Capt. C. J. Scavarda, safety ex- 
pert of the Michigan state police, 
will discuss compulsory motor ve- 
hicle inspection laws in other states 
and other safety measures. 

An inspection law has been rec- 
ommended for this state by the 
commission on laws and ordi- 
nances, Alabama safety council, 
and such a measure is scheduled 
to be introduced at the state leg- 
islative session convening May 3. 

Members of the state legislature 
are slated to speak also at the ses- 
sions. Directors of the Alabama 
association will meet in Montgom- 
ery April 6. 


Buffalo Dealers 
To Meet May 9 


BUFFALO.—The Buffalo Auto- 
motive Trade Assn. will hold its 
annual meeting May 9 here in the 
Hotel Statler, Ralph Young, BATA 
president, announced last week. 
Young named Joseph Young to 
head arrangements for the parley. 

At the parley, he advised mem- 
bers, new directors will be an- 
nounced to represent the following 
line groups: Ford, Chevrolet, Chrys- 
ler, Kaiser-Frazer, Lincoln-Mer- 
cury, Oldsmobile and Willys. Terms 
of other directors hold over until 
1950. 


*‘Dad-to-Daughter’ 
A “Dad-to-Daughter Agreement” designed to supplement the “Man- 
to-Man Agreement” will be released shortly, the Inter-Industry 
Highway Safety Committee announced in Washington. The new 
agreement has been drawn up in cooperation with Berthold Wood- 
hams, originator of the “Man-to-Man Agreement.” 
Woodhams, a vice-president of Citizens’ Mutual Automobile Insur- 


cases where a youthful driver was a member of the insured’s family. 
It was first introduced for dealer use following its adoption by the 
Michigan THSC and the Detroit Automobile Dealers Assn. 

The original “Man-to-Man Agreement” is also being reworded to 
make it applicable in all states. The revisions will be incorporated 
in the “Dad-to-Daughter Agreement.” 
























ance Co., Howell, Mich., designed the original agreement for use in |: 









then cautions them to “think 


clearly.” 

Today's prices on mew cars 
have forced many people to turn 
to the used-car market and Kan- 
dolph believes that merchand.s- 
ing used-cars to this clientele 
will call for an entirely diiferent 
technique of selling. 

Dealers must first buy used cars 
at the right price, Xandolph claims. 
in this connection, he mentiuns 
that experienced operators have 
round it of considerapie aid to ap- 
praise the car to be traded in a@lur 
tne customer has been thorouguily 
sold on the car he is planning tv 

uy. 

, The next step in profitable mer- 

chandising of used vehicles is tue 
reconditioning operation, ‘Lhis 1s a 
problem for the individual dealer 
put Kandolph recommends tnat 
dealers should never offer for sale 
a vehicle in such unsafe condition 
that it constitutes a menace to tne 
driver or the public. 

fens Sire weeks have desl: 
taken, Randolph wo ve - 
ers po themselves about the 
operation of their used-car de- 
partments and the truthfulness 
and efficacy of their advertising. 

Randolph reflects that most used- 
car ads make excessive use ol 

superlatives; that they lack timeli- 
ness and appeal. He recommends 
tieing in copy with current events 
and the insertion at least once each 
week of an “institutional” adver- 
tisement. 

Finally, he would have dealers 
abandon the term “used-car.” He 
would advertise such cars as “serv- 
iceable automobiles” or “depend- 
able automobiles.” : 

“Teach your salesmen to avoid 
the use of the word ‘used’ in speak- 
ing of the tradein cars you have 
for sale,” Randolph advises. “Adopt 
an affirmative attitude and create 
in the prospect’s mind the desire 
to own—not a used car but a good, 
dependable automobile.” 


Milwaukee Assn. 


Considers Show 


MILWAUKEE.—Members of the 
Milwaukee County Automobile 
Dealers Assn. are being polled for 
their opinion on the feasibility of 
holding an auto show this year and 
whether it should be held in the 
late spring or fall. 

The poll is being made at the 
request of the board of directors 
of the association, according to 
Robert M. Blanding, executive sec- 
retary. 


Wixon Succeeds Levin 


As CATA Director 

CHICAGO.—Election of Paul 
Wixon, Nelson Chevrolet Sales, Inc., 
to succeed Jack D. Levin, Drexel 
Chevrolet Co., as a director of the 
Chicago Automobile Trade Assn. 
was announced last week. 

Poor health forced Levin to re- 
sign his posts as vice-president and 
director of the CATA. 
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governments applied to the building and maintenance of highways. 4 4. The 
eg elimination of governmental and bureaucratic controls over this industry. 
R 4 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 
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Capsule Comment 


Philadelphia, Schenectady, Syracuse, Prairie du Chien, 
Hoosick Falls and others are staging auto shows this year. 
Now Chicago—where in prewar the No. 1 dealer auto show 
was staged—has started plans for an exposition next fall. 


Can’t be long before the manufacturers make up their 
minds. 


With reports that Lincoln-Mercury, Packard, Nash and 
Chevrolet are readying automatic transmissions for early 
use, there comes up an interesting question: 


How many years will it be before every car on the 
road is so equipped? 
* . . 
“Salesman Viewed as Member of Profession,” reads an 


AUTOMOTIVE NEws headline over a story which adds that 
1,000 colleges have added courses on the subject. 


Not only a profession, a downright necessity today. 
* + * 
Britain’s auto industry has strengthened its bid for in- 
creased sales in the U. S. by opening of a Washington office 


of the Society of Motor Manufacturers and Traders, with 
Air Marshal Sir William Welsh in charge. 


America’s auto industry welcomes you, Sir William. 
* * * 
911% percent of the measures introduced in Congress 
never become law, it is reported. 
But it’s the other 8% percent that worry us. 
* * o 
Reports from many areas show January-February sales 
of new cars higher than a year ago, or at least steady. 
What’s all this talk about a recession? 
* * e 
Two British engineers recently told the SAE that Ameri- 


can-made cars are unsafe on rough and narrow, twisting 
roads. 


Surely you can’t find any such roads in the U. S. 
& * * 
One hears a lot of howls about so-called “big profits” of 
the auto companies. 


But no one ever says a word when they show a loss 
or go broke. 





IF THERE IS one subject on 
which I can speak with more than 
my usual knowledge of the facts 
under discussion, it is the proposed 
raise in postal rates, for most of 
my life in the publishing business 

has been depen- 

WEAKENING dent on this most 

FREE intimate of all 

SPEECH the departments 

of government. 

Many times I have been called 

upon to defend the service, be- 

cause I have always felt that, han- 

dicapped as it has always been by 

politics, it does a Herculean job 

which few of our citizens appre- 
ciate. 

There is a spirit of “the mail 
must get through” permeating the 
personnel of the department which 
compares favorably with the FBI 
or Canadian Mounties’ slogan, “We 
always get our man,” although 
much less publicized. When Presi- 
dent Truman promoted Jesse M. 
Donaldson, a career man from the 
department, who had started as a 
mail carrier, to the post of Post- 
master General in his cabinet, I 
was among the first to cheer (A.N. 
12/8/47). 

+ + * 

I STATE THESE facts so you 
may know I am not prejudiced, 
except in favor of the department, 
in the following discussion of the 
proposed postal rate increases now 
before Congress. 

As you probably already know, 
it is proposed to increase rates 
as follows: First class: postcards 
and return cards from 1 to 2 
cents; Second class: newspapers, 
magazines, etc., on a new sliding 
scale based on zoning, which 
abolishes the old flat rate of 1% 
cents per pound on the editorial 
content, and substitutes increases 
of 25 percent, 50 percent and 75 
percent on the entire contents of 
the periodical, based on the aver- 
age advertising content which it 
carries; Third class: books, cir- 
culars, etc., a rate of 2 cents for 
the first 2 ounces and 1 cent for 
each additional ounce. Parcel 
post: an increase from the pres- 
ent 10 cents to 18 cents for the 
first pound to 15 cents to 25 
cents. Other rate increases affect: 
special delivery, registered C.O.D. 
and insured mail. 

It will be noted that it is not 
proposed to increase the present 
rate of 3 cents on letters or 6 cents 
on first class airmail. That could 
hardly be expected to be popular 
with the general public, or with 
Congress dependent on their votes. 

+ . * 

NOW IT IS probably not very 
generally known that the subsidy 
of low postal rates offered publish- 
ers was adopted in the very early 
history of the United States for 
the sole and obviously desirable 
purpose of “disseminating knowl- 
edge to the mass of our citizens.” 
That to this very day the maga- 
zine, newspapers, agricultural and 
business papers have more than 
fulfilled this obligation, no one will 
question. The subscription price of 
all types of publications has al- 
ways been ridiculously low to the 
reader. It has never been any sec- 
ret that in almost every publication 
it is the advertisers desiring to 
reach prospective buyers with their 
products who have “carried the 
freight.” 

Most of us can remember when 
a copy of the Saturday Evening 
Post could be sold as waste pa- 
per for almost the nickel paid 
for it. But what the public, in 
my opinion, does not know is 
that the postal subsidy applies 
only to the reading or editorial 
matter contained in any given 
issue. In other words, a news- 
paper or magazine mailed from 
New York, carrying in a given 
issue 50 percent editorial and 50 
percent advertising matter (an 
approximate average for most 
publications), now pays only 1% 
cents per pound for the editorial 
content no matter to what part 
of the United States or its pos- 
sessions it is mailed. But it must 
pay from 2 to 9 cents on the 
advertising content (including 
the publisher’s own advertising) 

(See EDGEWISE, Page 50, Col. 2) 
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‘The Wind Hurt ...... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich, 


Defends Europe 

It was with considerable aston- 
ishment that I read the Automotive 
News story, on page 48, Feb. 28, 
headlined “No Comparison—Europe 
Shops ‘Deplorable,’ K-F Aides Re- 
port” and which, presumably, re- 
ported on “an inspection tour of 
auto service conditions in Belgium, 
France and Holland” and other 
“Central European garages.” 

That your publication would print 
such an interview, in the light of its 
many stories to the contrary on Eu- 
ropean automotive dealerships, is 





“No wind whistling” through this 


Brussels dealership, says Stude- 
baker. 
equally astounding. Understand- 


ably, these are not the views of 
Automotive News. Nevertheless, as 
an accessory to the supposed facts, 
I think you will agree that such an 
article in your publication does a 
great injustice to the majority of 
European automotive dealerships, 
including the many dealers repre- 
senting U.S, automotive manufac- 
turers. 

In the case of Studebaker, I am 
proud to say that the majority of 
its European dealers have service 
stations, garages and auto repair 
facilities that are comparable to 
any in the United States and, in 


some cases, far better. European 
dealers representing our major 
American competitors have equally 
fine sales and service facilities. 

Studebaker dealers in England, 
France, Holland, Belgium, Switzer- 
land, The Grand Duchy of Luxem- 
bourg, Denmark, Norway, Sweden, 
Finland, Spain, Portugal, Italy, 
Greece and other countries have 
automotive premises that would be 
the envy of many a U.S. automo- 
tive dealer. As for the three par- 
ticular countries referred to in the 
story, which were supposedly “in- 
spected,” I am attaching a list of 
Studebaker dealers in Belgium, 
France and Holland, in case you 
are personally interested in pursu- 
ing the matter further, 

Everyone of these dealerships, as 
well as those in other European 
countries, have fine premises with 
excellent service facilities. Yes, and 

(See LETTERBOX, Page 51, Col. 1) 


Coming Events 


MARCH * 

March 29 - Apr. 1—Toronte (National Ex- 

hibition grounds), Canadian automotive 
service show. 








APRIL 


Apr. 7-10—Dallas (Fair park). Seventh 
annual Southwest Automotive Show. 

Apr. 28—New York (Hotel Roosevelt). 7th 
annual luncheon, Metropolitan Council of 


Automobile Old Timers. 
MAY 
May 3—New York (Waldorf). Automobile 
Merchants Assn. of New York dinner. 
May 15-18—Pinehurst, N. ©. (Carolina ho- 
tel). Annual convention, North Carolina 
Automobile Dealers Assn. 
May 19-22—Baltimore. Annual meeting, 
Automotive Engine Rebuilders Assn. 
May 20—St. Louls (Hotel Chase). Annual! 
meeting of Missouri Auto Dealers Assn. 
May 23-24—Peoria, Ill. (Hotel Marquette). 
29th annual convention of Illinois Auto- 
motive Trade Assn. and Equipment Show. 
May 30-June 10—Toronto, Ont. (Exhibition 
paeen. Canadian International Trade 
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In trucks as well as in cars... 


' Studebakers th ‘the a 


49 buy wa 


wp and down 
and across America 





Studebaker’s ‘‘broad coverage’’ 
line enables Studebaker dealers to 
compete for nearly every car and 
truck order in their communities 
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New Cars Plunge Most... 


Auto Financing Down 
15% During January 


WASHINGTON.—S ales finance 
firms reported that the volume of 
automobile finance paper acquired 
by them during January was 15 
percent less ‘than in December. 
Regulation W was relaxed slightly 
March 7, and economists predict 
February will show another de- 
cline in credit activity. 

Retail financing of other con- 
sumer goods was also down sharp- 
ly in’ January, according to the 
Federal Reserve Board. 

Financing of all types of ve- 
hicles declined, but the largest 
drop was reported in new pas- 
senger cars. The decline in pas- 
senger car transactions paralleled 
a decrease in output by U. 8S. 
plants. 

Meanwhile, outstanding automo- 
tive balances were up only slightly, 
as balances on other types of 
goods declined. 

Retail automotive financing dur- 
ing January involved 119,326 pas- 
senger cars for a dollar volume 


Dealer Gives 
The Case for 
Birddogging 


Eprror’s Note: There’s a good 
deul of dijyyerence of opinion on 
the practice of “birddogging.” 
Some dealers lke it and some 
dowt. velow a dealer presents 
une cuse for the affirmative. 
what do you think? 
BRADDOCK, Pa.—“Anybody who 

contacts a lot of people in a day 
and has time to taix with them 
can help you boost car sales by 
furnishing ‘live’ leads,” says W. L. 
Johnson, vice-president, braddoc« 
Motor Sales & Service, Inc. (i<ais- 
er-Frazer). 


“Offer that person so much pe: 
‘sold’ prospect, and that pcrson 
will be your avid booster. The 
other day I sold a car to a person 
who knows everybody. His own 
conversation immediately became 
the ‘extra straw’ in my own sell- 
ing.” 

Johnson maintains sales psychol- 
ogy is peculiar: (1) Changing loon 
models and color schemes bring 
people in; (2) if prices go up, 
people buy to save; (3) a falling 
price makes prospects wait for an- 
other drop; and (4) if people see 
a showroom empty for a couple 
of days, they get curious, come in 
and want to know why. 

Johnson believes the way to sell 
cars to today’s working man is to 
meet people, to make a friend of 
your insurance agent, who gets 
around, of the talkative service sta- 
tion attendant and the storekeeper 
who’s your best friend. Their ear- 
nestness will expand your selling, 
he says, 


















of $125,270,108. Of that total 39,373 
or 33 percent were new cars rep- 
resenting a finance value of $57,- 
814,431. 

New trucks totaled 8,759, or 7 
percent, with a finance value of 
$13,216,975. 

Used cars financed were 65,045, 
or 55 percent, with a finance 
value of $49,263,447. Used trucks 
totaled 6,149, or 5 percent, with a 
finance value of $4,975,255. 

This briefly, was the automobile 
financing picture during January: 

1. New cars: 14 percent fewer 
units financed and volume of paper 
down 15 percent. Outstanding bal- 
ances up 1 percent. 

2. Used cars: 19 percent fewer 
units financed and volume of paper 
down 16 percent. No change in 
outstanding balances. 

8. New trucks: 13 percent fewer 
units financed and volume of pa- 
per down 15 percent. Little 
change in outstanding balances. 

4. Used trucks: 10 percent fewer 
units financed and volume of paper 
down 10 percent. No change noted 
in outstanding balances. 

On other classes of goods the vol- 
ume of paper acquired dropped 32 
percent, and outstanding balances 
dropped 5 percent. 

Finance firms also reported a 
decline in wholesale automotive 
finance during January, but out- 
standing balances in this category 
‘ncreased. 

These were the statistics of- 
fered on wholesale automotive 
financing: 

1. New cars and trucks: 190,308 
with a finance value of $320,166,475. 

2. Used cars and trucks: 21,651, 
with a finance value of $22,258,527. 








Contempt Ruling 
Sought in Move 
Of Knetzer Case 


SPRINGFIELD, Ill.—Bankruptcy 
proceedings against Robert L. 
Knetzer and his Edwardsville (TIIl.) 
automobile firm have been trans- 
ferred to the jurisdiction of the U.S. 
district court here. 

The court has the power to rule 
on petitions to have Knetzer cited 
for contempt for his refusal to an- 
swer questions about his business 
activities. 

Knetzer’s creditors have chal- 
lenged a ruling by a referee in 
bankruptcy that a bankrupt person 
may refuse to answer questions 
which might be used later in crimi- 
nal proceedings. 

Meanwhile, I. H. Streeper, trustee 
for Arthur F. Kramer, who was in- 
dicted under charges similar to 
those facing Knetzer, obtained an 
order permitting the sale of 10 
automobiles, one motorcycle, 17 
auto radios, 16 car heaters and 
various office equipment from 
Kramer’s bankrupt estate. 





FOR THE SECOND SUCCESSIVE YEAR—Oidsmobile has been chosen as official car for the 


oan and inspected 

visit 
in this picture (left to right): 
special 
mobile zone mana 
of a 1903 Old 


Maj. Lenox R. 


le buckboard model. 





No. | license for the 1949 cream-colored Oldsmobile sedan; W. 
in Chicago, and Secretary of State Edward J. Barrett, at the controls 


Railroad Fair, which will open June 25. The General Motors ‘Train of Tomorrow," 
y 906,000 at last year's fair, will again be a major attraction. Shown 
Lohr, the exposition's president, receivin 


the 


©. Lampe, Olds- 
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YOUNGEST FORD SON STARTS WITH FIRM—William Clay Ford, center, was greeted by 


his brother, Henry Ford II, 
reported for work at Ford 


company. His 
director of the company since June, 1948 


Big Three All Appealing 


esident, left, and J. R. 
otor last week. Before takin 
who is 24, will one considerable time in each of the sta 

rst assignment is with the sales and advertising division. 


Davis, sales vice-president, when he 
@ permanent assignment, Ford, 
and operating divisions of the 
He has been a 


For Foremen’s Union Ban 


j= BIG THREE are lined up 
solidly in opposition to legisla- 
tion that would give foremen’s 
unions a new lease on life. 

Chrysler Corp. took a gloomy 
view of such a prospect last week 
in a statement submitted to the 
Senate Labor committee by Herman 
L. Weckler, the corporation’s vice- 
president and general manager. 

Previously, the committee had 
received statements opposing 
foremen’s unionization from 

Harry W. Anderson, General Mo- 
tors personnel vice-president; 
William T. Gossett, Ford legal 
vice-president, and George T. 
Christopher, Packard president. 
A Kaiser-Frazer representative 
had testified in favor of foremen’s 
unions, 

The auto companies have made 
no public comment on other pro- 
posals in labor legislation pending 
in Congress—so it would appear 
that the issue of foremen’s unions 
is the one of the most direct and 
immediate concern to the industry. 

* + 7 


ECKLER URGED the lawmak- 

ers to retain and strengthen 
provisions of the Taft-Hartley law 
removing foremen from the cate- 
gory of employes in respect to col- 
lective bargaining. The law allows 
foremen to form their own unions 
but does not require such unions to 
be recognized by employers. 

“To anybody who knows industry 
at first hand,” he declared, “it is 
obvious that this is where they 
must stand if the government’s pol- 
icy on collective bargaining is to be 
workable, if the foremen are to be 
protected in their self-respect and 
integrity and in their chance to do 
their work properly, and if industry 
is to be free from turmoil and is to 
keep its present great powers to 
produce.” 

Declaring that “in dealing with 
Chrysler’s employes Chrysler’s fore- 
men are the company,” Weckler 
warned: 

“It is clear that if the law con- 
solidates these agents of the firms 
with the rank-and-file unions on 
the other side of the bargaining 
table, the unions will be on both 
sides of the bargaining table. 

“It will not be long after that be- 
fore our country will have to choose 
between giving up collective bar- 
gaining or surrendering the present 
great productivity of our industry.” 

. + 


i“ OTHER labor developments, 
Chrysler spokesmen denied a 
UAW-CIO charge that the corpora- 
tion’s “merit pay plan” constituted 
an unfair labor practice. The union 
filed its complaint with the NLRB. 

Company officials denied the 


Dealer, Garage Failures 


Rise in Dominion 

OTTAWA.—The Canadian gov- 
ernment reports there was a sharp 
upswing in the number of bank- 
ruptcies in the automobile trade 
during the past year, with nine 
commercial] failures being recorded 
in 1948 compared with only one in 
the whole of the preceding year 
throughout Canada. 

Likewise, there was an increase 
in the number of failures in the 
garage business, with 33 being reg- 
istered during 1948 as against only 
12 throughout Canada in the previ- 
ous year. 


UAW’s claim that union represen- 
tatives were “bypassed” in the 
awarding of merit pay increases to 
individual employes. 

Emil Mazey, UAW secretary- 
treasurer, reported that the union 
showed a net profit of $361,488 for 
the months of November and De- 
cember of 1948 and January and 
February of 1949. The union’s strike 
fund as of Feb, 28 totaled $984,411, 
he stated. 

The union listed 943,299 members 
in February, compared with 1,012,- 
219 in December. 


—Mac Gorpon 
- * * 


U.S. Jobless Pay Role 


Subject of Institute 

WASHINGTON.—Present efforts 
to increase the power and authority 
of the federal government over un- 
employment compensation will be 
critically examined at an unemploy- 
ment compensation institute to be 
held in Washington March 31. The 
issue will be presented both by pro- 
ponents and opponents of an exten- 
sion of federal activity and domina- 
tion in this broad field. 

The question is whether the state 
systems shall be taken over com- 
pletely by the federal government, 
or whether the aim will be merely 
to reduce or abolish experience rat- 
ing and to enlarge its controls over 
benefit formulas and standards of 
eligibility. 


U.S. Makers 
To Exhibit at 


Canadian Fair 


TORONTO.--Officials of the Ca- 
nadian International Trade Fair 
have announced that the U. S. au- 
tomobile industry will, for the first 
time, be displaying its products 
in competition with British and 
Czechoslovak auto makers at the 
exhibition to be held here May 30- 
June 10. 

Applications for space at the fair 
indicate the intentions of U. S. 
makers to promote their products 
fully despite import restrictions by 
the Canadian government. 

A surprising sidelight of the ex- 
hibition’s activities is the extensive 
representation from Yugoslavia, 
which is making a bid for business 
with other countries with 95 prod- 
ucts exhibited. 
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GM Enlarges 


Show for Detroit 


27 Added Displays 
To Include Trucks 


DETROIT.—Fifty-five 1949 auto- 
mobiles and more than 50 mecha- 
nized exhibits will be featured at 
Detroit’s Convention hall Apr. 10-17 
during General Motors’ “‘Transpor- 
tation Unlimited” show, it was dis- 
closed last week. 

The Detroit show will be big- 
ger and better than the New 
York exposition which attracted 
more than 300,000 persons to the 
Waldorf-Astoria in January, ac- 
cording to GM officials. 

Convention hall will provide GM 
with more than four times the floor 
space than was available at the 
Waldorf. This increased space is 
said to permit the addition of many 
exhibits that had to be excluded 
from the New York showing. 

Car displays will be increased 
from 32 to 55 and more than 50 
animated exhibits, some in cut- 
away or plastic form, will permit 
the public to see many of the work- 
ing parts of an automobile and 
other GM products in operation. 

There will be no charge for ad- 
mission. 

Included in the Detroit showing 
will be the “Wheel of Fashion,” 
which features not only the latest 
design in GM cars but in women’s 
clothing styles as well. 

Also included in GM’s Detroit 
show will be exhibits covering the 
styling, research and engineering 
activities of the central General 
Motors staff, and the body con- 
struction procedures and ad- 
vances in body engineering in 
Fisher Body division. 

Among the attractions not in- 
cluded in the Waldorf-Astoria show 
because of space limitations will be 
one of the streamlined city coaches 
with capacity for 55 passengers. 

These buses are produced by GMC 
Truck and Coach division. 

None of the line of General Mo- 
tors trucks was shown at the New 
York exposition. This phase of 
“Transportation Unlimited” will be 
presented at the Detroit show by 
Chevrolet and GMC Truck & Coach 
divisions. Also, Chevrolet will dis- 
play a fully-transparent panel truck 
made of plexi-glass for show pur- 
poses and filled with flowers. 

The GM high-compression en- 
gines, brought out this year by 
Oldsmobile and Cadillac, will get 
special emphasis. 

The show will be presented first 
for General Motors employes on the 
evening of Apr. 8 and all day Apr. 
9, before the public showing starts 
Sunday, Apr. 10. Show hours will 
be 1 p.m. until 11 p.m, on the two 
Sundays and from 11 a.m, until 11 
p.m. week days, except Good Fri- 
day, when the exhibition will not 
open until 3 p.m. 





Mass. Threatens to Bar 
Some Out-State Drivers 


BOSTON.—Registrar of Motor 
Vehicles Rudolph F. King has 
threatened to deny the use of 
Massachusetts highways to out- 
of-state drivers who obtain driv- 
ing permits “at the corner drug 
store.” 

King said he had written offi- 
cials of several other states that 
unless they strengthened driver 
license requirements, Massachu- 
setts would cancel reciprocal 
driving privileges with them. 





MINNEAPOLIS CHOOSES NEW OFFICERS—Elected at the annual meeting of Minneapolis 
Automobile Dealers Assn. were Elmer Bostrom of Packard-Minneapolis, president; Edward G. 
Taylor of Studebaker Sales Co., vice-president, and H. E. (Ned) Warren of Warren Cadillac 


Co., secretary-treasurer. The remainin 


inc. (Dodge); W. M. (Walt) Shirley, of 


members of the seven-man board are E. W. 
Boyer of Boyer-Gilfillan Co. (Ford): —e ‘. 
lolt 


(Bill) 
Dean, past president of Dependable Motors, 
Motor Co. (Chrysler), and Floyd Whitaker of 


W. R. Stephens Co. (Buick). Upper row, Shirley, Boyer and Whitaker. Lower row, left 
Bostrom. 


to right, Taylor, Dean and 
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Complete stocks of genuine Chevrolet parts 
are available at your Chevrolet dealers. And 
to your customers, the words ‘‘genuine Chev- 
rolet parts’’ mean dependability, economy and 
long life. 

Your customers’ complete satisfaction is 


your best guarantee of continued business 


FOR YOUR BEST DEAL... 
DEAL WITH YOUR | 


EVROLET DEALER 


SERVICE | cy 
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READY... 
WILLING... 






and ABLE to serve you 


success. To you, genuine parts can mean a 
larger-than-ever volume . . . and greater per- 
manence for your business. 

Check with your Chevrolet dealer! You’ll 
find large stocks of parts available for your 


use ... balanced stocks that will save time 


for you and your mechanics. 


UALS 
“SERVICE 











AUTOMOTIVE WASHINGTON 


Wage-Hour ‘Czar’ Threat 
| In Pending Measure 


By William Ullman 


Washington Correspondent 


JUST WHEN the Senate will get around to wage-hour leg- 
islation is uncertain at the moment. Several measures are 
pending before the Senate Labor committee. 

As approved by the House committee, the wage-hour bill 
reflects the administration policy of extending governmental 
power and authority where-@——_ 
ever possible. Leese ge fe 

Coverage of the act would | in ainee of 0 canal 
be extended not only to employes independent 
engaged in commerce or in the} wage-hour ad- 
production of goods for commerce, | ministrator 
as in the present act, but also to The Secretary 
all employes of any employer who of Labor could 
is engaged in commerce or in the write binding 
production of goods for commerce. rules and regula- 
This extension of coverage will tions, having the 
bring under the act many millions force and effect 
of employes previously exempt. cf law: then he 

Administration of the new law, could prosecute 
with with greater powers, would _be employers 





William Uliman 
for 


violations of the 


| 
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rules he made, and he would be 


empowered to collect back wages 
and penalties for the employes af- 

fected. Such a sweeping grant of | 
authority affecting practically all | “J 
employers of the nation has never 
before been vested in any govern- | 
ment official. Moreover, many of | 
the provisions constitute a direct | 


| repeal of the administrative proce- | 


dures act insofar as the Depart- 
ment of Labor is concerned. 

In approving a minimum wage | 
of 75 cents per hour, the com- | 
mittee abandoned the original | 
CIO proposal of a sliding scale | 
minimum going to $1 per hour | 
through the use of wage-hour in- 
dustry committees. 
Other provisions of the admin- 

istration bill would: 

1. Extend coverage to medium- 
sized retail establishments. 

2. Increase to four years the) 
present two-year statute of limi- 
tations for the filing of employe 
suits, as provided by the portal act. 

3. Nullify Supreme Court deci- | 
sions of “regular rate” under which 
individual weekly guaranteed wage 
contracts have been permitted. 

4. Define “regular rate” in a re- 
strictive fashion. 

5. Require that the salary paid | 





| to a covered employe be considered 


|i 


KEEP 
SMILING 






| ¢<% 


it’s mostly for the cus- 


“Well, 
| tome rs. 


| as compensation for only the first 


40 hours worked. 
* * 


‘Going Down’ 

ARCSDING to the Department 
of Commerce, consumer de- 

mand was on the downgrade in the 

first two months of this year. Only 

the steel and automotive industries, 

it was said, were still operating i in 


* 








Use this WINNING COMBINATION 


To Increase SHOP and MECHANIC 
ARMAS PeOwenrm ¥ 














2. SUN DIAGNOSIS 
EQUIPMENT Cuts Waste, 
Gets New Business, Insures 
Mechanics’ Earning Power! 


Certainly you believe in Diagnosis Equip- 
ment! Everybody does! But don’t be 
satisfied that your Diagnosis department 
or your methods of using Diagnosis equip- 


‘1. SUN TRAINING Brings 
Your Shop Methods Up-To-Date! 


Sun Training by your local Sun Man will 
bring to you and your organization the 
newest Sun Diagnosis techniques and sell- 
ing methods. Your Sun Man will demon- 
strate new, tested selling methods. . 
will instruct mechanics on modern, time- 


the most successful shops in the nation 
are doing with Sun Equipment. He will 
be glad to survey your needs and thereby 
help you increase shop and mechanic 
earning power. Mail the coupon below 
for a call by your Sun Man. He will per- 
sonally bring you a copy of the new Sun 
Catalog. Do it now! 


queen neem 








cent. 


saving Diagnosis techniques! What's 
more, the Sun Training doesn’t cost you a 
. it’s one of the ftee services avail- 


able to all Sun Equipment Owners! Your 


. he 





“se 





local Sun Man is one of the more than 
400 Sun Representatives from coast-to- 
coast, ready to serve you on less than 24 
hours notice. The Sun Training is a part 
of a Winning Combination that will pay 
big dividends... 


schedule yours TODAY! 


Pe 
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ment are up-to-date—or that you have 4 i 
enough equipment correctly arranged and sg ELECTRI c CORP o RATION 3 
utilized! Don’t be satisfied until you have ‘ 6327 Avondale Avenue, Chicago 31, Illinois ' 
talked it over with your Sun Man! He Rese ya eee ete tee  F 
will be glad to show you what many of . pr ‘ 
H ee ee ee ee ; 
. PRS ib ade nnaies snes cen : CWY...--0---0recenene ennnn BOMB no POM ooo. 22, a 
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|a seller’s market as the nation’: 
| economic position “eased downwarc 
|from the record high of the last 
| quarter of 1948.” 

The slowing consumer demand 

“has resulted in a greater-than- 
seasonal decline in employment 
and a rise in unemployment,” the 
department said. Unemployment, 
which had remained under the 
| 2,000,000 mark during the last five 
| months of 1948, rose to 3,500,000 
| in February. Labor turnover de- 
| creased as jobs became less easy 
| to get. 

These are the signs the Com- 
merce department noted as evi- 
dence the business situation in the 
| first two months of 1949 was eas- 
ing down: 

“Retail sales were down, whole- 
| sale prices were lower, farm crops 
were being placed under govern- 
ment loan at an earlier date, the 
| pressure on producers was easing, 
|“manufacturers’ stocks of finished 
goods have been showing a per- 
sistent upward movement, and em- 
ployment at the manufacturing 
level has been edging off,” unfilled 
orders for durable goods are down 
and metal scrap prices have de- 
clined. 

Commerce experts say these 
downward trends mark the return 
of the buyers’ market with more 
widespread competition for the 
consumer’s dollar. 

+ + 


Wants Delay on Taxes 
pa that Congress postpone 
action on any general tax leg- 

| islation until 1950 was voiced again 
last week by Sen. George of Geor- 
gia, chairman of the Senate Fi- 
nance Committee. At the same time 
|he predicted that the government 
| will at least break even at the end 
of this fiscal year, next June 30. 

President Truman's budget esti- 
mates a deficit of $600 million for 
| the current fiscal period. The Geor- 
gia senator would not forecast a 
surplus, but he ‘declared there will 
be no deficit. 

While he made no predictions, 
Sen. Taft of Ohio announced he 
“may” back a tax boost if a 
large government deficit appears 
after July 1. He said final action 
would be determined by the pro- 

| grams Congress passes. 
The Ohioan hinted that arming 
| Europe, for example, would neces- 
|sitate additional taxes. Feeling 
that our economy is now in bal- 
ance, Taft does not think additional 
|taxes are necessary at this time 
'as an anti-inflation measure. 
Meanwhile, there seemed little 
chance that the House, which must 
originate tax measures, can get 
around to considering proposed tax 
increases before mid-April, at the 
earliest. President Truman has 
asked Congress to boost taxes by 
$4 billion, mainly by increasing 
corporate levies and taxes on mid- 
dle and upper-bracket individual 
incomes. 


* 





* + 


Multiple Overtime 

A 8x08 by Congress to date on 
+4 overtime has been limited to 
the passage of one bill by the 
House, which purports to solve the 
problem for Saturday, Sunday, holi- 
day work and work at undesirable 
hours, when paid for at premium 
rates. It is limited in application, 
however, to only the building and 
construction, stevedoring and long- 
shoremen industries. 

The House passed the bill over- 
whelmingly by a vote of 230-7, 
thus recording the desire of 
House members, in principle, to 
solve this problem. The bill then 
came to the Senate, which opened 
brief hearings on it. A report is 
expected shortly. 

In connection with these hear- 
ings, the U. S. Chamber of Com- 
merce requested the Senate Labor 
Committee to broaden the scope of 
the bill so that it will apply to 
industry generally and also urged 
that the bill be amended to provide 
retroactive relief. 


* 





DeSoto Firm in Albany 
Opens New Quarters 


Armory Garage, Inc. (DeSoto), 
has opened its new sales and 
service building at 926 Central 
Ave., Albany. All operations of 
the firm have been consolidated 
under one roof in the new struc- 
ture. 
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“wel le BRILLIANCE 
R GLAMOR 


@ Growing like wild fire . . . sparklin 

on more and more Buicks every day 
making Buick owners happy and making 
Buick dealers profits hand over fist. Devel- 
oped and tested in the laboratories of Blue 
Ribbon Products and proved by forty 
prominent Buick dealers, who have Glam- 
orized over 20,000 automobiles. Here it 
is: an EXCLUSIVE PLASTIC FINISH... 
EXCLUSIVELY FOR BUICK DEALERS. 





WITH 








WHAT IS KAR GLAMOR? 


Kar Glamor is NOT an old-fashioned polish or wax. It’s a NEW, MODERN glass-like plastic 
coating that makes an old car look glamorous or a new car look like a million. Unlike old-fash- 
ioned waxes and polishes which lose gloss rapidly, Kar Glamor lasts and lasts and lasts. Kar 
Glamor was scientifically developed in the laboratories of International Metal Polish Co. with 
48 years’ experience in producing automotive chemicals, and it was tested for perfection by 
forty prominent Buick dealers. 


WHAT KAR GLAMOR MEANS TO YOU 


It sells to anyone—makes o/d cars look glamorous—makes used cars look brighter longer and 
keeps them in show-room condition—makes new cars look like a million, and gives them the 
protection their new owners want. It goes on in LESS TIME with LESS LABOR and LESS COST, 
which means MORE PROFITS to you. Its superior, more durable lustre means truly satisfied 
customers, who will be willing—even anxious—to send other work to you. Kar Glamor is a 
reputation builder, and a money maker for you. And it is produced for and sold to Buick dealers 
EXCLUSIVELY. 


WHAT KAR GLAMOR MEANS TO YOUR CUSTOMERS 


To the man who owns the car, Kar Glamor means dazzling highlights . . . and a deep, rich lustrous Factory Representatives wanted: 
finish he’ll be proud to show his friends. He’ll have a finish that will last and 

last without special care—a finish resistant to salt air, oil, road grime, and the 

abrasive action of dust and dirt. He'll find washing actually improves , 

its lustre; that he can stroke it to a jewel-like brilliance with any old 
soft cloth. What MORE can he ask? 


Plenty of Buick dealers to call on... 






exclusive and profitable territories 


: Y still open, wire for details. 
- 


@ Send us a trial order—test it in your own shop. Kar Glamor 
is everything we say, or your money back. Sample order 
with instructions $36. 


KAR GLAMOR, INC. 


25 WEST ELEVENTH STREET 
INDIANAPOLIS 4, INDIANA 
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WASHINGTON.—Winter weath- 
er, absent-mindedness and housing 
developments were factors in a 
record-breaking number of auto- 
mobile breakdowns in 1948 when 
40,566,000 trouble calls were han- 
dled by the nation’s garages, the 


American Automobile Assn. report- | 
ed last week. 


This was an increase of ap- 
proximately 9 percent ever the 
$7,260,000 breakdowns estimated 
for 1947. 

“In addition to the fact that 
there are a large number of an- 
cient vehicles on the road,” the 
AAA said, “unusually severe weath- 
er conditions during the early 
months of last year resulted in a 
number of calls for help. On 1,349,- 
000 occasions last year, forgetful 
motorists ran out of gasoline be- 
fore they could get to the filling 
station. One of the most startling 
increases was a jump of 47 per- 
cent in the number of motorists 
getting stuck in the snow, mud or 
sand. Of the 2,257,000 motorists 
who got stuck, quite a substantial | 
proportion were those who had 
moved into new homes in localities 
with streets as yet unpaved and 
got mired in after the first big 
rainfall.” 

The AAA’s annual estimates of 
motorists’ mechanical woes are 
based on reports from 16,000 serv- 
ice stations, in the U. S. and Can- 
ada, under contract to render 
emergency aid to motor club mem- 
bers. Last year, said the report. 
these clubs spent $5,222,456 jn ex- 
tricating their members from one 
difficulty or another. 

Flat tires continued to be the 
major cause of breakdown durin 
the year, with a total of 8,660.000, 
the AAA report said. However, bat- 
teries were almost as important a 
source of annoyance, accountine 
for 8,012,000 trouble calls, un 13 
percent from the year before. Other 
statistics from the report were: 

1. Traffic smashups were re- 


R.I. Auto Dealers 
To Meet Friday; 


Hear Kneebone 


PROVIDENCE.—The annual din- 
ner meeting and election of officers 
of Rhode Island Automobile Deal- | 
ers Assn. will be held at the Nar- 
ragansett hotel here Apr. 1. 

The business meeting and elec- 
tion of officers, which is a closed 
meeting for members only, is sched- 


AAA Adds Up 1948 Service Calls bs ° 
40,566,000 Car Failures Explained 


|1947, and 3,323,000 complaints of | Breakdowns 
carburetor trouble, up 32 percent. Type Pct. 
3. The most significant decline | Service 1948 1947 Chge 
. : “| MONROE AUTO ADDS 2,000 OUTLETS—M Aut i i 
in breakdown causes was starter | Tire 8,660,000 8,864,000 2.3 | host to some 200 Hi-Speed distributors and olheere of ts cutetoa cones tin aden 
trouble which dropped 23 percent Battery 8,012,000 7,098,000 12.9 jos e206 a a — and . yy meeting. The occasion was the accept- 
oe # ce i-Speed o i i 
to 640,000 calls; increased avail-| Tow 4,920,000 5,145,000 -4.4 absorbers to aM its 2,000 corvien dellens ta te ‘Mickigen: A pan, thee Diels 
ability of replacement starters may Ignition 4,389,000 4.095.000 72 yg A a _ ; oe Co., and Walter Kirkbride, president of Hickok Ojj 
©., heade ° i i i i- 
have accounted in part for this|Carburetor 3,323,000 2,508,000 32.5| representatives were the Mcintyres, Brouwer Bill and Charles wha head tecran” aij peed 
decrease. Wrecker . 2,302,000 2,031,000 13.3 | Bickel, sales manager. ee 
4. Lock and key service, with| stuck 2.257.000 ‘ ine- 
677,000 calls, was up to 43 percent | Out of gas.. 1.349,000 1'051.000 284| Maryland Dealer Group ane Winans, te — 
ere before; —_ frozen | Lock &key 677,000 473,000 43.1|;Adds 5 New Members : eee 
y have accounted for some | Starter 640,000 831,000 -23.0| BALTIMORE.—Five dealershi i NaS Mle 
’ C ; ‘ 23. .. > ps | 
Sasetiiken Ineelee’ on saa an oe 474,000 425.000 11.5| have been elected as new members| Gateway Motors Formed 
B " ‘ ghts 438.000 317,000 38.2|of the Automobile Trade Assn. of| Headed by John P. Ro - 
ier weal puhatt agg ed it easier | Brakes 426,000 507,000 -16.0| Maryland. They are: | way Motors, Inc., sunt, Yo. 
ve ri — a we orists to! All others. 2,699,000 2,380,000 13.4 West End Motors, Baltimore; | has been formed to conduct a motor 
> ys — —— - a Dulaney Motor Co., Towson; Mas-/ sales business. Maximum author- 
5 The average motorist called Tctal 40,566,000 37,260,000 8.9!sey Chevrolet Sales, Crisfield; Hall ized capital stock is $15,000. 





uled for 5:30 p.m. at the hotel. 

Immediately following the meet- 
ing a reception will be held for the 
members and their guests. Dinner 
will be served in the main ball- 
room of the hotel at 7:30 p.m. 

Robert W. Kneebone, NADA 
managing director, will be the prin- 
cipal speaker. His subject will be 
“New Horizons.” 

The banquet committee is com- 
posed of Frank Kohl, Merlyn 
O’Keefe and Sam White. 


Obituaries 


V.L. Downing of Nash 


Dies Suddenly 
KENOSHA, Wis. — Virgil L. 
Downing, design engineer at the 
Nash plant here, died suddenly at 
his home last week. He was born 
in Lexington, Ky., Sept. 18, 1899. 
His first association with Nash 
was when he joined Thos. Jeffrey 
Co., predecessor to Nash, in 1913. 
Except for a brief interval in St. 
Louis, he spent his entire business 
career with Nash. Mr. Downing 
was a graduate of the mechanical 
engineering school of the Univer- 
sity of Kentucky. 
7 


* * 





Joseph A. Faucher 
NEW YORK.—Funeral services for Jo- 
seph A. Faucher, 53. a former U. 8. Rubber 


Co. official, were held March 16 in the 
chapel of the Veterans hospital in the 
Bronx. Mr. Faucher was a victim of a 


heart attack. 
* + . 
Edward Sprik 
LARGO, Fila.—Edward Sprik, 60, died 
here March 11. Mr. Sprik was a Chevrolet 





dealer in Lake City, Mich. 
. * * 


Ben M. Powell 
CHICKAMAUGA, Ga.—Ben Madison 
Powell, Chevrolet dealer in the Chicka- 
mauga area and engaged in the automobile 
business here for the past 25 years, 
March 13. 


died | 
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tow | for help 1.2 times during the year; 
| thus the chances that a motorist 
| will get through 12 months with- 
out a breakdown are a little less 
than even. } 
AUTOMOBILE BREAKDOWNS 
IN 1948 
(Based on reports from AAA 
contract garages) 


flected in the fact that 
trucks and wrecker equipment 
were dispatched 7,222,000 times 
to the rescue of cars with serious | 
trouble that could not be re- | 
paired on the roadside. 

2. There were 4,389,000 cases of | 
ignition trouble, up 7 percent from | 
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THE POST IS STAR SALESMAN IN PLAINFIELD 


Of the people who read both the POST and LIFE— and who named one 
or the other as the place where they pay most attention to advertising: 


ii RS 
em ae 23.8% 


Of those who read both the POST and COLLIER’S — and who picked one 
or the other as the place where they pay most attention to advertising: 









POST 
LIFE 





POST 
COLLIER’S El 6.7% 


Of those who read both the POST and TIME—and who named one or 
the other as the place where they pay most attention to advertising: 
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By George Deery 
Associate Editor 

DETROIT. — There is a point 
where public enterprise and private 
undertaking can blend for the good 
of the economy, Edwin G. Nourse, 
chairman of the President’s Council 
of Economic Advisers, told the Eco- 
nomic Club of Detroit last week. 

He said he stands by “the basic 


Reo Ad Post 
Goes to Lott 


LANSING.—Doyle Lott, assistant 
advertising manager of Reo since 
1947, will replace John S. Pingel, 
who announced his resignation as 
head of advertising and public re- 
lations Thursday. 

Pingel, former All-American half- 
back at Michigan State college, 
will leave Reo April 1 to join Fargo 
division of Chrysler Corp. April 15, 
he said. 


‘This Can’t be Socialism’ 


No Nationalization of Industries, Nourse Says; 
But He Stresses Federal Role 


principle that the presumption for 
any economic activity is in favor 
of private enterprise,” but added 
there are cases where private re- 
sources “are not enough, private 
vision too narrow, or faith or dar- 
ing too feeble, where only federal 
machinery can do the job.” 

Nourse asked, “If we go under 
this mixed, opportunistic American 
way, with varied and often imper- 
fect combinations of private and 
public enterprise, is this socialism? 
Or are the developments now going 
on under our noses soon to push 
us into socialism? 


“To both these questions my 
answer—and I assure you it is 
the purely personal answer of one 
professional economist, not an in- 
spired bureaucrat—is no. 


“Though we have socialized some 
of our economic functions in con- 
siderable degree, and though we 
have gone beyond the facilitating 
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100 PCT. ATTENDANCE FEATURES MINN. EXECUTIVE BOARD SESSION—Both meetings of 
the new board have been attended by every member, a commendable record in view of the 
long distances traveled, points out Glenn B. Atcheson, manager of Minnesota Dealers Assn. 
Top row, left to right; Herbert Dibble, Pipestone; Herman Miller, president, Mankato; Alfred 
Sonju, Two Harbors; George F. Ziesmer, NADA president, Mankato; Bernard Lindahl, vice- 
president, Minneapolis. Lower row, left to right: Cec Baldwin, past president, Winona; Chris 
Rinkel, Thief River Falls; George Buck, treasurer, St. Paul; Norbert J. Koppy, vice-president, 
St. Paul; Victor Giere, secretary, Willmar. 
atl eH tt An 
role of government and into opera- |tem. That is the nationalization of 
tive activities to some extent, we | industries. 
have not taken that one fateful “I have just returned from the 
step which, as I read the literature | great Northwest, where controversy 
and observe the facts, seems to me | wages hot between | several brands 
the hallmark of socialism as a sys-|of private enterprise and a Co- 








Recent surveys show that your key prospects look to 


The Saturday Evening Post for new car information 


How many ‘‘key customers” are there in your town? You can 
name dozens of them... people whose very ownership of a 
certain make of car causes others to say, ‘“That’s the car for 
me!’’ Whether professional men, business men, or skilled 
mechanics . . . they’re folks who mean business for you. 


Ask them a simple question: ‘‘In which one weekly magazine 
do you pay the most attention to the advertising?” They'll say, 


‘<The Post.” 


It happens time after time! Recently, a research group 
queried best customers, hand-picked by leading new car dealers 
in five cities. In every case, it was a landslide for the Post! 

When it comes to magazines, the Post is your star salesman. 
Here’s why. It makes a whale of a lot of calls in your town. It 
calls on the very people you want most as customers. And most 
important, the Post sells them! 
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lumbia Valley Authority,” Nourse 
said. “After listening to vigorous 
denunciation of the federal govern- 
ment’s intrusion, I asked: ‘Would 
you be willing to try to do business 
in these states without Grand 
Coulee and Bonneville? And can 
you conceive that private enterprise 
would have had those facilities 
ready to make possible your pres- 
ent growth?’ ‘Absolutely no,’ was 
the answer. 

“Of course, no proposition is 
proved by a single instance. 
Every case should be settled on 
the relative merits of private en- 
terprise or public enterprise— 
each of which has its strong and 
its weak points—to stimulate the 
most efficient, adequate, and or- 
derly development and use of 
resources, 

“From my years of economic 
analysis I derive a firm belief that 
the general function for which pub- 
lic enterprise shows distinctive use- 
fulness is what I call the facilitat- 
ing role—mapping out large and 
long-range developments for the 
generalized benefit of great num- 
bers of people and providing financ- 
ing and administration to carry 
those developments to the operative 
or the distributive stage.” 


Nash Names Cox, 
Compton as New 


Region Managers 


DETROIT.—Appointment of an 
eastern and a southern regional 
manager for Nash Motors has been 
announced by H. C. Doss, sales 
vice-president. 


J. F. Cox, formerly zone manager 
at Philadelphia, becomes eastern 
regional manager. He will continue 
to direct Philadelphia zone office 
activities until a successor is named. 

R. R. Compton, newly appointed 
southern regional manager, pre- 








3. F. Cox R. R. Compton 


viously held the same position in 
the southern and then the eastern 
regions. 

Later he became a zone manager, 
southern regional manager, central 
regional manager and later sales 
promotion manager. He entered the 
automobile business as a dealer, 
later joining Chevrolet in 1929, 
where he remained until 1940 when 
he came with Nash. 

Cox has been in the automobile 
business since World War I. After 
holding various executive positions 
in automobile retailing and distrib- 
uting in New York and New Jersey, 
Cox joined Nash in 1935 as a dis- 
trict manager. 





Austin Officials 
Surveying U.S. 


NEW YORK.—With an antici- 
| pated spring market about to open 
| up, Austin Motor Car Co., Ltd., of 
|England is surveying its major 
| U. S. markets with a view to for- 
mulating sales plans for the months 
ahead, Austin officials revealed 
last week. 

In this connection, Joseph Dud- 
ley, vice-president, and B. J. Heg- 
arty, North American export man- 
ager, left on a six-week tour of 
the firm’s U. S. dealerships. In the 
absence of Dudley, James F. Bram- 
ley has taken charge of the Austin 
| office in New York. 

“Austin broke every sales record 

for imported automobiles in 1948, 
|} and has every expectation of main- 
| taining its position as the leader 
|} among foreign cars in this coun- 
| try,” Dudley declared before 
| leaving. 


Nagle Reelected 

Thomas N. Nagle, president of 
Whiting- Buick, Inc., Rochester, 
| N. ¥., has been reelected to a three- 
| year term as a director of the Union 
| Trust Co. of Rochester, 
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CHICAGO, — International Har- 
vester announces two new Diesel- 
powered trucks, models KBD-12 
and KBRD-14 with GVW ratings 
of 31,500 pounds and 35,000 pounds, 
respectively. 

The KBD-12 is available in 
four wheelbases, 155, 161, 179 and 
215 inches. The KBRD-14 model 
offers 161, 179 and 215-inch 
wheelbases. 

These Diesel-powered units, In- 
ternational says, are designed to 
meet the requirements of heavy- 
duty operators requiring more 
power, improved performance and 
maximum fuel economy. 


The KBD-12 is for the needs of 
over-the-road operators. It is said 
suited to tractor-trailer work, and 
with the 215-inch wheelbase and a 
long freight body is also adapted to 
city operation. The KBRD-14 is a 
heavy-duty truck for off-highway 
service. 

The power plant of the new mod- 
els is the HRB-600 Cummins Die- 
sel which develops 165 maximum 
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© Here is a truly great, new passenger car jack .. . a jack that surpasses 


all previous standards 


utility—the new Walker “903”! 

Never before has there been a jack so versatile . . . a jack so hand- 
some—and yet beneath its streamlined, eye-catching beauty is all the 
stamina . .. the ruggedness . . . the smoothness that marks a champion. 

Yes, it does cost more than “mine-run” hydraulic jacks— because 
it’s worth more! Its finer precision engineering . . . its greater strength 
and reliability were conceived for those motorists who want and can 
afford the finest. It was never designed for the “penny-savers.” It was 
built for discriminating buyers who understand from experience that 
real, unflinching quality is the greatest economy of all! 

Of course, it handles all cars—even those with the deepest skirted 
fenders. Of course, it raises them high enough to change a wheel—that 
is what any jack is supposed to do! 

More important to the motorist is to own a jack that becomes part 
of his personal possessions—because he has confidence in it— because 
it serves him well— because it never fails him when he needs it most. 
... Such a jack is the new Walker “903”— America’s Finest Hydraulic 


Bumper Jack! 





@ Extra Top Column Lifting Position 
@ Convenient “Stand-Up” Operation 
e Large “Gravity Centered” Removable 


Base 


Individually Cartonized for Convenient Storage 


WALKER MANUFACTURING COMPANY OF WISCONSIN « RACINE, WISCONSIN 
Also makers of Walker Silencers, Electric Lifts and Oil Filters 


WALKER LEADS IN JACKS 


Two Heavy-Duty Diesels 
Added by International 


horsepower at 1800 r.p.m. The en- 
gine has 5%-inch bore, six-inch 
stroke, and a displacement of 743 | 
cubic inches. 

The KBD-12 is available with) 
single or double reduction drive or 
two-speed rear axles, each available 
in three ratios. The KBRD-14 of- 
fers an option of either double- | 
reduction final drive (five ratios) | 
or two-speed rear axle with 6.41 
and 8.38 ratios. Standard tires are | 
11:00-20 with 11:00-22, 11:00-24, | 
12:00-20 and 12:00-24 as optional. | 

Transmissions of both models are 
of the five forward speed type with | 
either direct in fifth or overdrive 
fifth speed. Except in the 155-inch 
wheelbase chassis, 





~~ NAMES—Walter 
© optional | Haase (left), sales manager, and Jack Laugh- 
lin of Bacon-Laughlin (Hudson), 1220 E. Sev- 


DEALER LISTS BUYERS' 
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auxiliary transmissions are avail- 
able to meet operating require- 
ments. 


enth St., Los Angeles, look over the names 
of more than 600 buyers of new Hudsons dis- 
played on the showroom walls. Both Haase 


> THE WWLKERY//9, 


These axuiliary gear boxes, each 
with overdrive and underdrive ra- 
tios, in combination with the avail- 
able five-speed transmissions and| of power and speed to meet the 
various rear axle ratios, permit a| requirements of operations for 
selection of the right combination | 


and Laughlin report that ar. sales at 


the dealership are hitting a new high. 


which the models are suitable. 
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of strength ... of safety .. . of performance and 
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HELPS AND PROTECTS OPERATOR 


The new Walker "903" can be operated from any de- 
sired position within 180°—simply by rotating the pump. 
This exclusive Walker feature permits the user to work 
safely and easily regardless of the position of his car or 
the position of the car in front or behind. 


@ Extra Strong Lifting Column 

® Precision-Built Hydraulic Power Unit 

© Handsome “Two-Toned" Metalescent 
Finish 





FOB FACTORY 





Inspection 








Auto Makers Stress 


Role 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


| NSPECTION has been and 


q By A. H. Allen 


continues to be a vital phase 


of automobile manufacture and the current ratio of in- 
spectors to production workers probably is higher than it 


ever has been, with the exception of the war years whe 
ee eee fot, sts 


inspectors, 
and government, literally 
swarmed over every manu- 
facturing department engaged in 
armament production. 

Particularly in aircraft and air- 
craft engine work was it essential 
for detailed and often tedious in- 
spection procedure. 

Following the war, a high level 
of inspection was required for two 
reasons. One was that many work- 
ers green to automotive techniques 
were being broken in on unfamiliar 
























NEW 
STRENGTH 
NEW 
SAFETY 
NEW 
UTILITY 


NEW 
CONSTRUCTION 


jobs. The other resulted from off- 
quality materials 
and _ substitutes 
frequently dictat- 
ed by shortages. 

Inspection has 
been maintained 
at a high rate, 
despite improved 
quality and uni- 
formity in mate- 
rials, one reason 
being the high 
pressure on pro- 
duction which 
| often left too little time for suffi- 
cient attention to details of the 
manufacturing sequence. 

Inspection breaks down rough- 
ly into three categories—check- 
ing of incoming materials and 
parts; following of parts in pro- 
cess, and a careful scrutiny of 
the finished product before ship- 
ment. All inspectors come under 
the direction of a chief, and usu- 
ally work closely with foremen 
in production departments. 

A large amount of record keep- 
ing and other paper work is in- 
volved properly to interpret inspec- 
tion procedures, and these must 
be handled on a day-to-day basis 
so that corrective measures can be 
instituted without delay where in- 
dicated. 


* 
In the Middle 

NSPECTORS, like industrial re- 

lations personnel, are squarely 
in the middle between manage- 
ment insistent on a quality prod- 
uct and the men on the line who 
are anxious to get the job done 
and are not inclined to be fussy 
over what they may consider “fly 
specks.” Nevertheless, efficient and 
thorough inspection pays dividends 
in customer satisfaction. 

Many purchasers of new cars 
back in 1945 and early 1946 will 
recall with irritation the dozens 
of little defects they discovered 
loose bolts, dangling wires, as- 
sorted screws and washers lodged 
in remote parts of bodies, jam- 
med window cranks, unpainted 
spots in finishes, etc. 

Not all of these could be charged 
to faulty inspection, for at that 
| time there were so many cars be- 
| ing shunted into “minor repair and 
touch-up” departments that the job 
of getting them through occasion- 
ally proved physically impossible, 
so they were OK’d with the in- 
spector’s eyes half closed. 
| * * * 


|Goat Hair Application 


ACKARD has worked out an in- 
teresting system for covering 
|the insides of luggage compart- 
ments, obviating the need for cut- 
ting fabric to fit and tacking it in 
place and at the same time pro- 
viding a better-looking and more 
rugged interior finish. After the 
compartment has been’ sprayed 
|} with sound deadener and sealer 
|compound and dried, it is sprayed 
| with a special type of adhesive 
| which becomes tacky in a few 
| moments. 

Next an operator sprays on a 
layer of short-cut goat hair, by 
means of an air hose connected 
to a barrel of the loose hair. The 
latter is gray in color, resem- 
bling the conventional “flock” 
used in similar applications. It 
adheres tightly to the sticky in- 
terior and builds up a layer 
which, after the adhesive sets, 
closely resembles a regular pile 
fabric. 

Finally, with a vacuum attach- 
ment, the excess hair is exhausted 
| from the compartment and the job 
is done. A thorough coating of all 
surfaces and crevices is accom- 
plished in a matter of minutes. 





A. H. Allen 


* * 








) 


' 








phase 
of in- 
ian it 
when 


m off. 
terials 
titutes 
lictat- 
ages, 
| has 
tained 
rate, 
roved 
uni- 
mate- 
eason 
high 
pro- 
Which 
suffi- 
f the 


ugh- 
eck- 
and 
pro- 
y of 
hip- 
nder 
usu- 
men 


ceep- 
3 in- 
spec- 
must 
basis 
in be 
p in- 


| re- 
arely 
age- 
rod- 
who 
Jone 
ussy 
and 
-nds 


ars 
vill 
ens 


Oo rr" 


a>. 





| 


i 
i 


@ New Ove 












AUTOMOTIVE NEWS, MARCH 28, 1949 


Virginia Mayo, who co-stars 
with Danny Kaye in 

“A SONG IS BORN," j 

the new Samuel Goldwyn 
Technicolor Comedy 


. . » Only 5 out of every 1,000 New Orleans families are reached by 
the Big 3 syndicated Sunday Supplements . . . American Weekly, This 
Week and Parade. 


. . « Only 218 out of every 1,000 New Orleans families are reached by 


the Big 3 of the Weekly Magazines . . . Life, Saturday Evening Post 


and Colliers. 


. « « Only 236 out of every 1,000 New Orleans families are reached by 
the Big 4 of the Women's Magazines . . . Ladies Home Journal, McCall's, 
Woman's Home Companion and Good Housekeeping. 


. » « Only 73 out of every 1,000 New Orleans families are reached by 
the Big 4 of the Shelter Group Magazines . . . Better Homes and Gardens, 
American Home, House & Garden and House Beautiful. 


The combined circulation of the above Magazines, plus Cosmopolitan, 
American, Red Book and True Story, represent 741 copies per |,000 
families in New Orleans, or only about one-third of the average for 
first 50 Metropolitan areas! 


OWNING AND OPERATING RADIO STATIONS WTPS AND 


U Seng of Coverage 


that rings a merry tune for 
Advertisers in New Orleans! 


The Times-Picayune States Roto Magazine 


delivers more readers in the South’s 
Greatest Market than the 18 largest 
periodicals combined. 






The Times-Picayune States Roto Magazine ALONE reaches 860 
unduplicated families out of every 1000 in metropolitan New 
Orleans. Add this powerful medium to your advertising schedule 
and you add the rich New Orleans Market to your sales potential. 
Monotone, Spot, Duotone and full color at a rate comparable to 
or lower than each of the magazine groups. 


WTPS FM — REPRESENTATIVES: JANN & KELLEY. INC. 
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On what day is a man 


of buying 


Minday Yates day Wedues day Lhursday 





So—what better day than Sunday to confront him with a 
glamorous shot of your latest model? On Sunday he’s wide open 





Sunday’s the traditional day for a man to take the family out 


for a spin. 
to a hard-hitting sales message — with his whole family present, 
And when he does, he — and the family — are most likely to notice to help fan the spark of desire into the flame of buying action! 
that th i hicle isn’ f i ite th it used to. : . ae 
ee ee eee ee WAY % UsER Co And what better way to reach him than in the one publication 


which he and the family read most avidly on Sunday... every 


Especially when sleek, new models slither by. That’s when the 
Sunday in the year? 


old motor seems most sluggish; when squeaks and rattles seem 
noisiest. One of the Sunday Picture Magazines of Metropolitan Group! 


Metropolitan Group 


WHERE 38,000,000 READERS(*) GATHER EVERY SUNDAY, EVERY SEASON, EVERY YEAR. 
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NEW YORK CHICAGO DETROIT . 
220 East 42nd Street —MUrray Hill 7-5200 Tribune Tower— WHitehall 4-2280 New Center Bldg.—TRinity 2-2090 
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a new car? 


Saturday 
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Pop, Mom and the teen-agers can’t resist the lure of these 
picture-studded Magazines. In fact, they give them — according 
to all available studies — the highest average inside page reader- 
ship of anything in print. 


Altogether, 38,000,000 readers in 15,000,000 families pore over 
these Magazines every Sunday. And most of these readers live 
and buy in the counties that traditionally account for the regis- 
tration of most motor cars! 





Sanday 


In short, because of their unmatched coverage of the nation’s 
major markets — plus their unmatched readership — Metro’s Sun- 
day Picture Magazines enable you to reach, per $ invested, more 
people in more places where most automobiles are bought. And 
they enable you to reach these people with glamorous, life-like 
Colorgravure reproduction of your car. 


Ask our Detroit office for latest facts and figures on Metro’s 
Sunday Picture Magazines. 


AN ASSURED NATIONAL AUDIENCE FOR NATIONAL ADVERTISERS. 







SAN FRANCISCO 
155 Montgomery St.—GArfield 1-7946 


(*)AIl ages, all incomes, both sexes. 
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Court D 


By Leo T. Parker 
Attorney at Law 


T IS well-established law that no 

person may recover damages for 
an injury sustained as a result of 
his own negligence, Recently a 
higher court held that a passenger 
is negligent when he remains in 
an automobile, knowing that dan- 
ger exists. 

For illustration, in Ames v. Ter- 
minal, 75 N. E. (2d) 43, it was shown 
that a moving bus was enveloped 
in a cloud of smoke which came 
from a railroad engine, 

The bus and the driver of a 
passenger automobile collided, 
seriously injuring several occu- 
pants of the bus. These injured 
persons sued the bus company 
for damages, contending that the 
bus driver was negligent. 

The higher court refused to hold 
the bus company liable, saying that 
the passengers were contributory 
negligent and could not recover 
against either railroad company or 
bus company for injuries sustained 
because they neither warned the 
bus driver of the danger nor got 
off the bus to avoid being injured. 

. + + 


Insurance Void 


AM courts agree that an insur- 
+% ance company’s liability on a 
policy of insurance is limited to the 
clauses in the policy. Hence, one 
who obtains insurance for a certain 
automobile forfeits his rights under 
the policy if he drives another car 
not endorsed on the policy. 

For example, in France v. Cit- 
izens Casualty Co. of New York, 
79 N. E. (2d) 28, it was shown 
that an automobile dealer held a 
liability insurance policy on a 
1934 Reo truck. 

He traded it for a 1932 truck and 
failed to have the insurance agent 
issue an indorsement to be at- 
tached to the policy transferring 
the insurance, One day the dealer’s 
driver of the 1932 truck injured a 
pedestrian who sued for damages. 

The pedestrian recovered a judg- 
ment in the sum of $5,000 and costs 
of $25.50. The dealer sued the in- 
surance company for this amount 
but the higher court held the com- 
pany not liable, saying: “At the 
time of the accident, the coverage 
was on the 1934 model and it was 
not transferred to the 1932 truck.” 

* * * 


Circumstantial Evidence 


ACooneene to a recent higher 
court a person can be convicted 
of stealing an automobile on mere | 
circumstantial evidence. 

In People v. Kehoe, 193 Pac, (2d) 
493, it was shown that one Kehoe 
was found driving an automobile a 
long distance from the town Eu- 
reka, from where it had been stolen. 

The lower court convicted Ke- 
hoe of theft on circumstantial 
evidence. 

The higher court approved the 
verdict, saying that the uncontra- 
dicted fact of Kehoe’s presence in 
Eureka at the time the car was 
stolen, his possession of the car 
when apprehended, together with 
the numerous conflicting and con- 
tradictory statements made by him 
to police officers were sufficient to | 


support a conviction of theft. 
* * * | 


Can Be Heard 


A CORDING to a recent higher | 
court all automobile drivers are 
entitled to notice by state officials | 
and “hearing” before revocation of | 
the driver’s license. 
For example, in Ratliff v. 





S. D. Revciiue Up; | 
Registry Declines | 


PIERRE, S. D.—Although fewer 
vehicles were registered, more 
money was received by South Da- 
kota’s motor vehicle division in the 
first two months of this year than 
in the comparable period a year 
ago, according to Director E. S. 





Receipts during the first two 
months of the current year totaled 
$840,648, an increase of $54,584. 
Automobiles registered numbered 
55,134, a drop of 6,106. Truck reg- 
astrations totaled 13,381, a decrease 
of 1,355. Dealer registrations to- 
taled 559, down 57. 


Lawsuits Affecting Dealers ... 
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ecisions 


Lampton, 195 Pac. (2d) 792, the 
testimony showed facts as fol- 

lows: The director of motor vehi- 
cles of the state issued an order 
revoking one Ratliff’s license to 
drive an automobile, asserting 
that from the records of the de- 
partment he was “unable to oper- 
ate a motor vehicle safely upon 
the highways because of physical 
or mental disability or lack of 
skill as shown by examination or 
other evidence, and in particular 
because he is subject to a condi- 
tion causing momentary lapses of 
consciousness or control.” 

Ratliff was notified that the re- 

vocation was effective immediately, 
and that his license must be sur- 
rendered. In subsequent litigation 
the higher court held: 
_ “We should not imply legislative 
intent to deprive a person of his 
license without a prior opportunity 
to be heard unless compelled to do 
so by the plain language of the 
statute.” 
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DODGE GETS ALASKA WELCOME—Mayor of Fairbanks greets the crew of the Alaska 


test run. Left to right: John E. 


Kohler; Ed Clausen, 





Furtick Heads Up 
Md. Truck Group 


BALTIMORE.—The Motor Truck 
Assn. of Maryland has elected the 
following officers for 1949: 

Robert W. Furtick, president; Jo- 
seph M. Dignan jr., first vice-presi- 
dent; John M. Baer, second vice- 
president; Norman Rovine, treas- 











































Brennan, Dodge assistant resident engineer; 
orthern Commercial Co., 
assistant to the general sales manager of Dodge. 







ok Ray 


‘airbanks Dodge dealer, and W. ‘oraker, 


urer, and Harold D. Neighbours, 
secretary. W. F. Kneip continues 
as general manager. 


Bryan Increases Capital 


The Texas secretary of state has 
approved an amendment to the 
charter of the Bryan Motor Co., 
Bryan, allowing the company to 
meee its capital stock to $150,- 








Mechanized 
Wisconsin Reports Tractor: 


On 6 of 7 Farms 


MADISON, Wis.— Only one-sev- 
enth of the farmers in Wisconsin 
early this year had no tractor on 
their own farms, while one-fifth of 
them had two machines, according 
to the crop reporting service of the 
Wisconsin state department of 
agriculture. 

Five percent of the farms re- 
ported had three or more tractors 
in operation. Three-fifths of the 
farms had one machine, 

Moreover, the high demand for 
tractors continues, with new farm 
machinery plants coming into op- 
eration and existing establishments 
producing at record levels, the state 
survey noted. 

The average age of the Wiscon- 
sin farm tractor is eight years. 
About 40 percent of the machines 
now in operation were bought be- 
fore 1940, and a few of them were 
purchased as far back at 1917. 


DiBello to Build 
A building permit has _ been 
granted DiBello Motor Sales, 1275 
Main St., Buffalo, to make minor 
alterations to its building. 





@ William Zerillo, a 23 year old garage worker 
and ex G.I. was driving across the ‘Iriboro Bridge 
to work when bright paint splashes suddenly 
appeared on the roadway ahead. Looking up, he 
saw that a painter’s scaffold aloft had collapsed, 
leaving two men dangling precariously. With an 
inexpensive British camera he carried in his car 
... he snapped the shot, rushed the undeveloped 
film to The News, made Page 1 the next morning. 
And was well paid for his picture. 


f. On his way home from a baseball game, a News 
‘reader saw two boys playing in the street struck 

by a car, and clicked his camera... 

A visiting Chinese photographed a visiting 
aglishman critically injured on Fifth Avenue by 
ar from Yukon, Florida... 

N@fF rom a sinking ship in a pitching sea, 640 miles 
t off Newfoundland, a stewardess caught in her 
camera sailors pulling away in a lifeboat . . . 

@ An ex-army paratrooper chuted down over 
Times Square, took pictures on his 5,000 foot drop 


... and was himself photographed by an 
amateur who happened along with a camera... 


@ When a DC-4 crashed at LaGuardia last 
summer, spectators had pictures of the accident 
before the press pros could arrive... 
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Dealer Business Counsel 


Review of Insurance Expense Once a Year 
Held an Advisable Practice 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel 


EFORE the war the insurance 

expense in the average dealer’s 
business accounted for 3.32 percent 
of the total fixed expense group 
and for the year 1948 this expense 
accounted for 3.56 percent of the 
total fixed expense group, as taken 
from the statements of dealers 
which were sent 
in to me for an 
analysis. 

This is not 
much of an in- 
crease in this ex- 
pense item when 
you compare it 
with the large in- 
creases in other 
expense items for 
this period. This 
is a very impor- 
tant expense item 
that should not be considered too 
lightly in this business. 


Of course, it is not the kind of 





J. B. Van Tasset 


an expense item that will help to 
sell your merchandise but it will 
prove to be one of the greatest 
protective measures I know of for 
the safeguarding of your financial 
investments, provided it is ade- 
quate in coverage. 

While I am not advocating any 
expense increases at this time, I 
do believe that every dealer 
could well afford to take a good 
look at his insurance policies at 
least once a year to make sure 
he has proper coverage and that 
his rates are at least in line on 
a competitive basis. 

The best way to make a survey 
of your insurance rates and cover- 
age is to call in an insurance 
analyst at the time you make the 
survey and have him review with 
you the extent of coverage you 
would normally require in your 
business as compared with your 
present coverage now in force. 


Also, review with more than one 





These are typical instances of the 
thousands of amateurs all over the world, whose 
ambition is to get their prints and credit lines in 
the New York News. The News encourages 
amateurs, and over the years has secured some of 





its most notable pictures from them. 


In 1928, a seaman on the sinking Vestris, 
made the most famous Simon-pure amateur 
pictures on record. A News cameraman paid him 
$50, sight unseen, for his rolls of film when the 
rescued crew was landed. When the prints were 
developed another $500 went to the amateur... 
and a month later a bonus of $500... Word of 
his windfall gave The News unofficial camera 
correspondents over the seven seas! 

The News buys and uses pictures from 300 
to 500 amateurs per year... pays $10 minimum for 
a single print, $100 or more for a front page 
subject; has paid as high as $5,000 for exceptional 
pictures. With the credit line, of late years goes 
an editorial box giving the amateur’s name, address, 


camera type, technical details. 


Besides pictures, amateurs supply news tips, 


voice opinions through Vox Pop, answer queries 
of the Inquiring Photographer, send more than one 


and a half million letters every year to News 


service departments. 


“Participation” was a working policy 











newspaper long before it was heard of on radio 
programs. The interest and help of the public 
make a better newspaper...and beget personal 
interest, intimacy and closeness when a newspaper 
appreciates and recognizes public contributions. 


@ Circulation alone docs not make a great 
advertising medium—cven circulation in sucl 
volume as The News, 2,225,000 copies daily, 
4,500,000 copies Sunday! But the fact that a 
large proportion of these millions of readers feel 
and believe that The News is their individual 
newspaper ... makes The News so effective as 

an advertising medium. 

Not millions of readers . . . but the 
individual reader’s interest and confidence 
multiplied by millions—gives The News ability tg 
influence people, influence sales . . . gives Thé J 
News more retail advertising than any other 
newspaper, 26,315,350 lines last year! And 
should give The News first place in the sched 
of every automotive advertiser after sales and 
profits in America’s first market. 


insurance representative the scale 
of rates you are paying as com- 
pared with existing competitive 
rates on the basis of the same 
coverage. 
« * * 

Moe money has been saved by 
-"2 such a rate comparison. It is 
not uncommon to find a dealer 
carrying insurance coverage on 
some items that he does not par- 
ticularly need and no coverage on 
some very important items in his 
business. 

Here are some important factors 
to consider when analyzing your 
insurance coverage and rates: 

1. Do not insure merchandise and 
equipment above its true value. 

2. Blanket fire policies at lim- 
ited amounts are available to 
cover used-car stock. 

3. New-car insurance can often 
be secured at much less cost from 
regular insurance companies. 

4. Fire prevention and safety 
equipment will secure lower fire, 
compensation and liability rates. 

5. Exercise considerable care in 
classifying employes for compen- 
sation and liability insurance—con- 
siderable latitude is permitted in 
this classification. 

6. Do not under-estimate pay- 
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“We took out the old tool cage, 
you see. Now we have better con- 


trol of the tools and few losses.” 


roll and sacrifice lower rates to 
gain a smaller initial payment. 

7. Secure competitive bids on 
all insurance. 

8. Insure adequately but not ex- 
cessively. 

9. Buy all insurance with the 
lowest possible responsible bidder. 

10. Classify all payroll to secure 


4 VA 
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the best possible compensation and 
liability rates. 

11. Review all policies periodic- 
ally. 

11. Place insurance carefully and 
economically. 

(Any question on business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of Auto- 
MOTIVE News). 





| Eight Committees 
| Named by Head 


Of Trailer Assn. 


WASHINGTON.—Harrison Rog- 
ers, president of the Truck-Trailer 
Manufacturers Assn., has an- 
nounced the following appoint- 
ments to TTMA committees: 

Highway legislative—J. L. Glick, 
Truck Engineering Corp., Cleve- 
land, chairman; N. A. Carter, Frue- 
hauf-Carter Co., Memphis; S. F. 
Kromkowski, Edwards Iron Works, 
Inc., South Bend; Leonard Strick, 
Strick Co., Philadelphia. 

Engineering and design—J. J. 
Black, Trailmobile Co., Cincinnati, 
chairman; Christopher Hammond 
jr., Steel Products Co., Inc., Sa- 
vannah; A. E. Williams, Fruehauf 
Trailer Co., Detroit; James Ste- 
phen, Highway Trailer Co., Edger- 
ton, Wis.; Robert Hilker, Ameri- 
can Bantam Car Co., Butler, Pa. 

Publicity--L. C. Allman, Frue- 
hauf, chairman; F. A. Schotters, 
Trailmobile; L. A. Myers jr., Black 
Diamond Trailer Co., Bristol, Va.; 
Walter Cartwright, American Ban- 
tam; A. L. Struble, Highway; C. 
W. Auer, Utility Trailer Mfg. Co., 
Los Angeles. 

Membership—C ottrell Farrell, 
Easton Car & Construction Co., 
Easton, Pa., chairman; P. H. Bart- 
lett, Bartlett Trailer Corp., Chi- 
cago; W. E. Grace, Hobbs Mfg. 
Co., Fort Worth; P. M. Heinmiller, 
Utility; J. V. Wright, Dorsey Trail- 
ers, Inc., Elba, Ala. 

Finance—C. A. Persinger, Wilson 
Trailer Co., Inc., Sioux City, chair- 
man; R. R. King, American Body 
& Trailer Co., Inc., Oklahoma City; 
T. C. Timpte, Timpte Bros., Inc., 
Denver. 

Traffic—A. L. Rich, Fruehauf, 
chairman; Elmer Streib, Trailmo- 
bile; Harold Rodahl, Highway. 

Controllers—C. H. Burns, Trail- 
mobile, chairman; Leo Chartier, 
Wilson; R. B. Friend, Keystone 
Trailer & Equipment Co., Kansas 
City; W. W. Haas, Highway; D. E. 
Leith, C. R. Jahn Co., Savanna, 
Ill.; M. E. Stover, Fruehauf. 


Convention program—E. J. Lu- 
|cas, Kingham Trailer Co., Louis- 
| ville, chairman; R. M. Hays, Tim- 
ken-Detroit Axle Co., Detroit; R. 
C. Tway, Kentucky Mfg. Co., Louis- 
ville. 





Blauvelt Manages 


Superior Division 


LIMA, O.—Charles D. Blauvelt, 

director of foreign sales of Superior 
Coach Corp., has been appointed 
|manager of Superior’s Avenue 
|Coach division. Blauvelt will also 
continue as director of foreign sales. 
| Prior to his association with Su- 
perior Coach, Blauvelt was assistant 
| secretary to the Irving Trust Co. in 
|New York City. Previous to that, 
| he headed his own foreign exchange 
brokerage firm, during which time 
| he served as president of the For- 
'eign Exchange Brokers Assn. of 
| New York. 





Former Employe Sues 


General for $52,270 


AKRON.—One of its former em- 
ployes, Edward J. Stack, has sued 
General Tire & Rubber Co. for 
$52,270. Stack claims the money is 
due him for patents on machinery 
he invented. 

Stack charges General is still 
using the devices without paying 
him, and discharged him a year 
ago after 18 years service “for 
no reason.” He said he entered 
into a contract with General in 
1940 which provided for him to 
turn over his rights to the devices 
he invented, but that General 
failed to live up to the contract. 


Rogers Files Amendment 


Rogers Motor Co., Columbus, 
Neb., recently filed an amendment 
to incorporation papers increasing 
its authorized capital stock from 
$50,000 to $150,000. 
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Saturation... 


Auto Market Page 


——_s been a quiz antedating 
the radio by many, Many years 
that has consistently fooled the ex- 
perts. It involves predictions on 
registration totals for motor vehi- 
cles for given years. 

What makes the wrong guesses 
more outstanding is that they were 
made by individuals and groups 
whose reputation is much more 
substantial than many of the radio 
participants who love such ques- 
tions as “What great president is 
buried in Grant’s tomb?” 

As the current issue of Auto- 
mobile Facts, published by the 
Automobile Manufacturers Assn., 
points out, some of the erring 
prognosticators have been federal 
agencies, investment houses, a 
leading investment counsel, a na- 
tionally known banker and sev- 
eral economists. 

There are 41,000,000 cars, trucks 
and buses on the road today. 

“That is 2,000,000 more than the 
U. 8. Public Roads Administration 
said, in 1946, would be in use by 
1950. Back in 1938, PRA estimated 
it would be 1960 before the U. S. 
had 38,000,000 vehicles in use. That 
total was passed two years ago,” 
the publication states. 
« * * 

T ADDS, however, that “the PRA 

forecasts have been more accur- 
ate than most others. For example, 

a petroleum firm made an exhaus- 
tive study in 1934 and came up 
with a forecast that by 1950 the 
nation would have 34,000,000 vehi- 
cles. That figure was passed in 1941. 

“It’s been like that since 1904, 


N.Y. Survey Finds 


Low-Priced Cars 
In Short Supply 


NEW YORK.—A survey by the 
Automobile Merchants Assn. of 
New York revealed that a shortage 
of new cars in the lower-priced 
brackets already existed here, as 
easing of credit restrictions was 
expected to bring an additional in- 
flux of potential buyers into the 
market. 

“A spot check of members of 
eur organization selling popular- 
priced cars showed that dealers 
were quoting from 45 days to nine 
months delivery on current orders,” 
Charles Schnurmacher, president of 
the association, told the New York 
Times. 


“The extension of installment 
payments on automobiles to a uni- 
form maximum of 21 months will 
make it possible for many workers, 
salesmen and small businessmen 
who need an automobile for busi- 
ness use to purchase a car without 
the necessity of tying up a large 
percentage of their incomes in 
monthly payments.” 

Schnurmacher said that many 
people with limited incomes found 
that the former credit terms “made 
the purchase of a new or used car 
prohibitive.” 

Belief that the new credit ruling 
would result in more used-car sales 
prospects was also expressed by 
Charles Kreisler, president of the 
New York Used Car Dealers Assn., 
who said: 

“However, the modification of 
Regulation W is not a cure-all for 
stepping up sales. The responsi- 
bility rests on the manufacturers 
to find ways and means of reducing 
prices on new cars which will give 
the mass buying public an oppor- 
tunity to make a purchase.” 


Joint Effort 
Cincinnati Ford Dealers 


Plug Used Cars 


CINCINNATI.—Metropolitan Cin- 
cinnati Ford dealers are advertising 
used cars extensively in all three of 
the city’s daily newspapers. 

Ford dealers in the city run full- 
page ads on used vehicles in the 
newspapers through a local agency, 
the Associated Advertising Agency. 

Jack Lester, Ford district man- 
ager here, is credited with encour- 
aging ‘the dealérs to undertake the 
merchandising plan. 





when the nation’s leading financial 
experts warned the automotive in- 
dustry it was over-expanded, That 
year the industry produced 23,000 
vehicles, Today, it makes that 
many in eight hours. 

“In 1908, the nation’s largest 
investment house, declaring the 
automotive industry had reached 
a ‘saturation’ point, refused to 
invest in a plan that would have 
merged two firms that now are 
the two largest automotive com- 
panies on earth, 

“In 1921, the nation’s then leading 
investment counsel said the U., S. 


Vacation Money 


Getting Tighter 


But AAA Still Sees 
Banner Travel Year 


WASHINGTON. — The gigantic 
tide of travel over America’s high- 
ways and byways will continue un- 
abated during 1949, according to a 
nationwide survey conducted by the 
American Automobile Assn. 

However, while the volume of 
motor vacation mileage rolled up 
will probably exceed that of both 
1947 and 1948, motorists have taken 
a tighter grip on their pocketbooks, 
the AAA’s survey reveals. 

“This pocketbook consciousness,” 
said the national motoring body, 
“will probably be reflected in more 
shopping around and lower per unit 
expenditures, although the overall 
doliar output is not likely to go be- 
low 1948.” 

A feature of this year’s motor 
touring, the survey revealed, will be 
the trip of shorter duration which 
should prove somewhat of a bo- 
nanza for vacation areas within a 
short distance of large population 
centers. 

Also indicated in the survey is a 
growing demand on the part of va- 
cation travelers for all-expense 
tours and cruises, with Honolulu 
looking for one of the best years in 
the history of the Islands. 

The AAA's findings were based 
on a new-year questionnaire re- 
turned by affiliated clubs located in 
strategic travel centers throughout 
the U.S. 


wouldn’t have over 12,000,000 motor 
vehicles ‘until coal dust or some 
other cheap fuel could be used.’” 

In the same year, says Automo- 
bile Facts, a widely known Cleve- 
land banker said 20,000,000 cars was 
the nation’s limit, since that was 
the total number of families able 
to buy cars. And, taking another 
glance at the crystal ball, he added 
that we didn’t have enough gasoline 
for more. 

* * * 

FACTOR which holds back 

sales is the impossibility of 
garaging cars within cities because 
land is too valuable,” was a con- 
clusion reached by the National 
Bureau of Economic Research. 
Based on this conclusion, it limited 
vehicle ownership to 20,000,000. 

Less frequently, forecasts have 
erred on the optimistic side. One 
economist in 1929 predicted the 
industry would build, from 1930 
to 1934, twice as many vehicles 
as were actually made in those 
years, The AMA publication 
points out that “the economist 
hadn’t counted on a depression 
in the thirties.” 

Several predictions of what car 
companies would do after World 
War II went on the rocks as a 
result of material shortages and 
strikes, AMA states. 


Annual Used-Car Sale 


Revived in Rochester 


ROCHESTER, N. Y.—The 
Rochester Automobile Dealers 
Assn. last week revived a pre- 
war custom—an annual spring 
used-car sale. The association 
took four full-page ads in daily 
papers—one in each paper at 
the beginning of the week and 
one in each on Wednesday—to 
tell readers and prospective cus- 
tomers about the sale. Theme of 
the promotion was “buy now 
before the heavy spring de- 
mand.” 

As a feature of the promotion, 
a $1,500 new car was given 
away. Tickets were given to all 
persons who stopped to look at 
RADA members’ showrooms. It 
is planned to hold the event 
annually. 








Promoting Business 





ROCHESTER DEALERS PUSH U. C. SALES—Hard at work on plans for spring sale of 
used cars sponsored by Rochester Automobile Dealers Assn. last week are (from left) John 


Dorschel of Dorschel Motors 
president of the RADA, and 





Studebaker); Anthony R. Ralph of Ralph Pontiac, a former 
rank McEvoy of McEvoy Motors (Dodge). Also a member 
of the sale committee was J. Wesley Rose of Central Chevrolet. The affair is planned as 


an annual event and is a revival of a prewar custom. 


SANTA BARBARA (CALIF.) FASHION SHOW —It was staged on the main street of the 
city. The entire business street was blocked off and an attractive arrangement of 1949 cars 
served as a setting for the models. Above is a new Lincoln with a young woman in a 
summer ensemble. Over 50,000 people crowded the streets to see the new cars and styles. 
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3-City Check Forecasts 


RADE SOURCES in St. Louis, 

Los Angeles and Buffalo are sat- 
isfied that used-car prices th's 
spring will remain far below those 
of last fall despite the easing of 
Regulation W, it was reported last 
week. Prices currently are reported 
to be from 25 to 30 percent below 
pre-Regulation W levels. 


St. Louis dealers expressed the 
opinion that higher-priced used 
cars are selling from $600 to $650 
below levels of last September. 
Older low-priced models are down 
about $300, it was added. 

Even though time payments 
are now spread over 21 months, 
dealers in St. Louis declare that 
the lower-priced older models are 
selling better today than the 
$2,000 to $2,400 units. 

“The $2,500 car on a used-car lot 
today is just out of the question,” 
one dealer said. “The lower the 
price, the faster they move.” 


Another St. Louis dealer com- 
plained that his unit sales are off 
60 percent from a year ago and 
placed his dollar volume as being 
off 33 percent. 

* * 7 

N LOS ANGELES and on the 

West Coast, declining prices and 
shrinking volume of sales appear 
to have brought about permanent 
changes in the used-car market, 
according to the Pacific Finance 
Corp. Automotive Digest. 


Used-car prices are about 15 per- 
cent below the low level of last 
November, and sales volume is 25 
percent less than a year ago. It 
was noted that in wholesale mar- 
kets, 1949 models, with some excep- 
tions, are selling as much as 20 per- 
cent below list prices, with 1948 
cars about 25 percent off. 

A recent survey of used-car 
dealer operations, quoted by the 
Digest, showed that the average 
net profit declined about 60 per- 
cent between January and Sep- 
tember, 1948, while the gross 
profit margin dropped 26 percent. 
Operating expenses during the 
same period were cut only 2 per- 
cent. 


To offset lower profits, 


ing costs and build up their volume 
of sales, the publication said. 
* * + 
ASIER installment terms have 
resulted in no stampede of 
automobile buying here, Buffalo 
finance men say. 


“There has been no spurt re- 
flected in our business,” says Wil- 
liam P. Cass, Buffalo manager of 
Associates Discount Corp. Calvin T. 
Kraus, Buffalo manager of Univer- 
sal CIT Credit Corp., says much the 
same thing, adding: 

“Our business is running about 
the same as it was in February 
befor: credit restrictions were 
eased.” 

Cass said relaxed credit restric- 
tions lower by about $20 a month 
the payments for a late-model car 
on which there is a balance to be 
financed of $1,000 or $1,200. 

“March normally is an excellent 
month for finance companies,” he 
said. “Business is pretty good but 
there hasn’t been that seasonal up- 
swing that usually begins to show 
up about this time.” 


U.S. Plans Book 
On Market Data 


WASHINGTON.—Reporting a de- 
mand from businessmen for infor- 
mation useful in setting up market- 
ing programs, the Department of 
Commerce announced last week 
that it would issue a 1949 edition 
of “Market Research Sources,” last 
published in 1940. 

H. B. McCoy, director of the Of- 
fice of Domestic Commerce, said 
that in preparing for the book, de- 
signed to provide an up-to-date 
statement of the marketing re- 
search activities of public and pri- 
vate agencies, the CDC began to 
mail out questionnaires to contrib- 
utors to former editions, McCoy 
said the department was seeking 
to expand listings to include re- 
search groups which have devel- 
oped new sources of marketing 





dealers | information since the last edition 


are seeking ways to reduce operat-' was published. 





Detroit Area Deals in 


Up 111 Trucks Over Year Ago 


DETROIT.—Used-car sales in 
Wayne county (Detroit area) dur- 
ing February totaled 5,539 units, 
just 19 below the number sold in 
the same month of 1948. Used- 
truck sales were up 111 units over 
February, 1948. 

Trade in used Fords suffered the 
most with 85 fewer sales this year 
than last year. Cadillacs and Olds- 
mobiles each had 32 more sales 
during the month than were made 
in February, 1948. 

Used-car sales by makes during 
February (last year’s figure in pa- 
rentheses) were: 

Austin, 1 (0); Buick, 447 (483); 
Cadillac, 75 (43); Chevrolet, 797 
(843); Chrysler, 167 (143); Crosley, 


U.C. Volume Steady 






February Off 19 Cars, 


|14 (6); DeSoto, 92 (106); Dodge, 
| 347 (342). 
Ford, 1,331 (1,416); Frazer, 27 


| (17); Hudson, 204 (199); Kaiser, 46 
(17); Lincoln, 56 (37); Mercury, 202 
| (181); Nash, 169 (175). 
| Oldsmobile, 282 (250); Packard, 
|128 (104); Plymouth, 598 (609); 
| Pontiac, 389 (447); Studebaker, 99 
(77); Willys, 27 (27); Miscellaneous, 
41 (36). 

Used-truck sales for the same 
period were: 

Brockway, 1 (1); Chevrolet, 95 
(53); Diamond T, 0 (1); Dodge, 63 
(52); Federal, 5 (2); Ford, 160 
(127); GMC, 18 (13). 

Hudson, 3 (1); International, 25 
(14); Mack, 0 (1); Reo, 4 (2); 
Studebaker, 8 (9); White, 1 (0); 
Willys, 22 (17); Miscellaneous, 4 (5). 
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Accounting Committee Maps Simpler System . . . 
Uniform Cargo Billing Sought by ATA 


WASHINGTON. — The trucking 
industry has been built into one of 
America’s most important indus- 
tries in a few decades by individ- 
ualism but it has resulted in as 
many different freight billing sys- 
tems as there are trucking com- 
panies, George H. Minnick, secre- 
tary of the National Committee on 
Accounting, ATA, declared recently 
in an address before a meeting of 
motor carrier executives. 


Individualism of operation re- 
sulted in each operator devising his 
own bookkeeping system as he 
went along and learned the busi- 
ness by trial and error methods, 
Minnick said. As long as the oper- 
ation remained small, as long as 
he dealt only with his shippers and 
receivers, the operator-owner could 
manage, he explained. 

However, as operations grew 
and the freight bills from other 
companies appeared in his book- 

keeping, the motor carrier ran 
into problems that slowed his 
operation and led to errors, Min- 
nick said. 
Eventually, the need for a uni-| 
form billing system was so great | 
that the National Committee on | 
Accounting of the American Truck- | 
ing Assns., Inc., formed a subcom- | 
mittee te study the entire question 
and develop a uniform freight bill | 
built around: 1. simplicity of de- | 
sign for customers; 2. speed of pre- | 
paring the bill, and 3. simplicity of | 
design for motor carrier employes. | 


The committee provided two 
styles of bills, one for carriers who | 
utilize window envelopes and the | 
other for those who do not. The | 
use of window outlook envelopes | 
permits mailing to both shipper and | 
consignee without further typing. | 


Motor carriers who do not use| 
window outlook envelopes have the | 
benefit of one line of typing for | 
consignee’s name and address, and | 
shipper’s name and address. Space 
has also been provided for one-line 
typing to show way-bill dates, | 
numbers and points of transfer in- | 
formation. 

Some of the freight bills exam- | 
ined by the committee provided a 
column for advances. This col- 
umn was eliminated because ad- 
vances are of no interest to the 
shipper or consignee and often 


Buffalo Dealer Pledges 


Low Used-Car Prices 


BUFF ALO.~— Kenmore Motors 
(Ford) used a newspaper ad to tell 
the Buffalo mctoring public that 
“modified credit regulations will not | 
change Kenmore Motors’ policy.” 

A statement by Bernard C. Reu- | 
ther, general manager, read: 

“We will continue to use our in- | 
fluence to hold used-car prices at 
their present low level by doing a/| 
volume business, quick turnover 
and short profit. 

“The new credit regulations per- 
mit financing new and used cars 
up to 21 months on unpaid bal- 
ances. We feel sure this will enable 
many of our customers to buy a 
new 1949 Ford or a late model used 
car, if used-car prices do not go up.” 








DEALER TUCKER HONORED—E. F. Tucker 


(seated), manager of Universal Motor Co 

(Ford), Bismarck, N. D., has been named | 
“Boss of the Year"’ by the Bismarck junior | 
chamber of commerce. Shown with him are 
E. L. Overland, general sales manager, and | 
Stanley E. Graben, business manager. 


confuse them. Furthermore, they 
did not appear on the majority 
of freight bills issued. 

Space was provided in the lower 
left-hand column of the bill for 
interline freight inforn on, in- 
cluding advances. This space is not | 
required for single-line shipments, | 


or for motor carriers who do not/need for making a collection. In| 


have interline arrangements, and 
its omission by such carriers does | 
not in any way interfere with the 
general design of the bill. 

On the subject of c.o.d.’s, the) 
committee felt the importance of | 
collecting on c.o.d. shipments was | 


column or space for c.o.d. informa- 
tion. Otherwise, the driver would 
have to inspect every bill to de- 
termine if it covered a c.o.d. ship- 
ment and required collection. 

The committee decided on a rub- 
ber stamp as the best method of 
calling the driver’s attention to the 


addition, a rubber-stamp overprint 
would flag the attention of freight 
handlers to such shipments, elimi- 


|nating any excuse for failure to| 


make collection, Minnick said. 
As to the use of prepaid or col- 


or “COL” to indicate a prepaid or 
collect shipment. 

This arrangement also permits 
specific typing by some companics 
which prefer to make their instruc- 
tions more explicit by typing 
“Charge shipper,” “Charge con- 
signee” or “Driver collect” in the 
case of c.o.d. shipments. 

For motor carriers subject to 
ICC oredit regulations, space was 
provided on the left-hand side of 
the bill (where it cannot be used 
on the other copies because of 
filing requirements) for a simple 
statement calling the attention of 
the shipper to the fact that 

| freight charges must be paid as 
| required by Section 228 of Part II 
of the Interstate Commerce Act. 
| Finally it was decided that con- 
|signee’s name and address should 


freight until it reaches its desti- 
nation. 

On the design for window en- 
velope use, consignee’s name and 
destination appear on the left side 
of the bill and shipper’s name and 
point of origin on the right-hand 
side, Minnick said. 


Customer Sues 


Former Dealer 


MILWAUKEE.—A warrant was 
issued for the arrest of Frank A. 
Tellone, a former Nash dealer here, 
for non-delivery of a car which a 
customer, George J. Romanos, 
claims he ordered last September, 
paying down $1,000 for it. 

In the meantime, Tellone has 
gone out of business, his sales 
franchise having been cancelled, it 


paramount. Since they are a mi-|lect columns, it was decided they | be typed first on the bill, because | is alleged. Tellone opened a sales- 


nority of all shipments, 
decided to eliminate any printed’ 


it would be better to type in “PPY” 


serves as_ identification for the 
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The Other Side of the Picture 





Phillips Named Head 


Of Maryland Assn. 
BALTIMORE.—Joseph A. Phil- 
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(Cartoonist Kempf,a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 
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Used-Car Notes 
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lips has been elected president of 
the Associated Used-Car Dealers 
of Maryland, Inc. Other officers 
chosen for 1949 are Odie Herring, 








LISTEN BUDDY- IVE GOT 


MECHANIC 


vice-president; A. E. Griffith, sec- 
retary, and Jack Weber, treasurer. 

Newly elected directors are Her- 
bert L. Hosford, Ray Lapides, Jack 
Bauernholtz and Jack Haugh. 
Starting with only six members, 
the association has grown to the 
point where it now boasts of 65 
members, said Griffith. 
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*38 Models Free Friday 


From Book Price Rule 


WASHINGTON.—Dealers are re- 
minded that effective April 1 they 
may sell any 1938 model for a 
minimum down payment of one- 
third of the bona fide cash price 


|regardless of its appraisal book 


isibi ity helps to sell automobiles 


@ Manufacturers of motor cars in all price brackets are agreed that larger glass areas 
have potent appeal to their prospective customers. This is not surprising, because it’s a 
feature that buyers themselves have insisted upon. 


will be pleased to consult with you, without obligation. 
Company, 2140-9 Grant Building, Pittsburgh 19, Pa. 


Larger vision panels call for Safety Glasses that are time-tested and service-proved; 
that are dependable; that have the confidence of the motoring public. And that mean: 
Pittsburgh Safety Glasses. For they have an enviable record of service in the automobile 
and aviation industries. 


Pittsburgh Safety Glasses are now mass-produced in curved as well as flat panels to 
meet all your requirements. So, regardless of your particular problem of glass applica- 
tion, look to “Pittsburgh” to help you solve it adequately. Our Safety Glass specialists 


at 


Safety ASS oun 


DUOLITE SAFETY WINDOW GLASS 


DUPLATE SAFETY PLATE GLASS 


PAINTS - 


PITTSBURGH 


GLASS - 
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value—just as they have been able 
to sell 1937 and earlier models in 
the past. 


The results from the removal of 
all 1938 automobiles from the 
guide book appraisal reference re- 
quirement of Regulation W, which 
after April 1 will apply only to 
1939 to 1948 models, inclusive. 

The FRB is planning to place 
used 1949 models under the refer- 
ence requirements within the next 
few months. However, this action 
has not been taken and dealers 
may continue to sell used 1949 
models on the basis of minimum 
down payment of one-third of the 
bona fide cash price until notified 
|of formal FRB action and its ef- 
| fective date. 

- * * 
| Wisconsin Court Rules Out 

Law Requiring Building 

BLACK RIVER FALLS, Wis.— 
Judge Kenneth S. White of Dane 
county court has ruled unconstitu- 
tional the Wisconsin law requiring 
used-car dealers to have a building 
in which to conduct their business. 

Judge White ruled that the law 
“fails completely to pass the test 
of reasonableness.” The decision 
was made in an appeal from a 
lower court decision by Samuel 
Weiner, owner of ABC Auto Sales 
of Cudahy, Wis. 

* ¢ e@ 
| Tulsa Dealers to Sue 
| Alleged ‘Con Man’ - 
| TULSA, Okla.—Four local used- 
ear dealers plan to file separate 
fraud charges against Tommy War- 
ren, former deputy sheriff who al- 
| legedly borrowed money from the 
dealers and promised he could get 
|them new cars at factory list 
| prices. 
| Warren already was awaiting 
| trial here on a separate charge of 
obtaining money under false pre- 
tenses. 

Dealers planning separate actions 
|and the amounts they claim War- 
|}ren owes them are: Ted Wilmot, 
president of the Tulsa Used Car 
| Dealers Assn., $1,620; LeRoy Eller. 
| $13,800; Warren Fulton, $2,400, and 
Gomer Evans, $1,625. 

* = « 


Toledo (O.) Sales Figures 


Show Winter Volume Up 


TOLEDO, O.—Lucas county used- 
ear sales for the first two months 
of this year were greater than for 
| the corresponding period last year, 
|}according to figures compiled by 
|the Toledo Blade. 

In contrast to some claims that 
| the used-car business has been at 
| its lowest mark in history, figures 
prove that volume for the first two 
months this year was greater than 
for the 1948 period; 5,049 sales this 
year as compared to 4,474 sales last 
year. 

February totals showed 2,505 units 
| sold this year as compared to 2,394 
units for the same month last year, 
| the report stated. 


* * * 





Suit Cited in Warning 


To Transfer Titles 


DETROIT.—The Michigan Used 
Car Dealers Assn. warns members 
to transfer titles promptly to pur- 
chasers. 
| At present, MUCDA points out, a 
| used-car dealer who failed to trans- 
fer title to a purchaser promptly is 
being sued for damages arising out 
| of an accident in which the original 
| owner was involved, 
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Revival of a Nearly Lost Art... 





How PATA Plans Auto Show 


PHILADELPHIA.—The  Phila- 
delphia Automobile Trade Assn. 
points out that its show to be held 
June 11-18 will be the first major 
auto show for which admission will 
be charged since long before the 
war. 

Thus, says PATA, the eyes of 
the automobile world are on 
Philadelphia. PATA says that a 
new generation of potential cus- 
tomers has matured without 
knowledge of auto shows. 


| formed by both parties of the ex- 
| change. 

Drawings for space by new-car 
exhibitors followed this pattern: 
The oldest member of PATA, 
| whether he be dealer or factory 
| representative, got first choice. The 
second oldest member next and so 
jon until all exhibitors completed 
their choice. A list of the order in 
|which space drawings were made 
was prepared for the meeting. 


Space rebates have been decided 


That probably applies to dealers,| upon as follows: From the gross 
too. In view of that, AUTOMOTIVE| revenue realized by the automobile 


News is giving in detail PATA’s| show through space selling, ticket | 





plans for the show. 
The association points out that: 


“We are coming into a competi- 
tive selling market. Not competi- 
tive with ourselves or each other. 
Competitive with all out-side de- 
mands for our customers’ (spend- 
ing)—houses, television, oil burn- 
ers, insurance policies, and what- 
not.” 


Budgets of proposed expenses 


| selling, programs, etc., will be de- | 
ducted the total cost of running | 
|the show. Out of the money re-| 
|maining, PATA will refund to all 
|new-car member exhibitors only, | 


|and in proportionate 


amounts, | 


whatever amount is available, up| 


to but not exceeding the total | 


|}amount which the new-car mem- | 


| ber exhibitor has paid for one six- 


|car space. 
| 


and anticipated receipts will be| There will be no rebates for ad- 


prepared and submitted to dealers 
just as early as the figures can be 
considered reasonably accurate. 


Display space is indicated on a 
floor diagram of the Commercial 
Museum which was distributed at 
the dealers’ meeting on March 17 

Space will be sold to member 
exhibitors at $1.50 per square 
foot as outlined in the schedule 
accompanying the floor diagram. 
This rate will include the space 
itself, porter service, guards, 
cashiers and ticket takers, gen- 
eral decorations, advertising and 
all other details of the show ex- 
cept only the individual require- 
ments of each exhibitor. 

Conditions of space sales are as 
follows: All PATA members will 
be entitled to purchase exhibit 
space at the rate quoted, subject 
to conditions outlined below. 

Member dealers handling passen- 
ger cars shall have first choice. 

Member dealers handling trucks 
shall have first choice of the truck 
area. All other member exhibitors, 
such as petroleum dealers, automo- 
bile clubs, accredited finance com- 
panies, etc., shall have their choice 
of the remaining spaces. 

Each new-car member exhibitor 
shall be entitled to one _ six-car 
space in the original drawing (held 
March 23). After every new-car 
representative has selected a sin- 
gle space, those wanting additional 
space shall be permitted to make 
further drawings. 

When the drawings have been 
completed member exhibitors are 
at liberty to exchange the space 
they have drawn with any other 
exhibitor, provided the Automobile 
Show committee is promptly in- 


Jobless Total 
Rises 550,000 


In February 


WASHINGTON. — Unemployment 
in the U.S. rose to an estimated 3.2 
million persons in February—an in- 
crease of 550,000 over the January 
total and 582,000 more than the Feb- 
ruary, 1948, level, the Census Bureau 
reports. 

The increase between January 
and February resulted from both a 
slight decline in employment and 
the entry into the labor market of 
some persons previously outside the 
labor force, the Census Bureau said. | 

Total employment in February 
was estimated at 5714 million—an 
actual gain of 29,000 over the same | 
month last year. However, the 
civilian labor force increased 610,000 | 
this year over February, 1948. 

The drop of about 500,000 between 
January and February in nonagri- 
cultural employment indicates, the | 
Census Bureau said, “some addi- | 
tional nonseasonal curtailment in| 
business activity.” 

In spite of the drop, nonagricul- | 
tural employment in February was 
still at the same high level as a/| 
year ago and exceeded the Feb- 
ruary, 1947, estimate by 1% million. | 

Pointing out that unemployment 
averaged 5% million during 1941, 
the Census Bureau noted that “al- 
though unemployment has increased | 
substantially in recent months, it 
was still well under prewar levels.” o 


Kansas City 6, Mo. 
Portland 5, Oregon 
Beverly Hills, Calif. 


Norfolk, Va. 


FIRE e 


8844 Sree Bivd., 


Four Convenient Offices: 
1000 R. A. Long Bidg., 


509 Terminal Sales Bidg., 


1205 Nat'l Bank Commerce 


ditional space used by new-car ex- 
hibitors. There will be no rebates 
to truck exhibitors or any other 
exhibitors. 

Tickets will be priced at 95 cents 
each (50 cents for children accom- 
panied by an adult), including tax, 
and there will be no free tickets 
to anyone. Exhibitors and mem- 
bers of their organizations will 
have passes, but if you want tickets 
to give to your customers it will 
be necessary to purchase them at 





DEALER VANCE SIGNS RADIO PROGRAM—Vance Motor Co. (Chevrolot) has been in 


full price. 
The show as planned will be 
divided into four parts: 


Ponca City, Okla., since 1922. Shown in the photo are Paul Buenning, general manager of 
station WBBZ: W. W. Vance, owner of the dealership, and Harold Goodman, commercial 


manager of the station. Vance is sponsoring Fulton Lewis jr., Washington commentator. 


New-car show, new-truck show, 
antique car show, foreign car |name bands to attract people to 
show, plus petroleum, accessories the automobile show. This year it 
and miscellaneous exhibits. 'is dispensing with any such pro- 

Primarily, however, this is a new | gram. 
ear show and it is a selling show.| A souvenir program is being pre- 
Antique cars will be displayed} pared and will be sold at the show. 
through the courtesy of the An-| This program is an elaborate and 
tique Automobile Club of America| appealing book which will be 
as an added and unusual attrac-| equally devoted to new cars and 
tion. In previous years PATA has | antique cars. 


hired expensive talent and big’ which purchasers will take home 


It is a publication | 


with them to read and talk about 
and to show their friends, which 


| will, in turn, bring other visitors 


to the show. PATA is soliciting 
advertisements of all kinds, but 
particularly factory new car ad- 
vertisements for the program. 
Advertising of the automobile 
show will be through paid adver- 
tisements in the newspapers, street 
car cards, television and radio. 
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specializing in fire insurance for the authorized automobile dealer 


exclusively. 


Universal Underwriters specialized coverage provides up to 42% 


more fire insurance for the same net cost. 


Write us. We will be glad to survey the insurance requirements 
of any authorized automobile dealer in the states in which we operate. 
There is no cost or obligation. 
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Doings 





Mississippi Dealer Named 
Atom Plant Manager 


James C. Stowers, auto dealer of | Packard Concern in Peru 


Natchez, Miss., has been named 
manager of the Atomic Energy 
Ccmmission’s newest plant at Kan- 
sas City, according to report. 
Stowers {s a lieutenant colonel in 
the Army reserve but will manage 
the plant in a civilian capacity, it 


is understood. 
+ + * 


Bozzard Buys Ford Deal 
In St. Augustine, Fla. 


Fred H. Bozzard jr. has an- 
nounced the purchase of Pollard 
Motor Co. (Ford), St. Augustine, 
Fla., formerly owned by W. Pitt 
Barnes. The new firm will be 
known as Bozzard Ford Co. and 
remains at the same address, 164 
San Marco Ave. 

Bozzard was formerly connect- 
ed with DuVal Motor Co. (Ford), 
Jacksonville, Fla. Barnes, who 


Users get more miles because Research Keeps 


has retired, is one of the oldest 
Ford dealers in the state. 


* * + 


Occupies Larger Home 


Main Motors Service (Packard) 
is in a new and larger home at 28 
E. Fifth St., Peru, Ind. Robert 
Ulrey, proprietor, stated that the 
firm name would remain the same. 

The front of the cement block 
structure has been made into a 
showroom, and the rear contains 
the repair and parts-supply divi- 
sion of the company. 

* me * 


County Dealer Associations 


Attend Texas Barbecue 

Automobile dealers from 
Huntsville, Cameron, Bremond, 
Giddings, Brenham, Rockdale, 
Thorndale and Anderson coun- 
ties in Texas were guests of the 
Bryan and Brazos County Auto- 
mobile Dealers Assn. at the lat- 
ter’s annual barbecue. 





Rep. W. A. Williamson of San 


Antonio, executive secretary of 
the Texas Automobile Dealers 
Assn., and his assistant, T. J. 
Crooks, discussed a number of 
dealer problems. 

Other speakers were R. C. Bur- 
gess of General Motors Accept- 
ance Corp. and Claude Haynes of 
Universal C.1.T. Corp., both of 


Houston. 
* * * 


Willys Dealer Opens 
2nd Asheville Outlet 
Asheville Willys Co., 
wood Rd., Asheville, 
opened a second establishment at 
77 Coxe Ave. 
* * * 


Two New Auto Firms 


Formed in Wisconsin 
The following automotive corpo- 


428 Hay- 


}rations were formed in Wisconsin 


in December: Voss, Inc., Ft. Atkin- 
son, to deal in cars and other motor 
vehicles, supplies and accessories. 
Capital stock, 300 shares of common 
at $100 per share par value. Incor- 
porators: H, J. Lloyd, H. and Ver- 
non Voss. 

Center Motor Sales, Menasha, to 


deal in cars, parts and accessories; | 


minimum capital to be $10,000. In- 


N. C., has| 


| 
| 
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PEACH STATE SETUP—The headauarters of Victory Motors (Studebaker), Savannah, Ga 
The building is of concrete block construction and features a showroom with sloping win 


dows to provide maximum visibility. Overall 


| corporators: Herb L. Mader, James 
C. and Leone M., Richards. 
| The secretary of state also re- 
ports the following changes in capi- 
tal for existing corporations: 
Danielson-Sneed Motor Sales, Inc., 


Eau Claire; increase capital stock | 


from 50 to 250 shares of common at 


$100 per share par value, and to) 


| abolish requirement that directors 
be stockholders in company. 
' Garfield Chevrolet, Inc., Milwau- 


B.EGoodrich 


B.F.G. PREMIUM SILVERTOWN 
Highest quality > 


B.F.G. EXTRA-CUSHION 
Easiest riding ) 





First in 




























B.F.G. SILVERTOWN 
Lowest cost per mile 


<—B.F.G. DEFIANCE 
Lowest price 


Rubber 


More miles, 





Goodrich Silvertown, 


newest improvements. 


extra profits! 





eB) i 








2. taxt-owner D. J. Sanders of Junction City, 
has 46,687 miles on his B. F. Goodrich Silvertowns 
B. F. Goodrich owners get more because research 
keeps B.F.G. tires ahead of the times, first with the 


safety, comfort! 






1. 38,377 Mites —and still good tread on this B. F. 


points out R. J. Morissette, 


Ogdensburg, N. Y. The B. F. Goodrich tread goes 
farther because it’s wider, more level. It wears more 
slowly and evenly. There’s extra safety, too, in the 
stronger, bruise-resisting B.F.G. cord body. And 
riding tests prove B. F. Goodrich tires give a smoother 
ride than other regular tires. Users get more of a// 
three with B.F.G.—more miles, safety, comfort! 





—_ 


Kan., 


And that research is now 


backed by the great, new B.F.G. Research Center- 

industry's most complete scientific workshop. Ask 
your B. F. Goodrich salesman to tell you how 
handling B. F. Goodrich tires can pay you 


ch 





size of the building is 80 by 128 feet. 





kee, to increase capital stock from 
250 to 1,000 shares of common, at 
$100 per share par value. 

* * 


Dealer's Beef 


Amarillo Members Each 
Buy a Calf 

| The Amarillo (Tex.) New Car 

| Dealers Assn. gave its support to 

the 4-H calf sale held there re- 

cently. 

Each member agreed to purchase 
|}at least one calf as a means of 
encouraging 4-H and FFA boys 
| with their livestock feeding pro- 
| grams. 

Thus, the dealers hoped they had 
| set a pattern that may have a far- 
|reaching effect in promoting the 
| well-known young farmers’ pro- 
grams. 





* * * 
New Quarters Occupied 


| By Dallas Renault Co. 


| Frank Pigg, new manager of 
| Dallas Renault Co., announced the 
|moving of the company’s plant 
| from 3119 Ross Ave. to 410 S. In- 
| dustrial Blvd., Dallas. 


* + * 
|New Chevrolet Home 


|Opened by Schroeders 
East Side Auto Co. (Chevrolet), 
Two Rivers, Wis., announces it 
has opened its new garage. 
Erwin and Arthur Schroeder 
are the owners, having organ- 
| ized the company in‘ 1923. 


* + * 


Yager Names Mehan 

Hugh B. Mehan has been ap- 
| pointed used-car manager for Ya- 
| ger Pontiac, Inc., 470 Central Ave., 
| Albany, N. Y. He will have charge 
of the company’s new location at 
800 Central Ave., now being pre- 
pared for use as a used-car lot. 
Mehan previously was general man- 
ager of Colonial City Chevrolet, 
Inc., Kingston, N. Y. 


* * * 


Farwest Opens 

Cc. J. Collins, general manager, 
Farwest Motors, Ltd., announces 
that the company has opened new 
facilities at 971 Yates St., Victoria, 
B. C., for the sale and service of 
International trucks and McCor- 

mick farm equipment. 

* * 7 


Franchises Separated 


Lammerts, Inc., announces the 
transfer of its Buick sales and serv- 
ice to a new location at First St. 
and Elk Pl, Niagara Falls, N. Y. 
Lammerts Cadillac Corp. sales and 
service will remain at 543-549 Sixth 
| St. 





+ cf * 
Davis Promotes Imler 
William B. Imler jr. has been 


named manager of the used-car de- 
partment of Davis Auto Co., Fort 
Wayne, Ind., according to Hay- 
wood Davis, president. Imler had 
previous experience in the service 
|and sales department of the firm. 
| ¥ * ‘* 

Haywood Joins Berkshire 

Harold H. Haywood has joined 
Berkshire Auto Co., Inc., 109 South 
|St., Pittsfield, Mass., as manager 
| of its GMC truck department. Hay- 
| wood is a past secretary of the 
| Pittsfield New Car Dealers Assn. 


+ * + 


Adds Tractor Line 


Stuckey Motor Co. (Chrysler), 
Eastman, Ga., has been appointed 
dealer for Ferguson tractors, parts 
and implements for Dodge county. 
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Dealer Doings 





Clark, Koehler Acquire 
Hudson Deal in Indiana 


Two Gary (Ind.) men, Donald D. 
Clark, former Lincoln - Mercury 
dealer in Gary, and Edward D. 
Koehler, manager of the Sears-Roe- 
buck Co. farm store there, have 
bought the Michigan City Hudson 
dealership from Triple S, Sales, Inc. 
Triple S sold the deal but retained 
ownership of the firm’s building at 
Michigan and 11th. 

The new owners have leased the 
facilities on a long-term lease and 
plan to add a new showroom and 
other modern facilities soon. Clark 
has been in the automobile business 
more than 25 years. 

> * 


Lincoln-Mercury Dealer Moves 


In New Charleston Home 
Charleston Motors, Inc. (Lin- 
coln-Mercury),. has occupied new 
quarters at Washington and 
Broad, Charleston, W. Va. 


* + * 


New California Home 
For Weisgerber DeSoto 

A. R. Weisgerber, DeSoto dealer 
in Richmond, Calif., for the last 20 
years, has opened new headquar- 
ters at Macdonald Ave. and 15th 
St. The new outlet includes parts 


and service departments. 
« * * 


Alvarado Motors Gets 
International Franchise 


Alvarado Motors and Service, 
1000 San Pablo Ave., has been 
appointed a dealer for Interna- 
tional trucks in Richmond, Calif. 

* * * 


Oven Painting Service 
Offered by Herff 

Herff Motor Co., 295 Union St., 
Memphis, has opened its infra-red 
baking oven painting service. The 
oven has a solid bank of 576 infra- 
red lamps. 

This type of oven has been in 
use for years by manufacturers, but 
Herff officials say the one at their 
firm is one of the first to be set up 
in a dealership in this area. 

* * . 
New Chrysler Home 
Rises in Tonawanda 
A one-story building is being 
erected at 377 Delaware Ave., 

Tonawanda, N. Y., to house the 

Chrysler dealership operated by 

Stanley Packard and Charles 

Brinker. It will cost about $100,- 
000, including equipment. 

Packard and Brinker operate 

Young Street Motors at 279 

Young St. The firm’s name will 
be changed when it moves into 
the new building, scheduled for 
completion in May or June. 

* * + 


Three Texas Dealerships 
Amend Corporate Charters 


Amendments to the charters of 
three automobile corporations in 
Texas have been approved by the 
secretary of state. 

Ferguson-Steere Motor Co., Kauf- 


man, was permitted to reduce its) 


preferred stock from 7,900 shares 


at $20 each to 7,300 shares at the | 
Co. | 
(DeSoto), Port Lavacar, was per- | 


same price. Lavaca Motor 


mitted to change its name to Lav- 
aca Motor Co. Pennington Buick 


Co., Galveston, was permitted to 
decrease its capital stock to $60,000. 
* * . 


18 Dealers Added 
By Crosley; U.S. 
Total Tops 900 


Appointment of 18 dealers to the | 


nationwide Crosley Motors organ- 


ization is announced by Powel 
Crosley jr., president of Crosley 
Motors. 


This brings the total number of 
Crosley dealers to more than 900, 
he states. The new dealers are: 

Kelly Motors, 240 Lake St., New- 
burgh, N. Y.; Weir Motor Co., 120 
N. Union St., Natchez, Miss.; 
Smades Motor Sales, Inc., 522-24 
Joplin St., Joplin, Miss.; Small Car 
Sales & Service Co., 709 S. Indiana, 
Auburn, Ind.; Roger & Rains Mo- 
tor Co., 1507 E. Marshall, Longview, 
Tex.; Frechin Motor Co., 1628 Mc- 
Gee Trafficway, Kansas City; Capps 
Garage, Highway 81, Bremen, Ky.; 
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Phillips Sales & Service, Route 52, 
Aberdeen, O.; Rodgers Motors, 201 

N. 9th St., Stroudsburg, Pa. 
Wallin’s Automotive Service, Inc., 
266 Moston Post Rd., Darien, Conn.; 
Leonards Service Station, 512 E. 
Church St., Sandwich, Ill.; Radio & 
Refrigeration Sales & Service, 718 
Jackson St., Charleston, Ill.; Moore 
Brothers, 69 W. Church St., New- 
ark, O.; Ada Motor Co., Ada, Minn.; 
Berish Motors, 416 W. Hanover, 
Trenton, N. J.; Morris Auto Co., 
Oregon, Ltd., 2386 N.E. Union St., 
Portland, Ore.; Earl Border’s Ga- 
rage, 913 13th St. Ashland, Ky., 
and Harkers Garage, E. 17th St., 
Columbus, Ind. 
* 


Turnipseed Buick Opens 
In Bartow, Florida 








OPENS NEW HOME ON 20TH ANNIVERSARY—Davenport Motor Co. (Cadillac-Pontiac), 
Rocky Hill, N.C., is headed by David Davenport who has been in the auto business for 20 
years. Bruce Savage is sales manager and assistant general manager. 





Motor Co. (Chrysler), Dallas, has 
become connected with the com- 
pany as full-time secretary, treas- 
urer and member of the sales de- 
partment. ° 

+ * 


. | 
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Scott as general sales manager. 
Scott formerly was sales manager 
for the Ernst Iron Works, Inc., of 
Buffalo. 

* 


Heads Ainsworth Sales 
Jack Ward has been appointed 
general sales manager of Ainsworth 
Motors, Ltd., 2391 Yonge St., To- 
ronto, Ont. He has been associated 
with General Motors sales activities 
for 16 years. 


* = 


| eo“ Fs 

- | Sardello Appointed 
Kernan Motors, Inc., Baltimore, 
has appointed Joe Sardello to the 


used-car department. 
| * o 


Anthony U. C. Manager 


Ray Anthony has been appointed 
used-car manager at Towson Ford 
Sales, Inc., Towson, Md. 


. * . 


moving his Pontiac dealership to 
this new lccation. 
* * 


Beasley Promoted 


* 


Jack L. Beasley, formerly in the | 
parts department of Turnipseed 


Wootan in New Home 
Wootan Motor Co. has moved 


Powers Buys Garage 

The two-story garage operated by 
Robert Guttmann for many years 
| at Manitowoc, Wis., has been sold 
to Ray C. Powers, Pontiac dealer 
|in that city. The sales price is in-| 
| dicated at about $37,000, according | 
to revenue stamps on the docu-| 
ment covering the sale. Powers is 


E. C, Turnipseed announces the 
opening of Turnipseed Buick Co. 
in Bartow, Fla., at the corner of 
Florida and Parker streets. ° 

* o : 
Treadaway Motor 


Ted D. Treadaway, son of J. A. 
Treadaway, president of Treadaway 














Motor Co. (Hudson), Montgomery, 
Ala., has been promoted to shop 
foreman. | 

+ + * 


Swarts Names Scott 


into a new building on highway 16 
in Liano, Tex. 
* 


Forbes Named by Wood 
S ; Wood Motor Co., Greenville, 
Clair W. Swarts of Swarts Buick | Miss. has appointed A. N. Forbes 
Corp., 2230 S. Park Ave., Buffalo,| manager of its used-car lot, lo- 
announces the appointment of Jack ' cated on Highway 82 E. 


* * 
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LOS ANGELES 


(W. R. Stone Co. Sales twice-weekly. 
Prices are for sales of Mar. 15-17.) 
(Sold 120 cars out of 360 offerings.) 


BUICK—’46 RM 4-dr., $1,500. ‘42 Special 
4-dr., $880. ‘41 Century 4-dr., $660; 
Super 4-dr., $775; Super club coupe, $950. 
‘40 Century 4-dr., $510; Super 4-dr., 
$680, $775; Special 4-dr., $585. 

CADILLAC—'49 (62) 4-dr., $4,030. "48 
(61) 4-dr., $3,000. ‘41 (63) 4-dr., $1,- 
100; (62) conv., $1,200. 

CHEVROLET—-'49 SL club coupe, $2,080. 
‘43 SM club coupe, $1,460; FM conv., 
$1,595. °47 FM sedanette, $1,340. ‘42 
carryall, $450. ‘41 MD 2-dr., $735; club 
coupe, $680, $760. 

CHRYSLER—’41 Royal coupe, $640. 

DeSOTO—’'47 Custom 4-dr., $1,375. 

DODGE—'46 Custom 4-dr., $1,105; Custom 
2-dr., $1,235. ‘39 4-dr., $470. 

FORD—'48 SD 4-dr., $1,350. ‘47 SD (6) 
2-dr., $875; (8) club coupe, $1,290, $1,- 
270. 46 Deluxe 2-dr., $1,100, $1,045, 
$1,145. 

HUDSON—’40 Super 4-dr., $395. 

LINCOLN—’'46 4-dr., $1,355. '40 Zephyr 
4-dr., $610. 

MERCURY—'46 2-dr., $1,145, $1,115; 4- 
dr., $1,200. ‘41 4-dr., $770; club coupe, 
$675, $825; 2-dr., $675. 

NASH—’47 (600) 4-dr., $1,105. ‘46,(600) 
4-dr., $930. 

OLDSMOBILE-—'48 (68) conv., $2,425. ‘46 | 
(98) sedanette, $1,375. ‘42 (76) 4-dr., 
$900. ‘41 (78) sedanette, $760; (78) 4 

r., $825. 

PACKARD —'41 (110) conv., $695; (120) 
4-dr., $435. 

PLYMOUTH—’46 SD club coupe, $1,085. 
"42 Deluxe 2 -dr., $780. °'40 Deluxe coupe, 
$450. °39 coupe, $435. 

PONTIAC—'46 sedanette, $1,380, $1,350, 
$1,240. ‘40 conv., $740. ‘39 4-dr., $435. 

STUDEBAKER —'49 Commander conv., $2,- 
375. ‘47 Commander 4-dr., $1,560; 
Champion 4-dr., $1,355. °46 4-dr., $70. 

WILLYS.—'48 Jeepster, $1,345. 

MISCELLAN EOUS—'37 LaSalle 4-dr., $400. 


KANSAS CITY 


(Kansas City (Mo.) Automobile Auction. 
Sale every Wednesday. Prices are for sale 
of March 16.) 

(Sold 201 units out of 308 offerings. 


Prices steady. Very active turnover in 
stock, Dealers doing well on retail 
selling at present.) 

BUICK—'48 RM 4-dr., $1,900. ‘47 Super 
2-dr., $1,620, $1,597. ‘42 RM 4-dr., §$1,- 
120; Super 4-dr., $997. ‘41 Super 2-dr., 
$980. ‘40 Super 4-dr., $807. 

CADILLAC—’'46 (61) 4-dr., $1,700. ‘41 
(61) sedanette, $1,127. "37 4- dr., $282. 

CHEVROLET—'48 FM 2-dr., $1, 500; SM | 
4-dr., $1,210; FL 2-dr., $i, 705, $1,702, | 
$1,652, $1,647. '47 FL 2-dr., $1,277. 
$1,210; SM 4-dr., $1,135, $905. ‘46 FL 
2-dr., $1,250, $957. 

CHRYSLER—’'46 Windsor 4-dr., $1,215. 

DeSOTO—'48 4-dr., $1,740, °47 4-dr., $1,-| 


Used Car Auction Prices 


(Eprror’s Note: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. oT oS 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 





325. ‘41 2-dr., $730. 

DODGE—'47 4-dr., $1,105; club coupe, §$1,- 
497. 

FORD—’'49 (8) 2-dr., $1,605; (6) 2-dr., 
$1,535; 4-dr., $1,730, ‘48 (8) 4-dr., $1,- 
397; (6) club coupe, $1,345. ‘47 (8) 
2-dr., $1,292, $1,205, $1,202, $817. 

HUDSON—'48 (8) 4-dr., $1,672. ‘46 (6) 
4-dr., $1,002. 

KAISER—'47 4-dr., $1,025. } 

MERCURY.—'47 4-dr., $1,332, $860. ‘41 
4-dr., $705, $655. 

NASH—'47 4-dr., $1,005. ‘39 2-dr., $395. 

OLDSMOBILE—’'49 (76) 2-dr., $2,335. ‘47 
(98) 2-dr., "46 (76) 4-dr., $1,- 


$1,340. 






SELZ-IT SIGN KIT 
Makes Any Sign You Desire 


OVER AND OVER AGAIN 


TODAYS? lie 



























Each SELZ-IT SIGN KIT pictured 
above contains 924 letters and numerals 
for making any sign you may desire. 
Kit contains 6 metal holders 20 in. long 
by 4 in. wide. Letters and numerals 
are easily inserted and removed from 
each sign holder. Each holder has two 
suction cups that hold sign firmly to 
glass. Eack SELZ-IT SIGN KIT comes 
packed in a box with 40 convenient 
Separate stalls for storing letters and 
numerals, Letters and numerals come in 
both white on black and yellow on black. 














REMEMBER: SELZ-IT SIGN KIT 
(Pat. Pend.) 


“Tells It and Sells It’’ 


Price $9.95—Order NOW 


MANUFACTURED BY 


THE HOUSE OF RYAN 


4712 West Broad St. Richmond, Va. 


SEND CHECK AND SAVE 
©. 0. D, FEES 
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$1,433 


| 
202. ‘41 (98) sedanette, $815, $812; (76) 


club coupe, $675. 








$1,400. ‘46 2-dr., $1,260. ‘42 con,,, 
$1,000, ‘41 2-dr., $775; 2-dr., $510. 10 
e 4-dr., $685; club coupe, $400. ‘39 4-d 
A Used Car Prices ||... 
verage se ar ce STUDEBAKER—’48 Commander conv., $},- 
| 925; Champion conv., $1,830. '47 Com- 
ompiled Automo ews) | mander 4-dr., $1,300; Champion 2-dr., 
(a by Au tive N | $1,265, $1,175; Champion 4-dr., $1,140: 1 
March, 1949 Feb. Jan. half-ton pickup, $700. 46 Champion 
$1,489 Model (to date) 1949 1949 2-dr., $780. ‘41 4-dr., $405. ‘39 4-dr., 
1949................ $2,108 $2,151 $420. 
1948 ..... 1,661 1,830 
1947... 1308 1,411 MASON CITY, IA. 
1,139 1,241 (Lapiner’s Used Car Auction. Sale every 


1946... 


PLYMOUTH—'48 4-dr., $1,447. ‘47 4-dr., | 1942 167 185 Wednesday. Prices are for Mar. 16 sale) * 
$1,092, $1,045, $745. ‘46 4-dr., $1,002, , (Market is very active. Sold 53 units 
$720. °'42 4-dr., $605. 1941 695 726 749 out of 88 offerings. Prices on rise. 

PONTIAC—'47 (8) 4-dr., $1,472. ‘46 (8) | 1940 530 597 Western buyers more active.) 
2-dr., $1,472; ge wats ta.” Guest ane se BUICK — '49 RM sedan, $2,560, $2,525 
"41 (6) 4-dr., $900; (8) 2-dr., . Mar. (to date) Feb Jan . * * * Super sedanette, $2,530, $2,480; seda: 

STUDEBAKER — ‘41 Commander 4-dr., ee. $1,433* $1,489 2,430. 
$567. oa tee 4-dr., $307. ‘39 : | CHEVROLET—'49 FL aerosedan, $2,170 
Cnampion 2-dr., $360. | $2,140, $2,100, $2,040; SM 2-dr., $2,040 

WILLYS—’49 station wagon, $1,392 (The above figures are averages of used car auction prices, all || §2'015, $2,005. "48 FL aerosedan, $1,- 

makes and models, carried regularly in Automotive News.) | 745, $1,695. °'47 FL aerosedan, $1,295 
INDIANAPOLIS $1,260. ‘46 FL aerosedan, $1,240, $1,225 
; mai in — $1,770; 4-dr., $1,725. "47 2-ar,, | DONOTO—48 Custom sedan, $1,910, $1,570 
(Ken Schaefer's uction. ale every; §500. ‘40 2-dr., $650; coupe, $405. °4 conv., ,770; 4-dr., es...) -dr., aan 6 . 4 

Thursday. Prices are partial list of sales} 2-ar., $400, ‘37 2-dr., $230. $1,450. "41 2-dr., $710; club coupe, $610. | PORGE 19, Meadowneon on et BIO ay 

of Mar. ae ale eal eusatet aa | CHRYSLER—’48 Windsor (7-pass.) $1,760. | sampeever 2. - 2-dr., $1,990 48 4-4 Custom sedan, $1,465. 
1cK— -dr., ‘ ; Super 4-dr., | , y ’ F } - ’ , 990. -dr., 7 

051,805; RM 2-dr., $1,815. °47 RM 4-dr., | oaiiaan Ji tan "nano 40 t-dr., $500. | "$1,350. '47 4-dr., $1,095. ‘46 club | FORD—'49 Custom (8) sedan, $1,835, $1,- 
$1,575. "41 4-dr., $610; 2-dr., $475. '40| noMGR—48 2-dr., $1,490. °47 4-dr., $1,-| COUPE. $1,155; 2-dr., $1,095. "42 4-dr., | 890; $1,700, $1,795, $1,720 48 SD 2dr 
4-dr., $710. | 430. "42 coupe "$300. '40 4-dr., $350. $720. 2-d ‘$785 “+40 Sones fete $735. ia. 

CADILLAC—'49 (62) 4-dr., $3,650 '42 | FORD—-49 conv., $1,830; 4-dr., $1,610, | NASH—'49 (6) Ambassador 4-dr., $2,145. ea a “00. e coupe, $735. ‘3 
(81) 4-dr., $1,055. | '48 2-dr., $1,130. '47 4-dr., $1,155; (6) | "47 Suburban, $1,355; 4-dr., $1,115. aan 

CHEVROLET.'49 FL Deluxe, $2,015. '48| 2-dr., $1,025; taxi, $905. ‘46 2-dr., $1,- | PACKARD —'42 4-dr., $810. ‘41 4-dr., | tS. 7 ee | 
station wagon, $1,600; FL 2-dr., $1,550; 030. °42 club coupe, $815; 2-dr., $300. $350. NER, ae sedan, 32, . sedan 

$1,210. '41 sedan, $770 
FM 4-dr., $1,510. ‘47 SM club coupe,| ‘41 2-dr., $660. '40 2-dr., $685; coupe, | PLYMOUTH —'48 club coupe, $1,420. "47 | Siro at ope ahihe aie age 
$1,280; station wagon, $1,270; FL 4-dr.,| $365. ‘39 2-dr., $475. '38 2-dr., $305. | 2-dr., $1,200; 4-dr., $955. "46 2-dr., $1,- | Ter OU th SP sed = os 47 
$1,225; SM 2-dr., $1,170; taxi, $1,000.| ‘37 2-dr., $175. 120, '42 4-dr., $810. ‘41 2-dr., $710 o1.ee8. r., $ 46 SD club coupe 
"46 club coupe, $1,205; FM 4-dr., $1,175; | HUDSON—'49 2-dr., $1,940. ‘46 4-dr.,| '40 2-dr., $475. °38 4-dr., $265. '37/| : sacl . ; 
SM 4-dr., $1,090; FM 4-dr., $1,030. '42| $905 | 4-dr., $300. '36 2-dr., $150. PONTIAC—'48 SL (8) sedan, $2,020, $2 
2-dr., $940, $625. ‘41 4-dr., $800; 2-dr., OLDSMOBILE —'49 (98) 4-dr., $2,700. '48 PONTIAC 49 4-dr., $2,425 ‘47 2-dr. (Continued on Page 25, Col. 1) 





Earle North was born in Sherman, 
Texas, the son of a U. S. Marshall. 
He spent his boyhood years in Ft. 
Worth and it was there that he ob- 
tained his first Buick franchise in 
1924. Mr. North bought his Houston 
dealership in 1930 and has developed 
what was then a small company in- 
to one of the largest Buick dealer- 
ships in the Southwest; and he has 
become one of Houston’s best- 
known civic and business leaders. 
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“Our years of experience here at the Buick Block 
have taught us that the type of customers we 
serve want only the very best in sturdy construc- 
tion, comfort and smart good ‘voks in their auto- 
mobiles and also their accessories. 

“We're always glad to recommend Ventshades 
to our customers because we know that they are 
going to be well pleased with what Ventshades 
add to the comfort and convenience of their 
driving. 

“Here in Texas we have a lot of trouble with 
fogging windshields. Ventshades completely 

eliminate this problem along with the one of a 


stuffy atmosphere inside the car.” 


The Earle North Buick Company (‘Buick Block’’) occupies more than two 
city blocks and includes everything from soup to super service within this 
area. Besides the ultra-modern showrooms, offices and service facilities, 
the Buick Block houses a cafeteria and the Earle North Goodyear store 
which sells everything imaginable for the automobile and home. 
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260, $1,185. °42 Champion 4-dr., $600. $1,310, $1,185. °46 FM coupe, $1,050. 










” -dr. 100. ’41 sedan, $820, $765; coupe, $845. ‘39 
’ . ° ee re se sedan, $650, °38 sedan, $600, $275, $465. 
rices 7DO '87 sedan, $315, $220. '36 sedan, $175, 
se or uc ion TOLE $47, $52, $135. 34 sedan, $55. °30 se- 
; (Doe Greiner Auction. Sale every Thurs- dan, $55. 
? day. Prices are for sale of Mar. 17.) CHRYSLER—'47 Town & Country conv., 
) (Continued from Page 24) BUICK—’48 RM 4-dr., $1,900. ‘47 Super $1,800. ‘42 coupe, $775. 
: , $1,570, PLYMOUTH—'41 SD sedan, $750 "36 se 4-dr., — ’42 Super 4-dr., $775; RM popan— "ss 1-ton truck, si". 47 se- 
5 '47 SL (8) 2-dr., $1, , aaa . ‘ f ’ . ~~ 4-dr., $875. ¢ dan, . . ‘41 sedan, 5, 
$1,530 46 SL 2dr., $1,975, $1,900, | Gan, $1,700. 1 (8) sedanette, $1,850, | CHEVROLET —'40 FL. 2dr, $1,850, (48 | FORD_'49 Custom crene, Fiore, ete. 
‘91! | Po? —'48 SL sedanette, $1,850. | “rm 4-dr., $1,450; SM 2-dr., $1,380. $1,615. "46 sedan, $1,070, $1,030, $970; 
MISCELLANEOUS '46 half-ton pickup, | ‘47 SL (8) sedan, $1,425. ‘41 (6) cluD| py, aerosedan, $1,295; FM 2-dr.. $1,275. | half-ton pickup, $940; coupe, $1,115, "41 
"$940. | coupe, $830. ; 41 4-dr., $680, $725, $840. ‘40 2-dr.,| sedan, $575, ’40 sedan, $605. °39 sedan, 
‘ 4 . WILLYS—’'19 Jeepster, $1,380 $610. °39 2-dr., $400. ee es $575. | °38 sedan. $310. "37, sedan, §200, 
, DODGE—'48 1-ton pickup, $850; Custom] 295. °36 sedan, 5, : - 
os PHILADELPHIA SOUTH BEND | lub coupe, $1,770, 146 club coupe, $1,- Pickup, $80. "30 sedan, $76. 
y } Sale every Tuesday. " 310. ' Sustom 2-dr., : = J —'39 sedan, . 
pies ase cae a March 15.) (South Bend (Ind.) Auto Auction Co. | poRp—'49 Custom (8) 4-dr., $1,645. °47 | LINCOLN—’40 sedan, $210. 
' Prices firm. | Sale every Saturday. Prices are for sale | sp 4-dr., $1,110, $1,200. '46 SD (8) | MEROURY—'47 station wagon, $1,280. 
(40 percent of cars ae eweuk.? of Mar. 12.) 4-dr., $1,010, $995. °42 2-dr., $730. °41 | OLDSMOBILE—'41 coupe, $595. °37 sedan, 
Volume on increase by t vs X a (45 cars sold out of 69 offerings.) 2-dr.. $525. °40 2-dr., $525. % $365, 35 sedan, $65, 
BUICK—'48 Super sedan, $1,675. °40 Cen-| niroK 40 Special 4-dr., $620. HUDSON—'41 (6) 2-dr., $450. °39 (6) | PLYMOUTH—'48 sedan, $1,640. "40 sedan, 
) tury sedan, $600. 39 Special sedan, CHEVROLET—'47 SM 4-dr., $1,230. °46 4-dr., $370. a $300. 36 coupe, $20, °35 sedan, $72. 
q wees. Del dan, $2 SM 2-dr., $1,085, $1,050. ‘41 SM club a —49 4-dr., $1,870. '47 4-dr., sy ig 40 sedan, $580, $520. ‘38 se- 
‘HEV L.ET—'49 FL Deluxe se . ° _ 7 , s) -dr., 0, ; : » $300. “Ny 
> CHR) als FL serosedan, $1.675; SM club $645.” $735, $720. "40 SM 2-dr., $560, | . \cu—'48 Ambassador 4-dr., $1,295. STUDEBAKER — ‘41 sedan, $220; coupe, 
coupe, $1,430, °47 FL. aerosedan. $1,420; | nopair—'46 Custom 4-dr., $1,075; pickup, | PACKARD 48, (145) conv. $2,050. |. | $405. 
) j FM sedan, $1,180; SM 2-dr., ao ‘5755 $45, $35. ‘37 pickup, $160. aa aa ar Sich "aT «an me J ; TA GA 
) FM sedan, $1,210; half-ton pickup, - | FORD—’'47 SD (8) 2-dr., $990; SD 2-dr., NTIAO— 47 (8) ste $1 ha VALDOS : E 
7 '41 SD 2-dr., $925, $745, $740; station |“ ‘s1 960, $1,180. 46 SD 2-dr., $1,065. *41 | PO? +» $1,490. oa! aoe 
: wagon, $325. °38 2-dr., $180. ‘35 2-dr., 2-dr., $700, $630. ’37 2-dr., $150 danette, $625. °41 club coupe, $550, $570. (Tom Hewitt Auto Auction, Sale every 
$320. | KAISER ‘49 4-dr., $1,470. — 7 WILLYS—'47 station wagon, $900. Friday. Prices are or pole, ot Masch p.) 
» 4 = * ’ . e " ac ve 01 
' DeSOTO—'48 Custom sedan, $1,750. NASH—’48 Ambassador 4-dr., $1,290. ‘47 pg yh. Ay ta gg Re By 
ce DODGE—’'49 half-ton panel, $1,450. ‘46 ny Re a ah ater see. “a QUINCY, ILL. cars at sale still low compared to first 
° Custom sedan, $1,310; Deluxe sedan, §1,- ae $630 . = : . (Quincy (Ill.) Auto Auction. Sale every of year sales. Sold 142 cars out of 224 
190. ., $630. 


PLYMOUTH —'47 SD 2-dr., $1,290. °41 SD | Friday. Prices are for sale of March 11.) offerings.) 


FORD—’49 Custom (8) sedan, $1,650, $1,- 2-dr., $520. ‘40 SD 4-dr., $515. '39 SD (Prices stiffened. Percentage of sales BUICK—'49 RM 4-dr., $2,700. °48 RM 


Se 


5 ; : 7 050; Super sedanette, $1,875. 
, 630. ‘47 SD (6) sedan, $1,050. 46 8D 2-dr., $210. also much higher than previous week. 4-dr., $2, ; : . 
(8) sedan, $1,065. ‘41 Deluxe sedan, | ponpyaG—'48 SL (8) 4-dr., $1,760. Outlook brighter.) ; 46 Super sedan, $1,360, 51,500, *41 Spe. 
$790, $650. '38 2-dr., $420. “37 business | SPU DEBAKER—'49 half-ton pickup, $1,- | BUICK—'42 Super sedan, $700. '41 Special) cial _sedanette, 7225: Supe | $530; 
» $315. : 395. °'48 half-ton pickup, | sedan, $660. Special sedan, $750. 
jmpaiin.- ’47 sedan, $1,175. st tes, 4-40.” 01,498: Gemmmanaer Gan. CHEVROLET ‘49 SL oo. Fat Mg a ae. oi fg sedan, $3,275. 46 
a , 5 5 1,655, $1,510, $1,520. ‘47 LC 4-dr., $1,- FM sedan, $1,580, $1,360; 1'%-ton ruck, | . $1, . : 
 ADEMOMILE. 46 (76) Oe St 375. Sab: oien 4-dr., $1,050, $1,355, $1,- $1,570; SM coupe, $1,425. ‘47 SM sedan, | CHEVROLET—'49 FL Deluxe sedan, $2,- 
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Tailor-Made to Fit Each Individual Model 


Ventshades are individually designed for the 
windows of each make and model, assuring 
proper fit every time. They look like a built-in 
feature, blending with the car’s lines and trim, 
adding richness without being conspicuous. 


@ Made of Heavy Chrome-Plated Brass 
@ Rigid — Rattle-Proof — Rust-Proof 

@ Quickly and Easily Installed 

@ Approved by Leading Car Manufacturers 
® Now Available for Latest Models 


Sold Through New Car Dealers Only 


& AUTO VENTSHADE COMPANY 
Box 1402, Atlanta 1, Georgia 





lama : ; , dealer. Please 


MAKE OF CAR 


send me complete information about Ventshades. 


ING aici a 3 a a alia <eaiimeaee 





Address. acl a he ee Sali 





a OTD ccccserpncninceiittanneee 


or 
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150; SL Deluxe sedan, $2,090. ‘48 FL 
aerosedan, $1,800, $1,770, $1,665, $1,650, 
$1,625; FM sedan, $1,410. ‘47 FL aero- 
sedan, $1,475, $1,430, $1,255, $1,200; FL 
sedan, $1,375, $1,300. ‘46 SM _ sedan, 
$1,140, $1,070. ‘42 SD sedan, $610. ‘41 
SD sedan, $780, $710. 


CHRYSLER—’48 Windsor Highlander se- 
dan, $1,825. 


CROSLEY—'46 sedan, $170. 
DeSOTO—'46 Custom sedan, $1,300. 


DODGE—'49 Coronet sedan, $2,600. ‘47 
half-ton pickup, $825. ‘41 Deluxe sedan, 
$660. 


FORD.—'49 Custom (8) sedan, $1,675, $1,- 
660; half-ton (6) pickup, $1,375, $1,365; 
Standard (8) sedan, $1,675; Custom (8) 
club coupe, two at $1,650, $1,625. ‘48 
S® sedan, $1,450, $1,435, $1,385, $1,305. 
‘47 SD sedan, $1,210, $1,125, $1,190, $1,- 
100. ‘46 SD sedan, $1,190, $1,160, $1,- 
050, $1,010, $960. ‘41 SD sedan, $1,000. 


HUDSON—'47 Super (6) sedan, $775. 


LINCOLN—’'49 sport sedan, $2,250. ‘47 
club coupe, $1,200. 

MERCURY—'49 club coupe, $2,400, $2,180. 
"43 sedan, $1,400, $1,475. °'47 club coupe, 
$1,350; sedan, $1,350. ‘46 club coupe, 
two at $1,200. 

NASH—'46 (600) sedan, $940. 

OLDSMOBILE—-'48 (98) conv., $2,100. ‘47 
(76) sedanette, $1,380; (66) sedanette, 
$1,130. ‘46 (98) sedan, $1,210, 

PLYMOUTH—'48 SD sedan, $1,575. ‘46 
Deluxe sedan, $1,000. 

PONTIAC-~'49 (6) Chieftain Deluxe sedan, 
$2,510. '48 (6) sedanette, $1,840; (8) 
sedanette, $1,850, $2,000. ‘46 (8) sedan, 
$1,465; (6) sedan coupe, $1,375. 

STUDEBAKER —’'42 Champion sedan, $570. 

WILLYS-—-'49 Jeepster conv., $1,400, °48 


Jeep, $800. 
MISCELLANEOUS — ‘48 GMC half-ton 
panel, $1,175. 
DENVER 


| (Denver Auto Auction, Inc. Jack Layton 

| and Harry Henry, owners. Sale exervy Tues- 

| day at Littleton, Colo. Prices are for sale 

| of March 15.) 
(Market steady. Some outlying towns 
were bidding up. Denver is slow.) 

| BUICK-—'49 Super 2-dr., $2,665. ‘47 RM 

conv., $1,510. ‘40 Super coupe, $440, °37 
Special 4-dr., $285. 

| CHEVROLET *49 half-ton pickup, $1,640. 
"48 FL aerosedan. $1,715; FM 4-dr., two 

| at $1,390. ‘47 FL aerosedan, $1,585, 
$1,530; FM 2-dr., $1,395; SM 4-dr., 
$1,325. 

FORD— "46 (8) SD 2-dr., $1,130, $1,105. 
"40 (8) coupe, $400. 

HUDSON—'48 (6) Super 4-dr., $1,850. °42 
(6) Super 4-dr., $340. 

| NASH—'47 (600) 4-dr., $1,245. 

| OLDSMOBILE.—'41 (6) 2-dr., $695. 

PACKARD—’35 (S) wrecker, $165. 

PONTIAC—'46 (6) SL 4-dr., $1,180. ‘40 
(6) 2-dr., $585. 

| STUDEBAKER—’47 Commander Regal De- 
luxe coupe, $1,230. 

MISCELLANEOUS—'48 GMC %-ton pick- 
up, $1,770; GMC F102 heavy-duty pickup, 
$1,630. ‘37 THC half-ton pickup, $280. 


ALBANY 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
March 14.) 

(Prices in most cases held steady ex- 

cept 1946 Fords and 1949 “‘in the wrap- 

per” Fords, Chevrolets, Dodges and 

Ohryslers. They were selling down as 

much as $50 per unit. Fresh, low- 

mileage cars of all makes mostly 
wanted. Sold 77 out of 107 offerings.) 

BUICK-—'49 Super 4-dr.. $2,510. °48 Super 
2-dr., $1,990: RM 4-dr., $2,000. ‘46 

| Super 4-dr., $1,450. °37 (90) 4-dr.. $190. 

CADILLAC—'41 (62) 2-dr., $1,160; (61) 
2-dr., $1,000. 

CHEVROLET—'49 FIL Special 4-dr., §2.,- 
025; SL Special 2-dr.. $1.990; half-ton 
pickup, $1,400. ‘48 FL 2-dr.. $1,595, 

| $1,590, $1,570; FM 4-dr., $1.520. $1,530; 

| SM business coupe, $1,340. '47 FM 4-dr., 
$1,200, $1,250; FM club coupe, $1,350; 

FL aerosedan, $1,385; SM 2-dr., $1,240, 

$1,050. '46 SM 4-dr.. $860. °42 FL aero- 

sedan, $700. ‘41 SD club coupe, $740. 

"40 SD 2-dr., $640. 

CHRYSLER—'48 Windsor Highlander 4-dr., 
$1,875. °46 Royal 4-dr.. $1,200. ‘41 
Windsor 4-dr., $590. 

DeSOTO—'17 Deluxe 2-dr., $1,380. °39 De- 
luxe 4-dr.. $410. 

DODGE — '49 Coronet 4-dr., $2.320. ‘46 
Deluxe 4-dr., $1,070; half-ton panel, two 
at $640. 

FORD—’49 (6) Custom club coupe, $1,600; 
(8) Custom 2-dr., $1,650, $1,695, $1,660, 

| $1,690. °48 (8) Deluxe 2-dr., $1,300; (6) 
Deluxe 2-dr.. $1,140, $1,190. °46 (8) De- 
luxe 4-dr., $900, two at $910, $870; (8) 
half-ton pickup, $450. ‘41 (8) Deluxe 
2-dr., $520. °36 (6) Deluxe 2-dr., $210. 

HUDSON—’48 (6) Commander club coupe, 
$1.610. ‘40 (6) 2-dr., $270. 

NASH-—'47 (600) 4-dr., $1,040, $1,125, 

OLDSMOBILE—’49 (98) 2-dr., $2,675; (88) 
4-dr., $2,575. '46 (76) 2-dr., $1,330; (98) 
2-dr., $1,400. '41 (98) club coupe, $520 
"37 (F39) 2-dr., $200. 

| PLYMOUTH—-’48 SD 2-dr., $1,620; Deluxe 
4-dr., $1,625. ‘47 SD 4-dr., $1,180. °46 
SD 4-dr., $1,120. 

PONTIAC—'48 SL (8) 4-dr., $1.760. ‘47 
SL (8) club coupe, $1.450. ‘41 Torpedo 
(8) 2-dr., $390. °'40 Torpedo (8) 4-dr., 
$670, $770. ‘38 Deluxe (8) 2-dr., $400. 





STUDEBAKER -—— '37 Commander 4-dr., 
$275. 
WILLYS "48 Jeepster, $1.550; half-ton 


pickup, $1,160. °47 station wagon, §$1,- 
190. '46 Jeep, $610, $580 

MISCELLANEOUS.—'40 International panel, 
$130 


CONCORD, MASS. 


(Concord (Mass.) Auto Auction Ine 
Sales twice weekly. Prices are for sales of 
March 11-14.) 

| (125 vehicles sold out of 276 offerings.) 
| BUICK—-'42 Super sedan, $835. °41 Special 
| sedanette, $870; Super sedan, $900, $590 
|; ‘40 Century sedan, $805; Super sedan 
| $535. ’'38 sedan, $280. ‘37 7-passenger 
limousine, $550, $600. 
CADILLAC—'47 (62) sedan, $2,225; (62) 
; conv., $2,625. °'41 sedanette, $875. 
CHEVROLET—’'49 half-ton pickup, $1,355, 
| $1,310; SL Special sedan, $2,025. 48 FM 
|} conv., $1,630. ’°47 FL aerosedan, $1,375; 
SM sedan, $1,200. ‘46 FM club coupe 
| $1,150; FL aerosedan, $1,380, $1,135. ‘41 
| club coupe, two at $850, $635, $825; FL 
sedan, $735. ‘40 sedan, $650, $575, $430 
CHRYSLER—’48 Windsor conv., $2,050. *41 

Royal club coupe, $675. 

DeSOTO—'46 Deluxe sedan, $1,310. 

DODGE—’47 Deluxe sedan, $1,115. ‘46 
half-ton pickup, $675. 

FORD—'49 (6) sedan, $1,415; conv., $1,- 

850; Custom (8) sedan, $1,660, $1,675. 
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New Pasenger Car Registrations, 46 States lor January, 1949-1948 





Car registrations by states are are 
here weekly, as completed by 
Polk representatives in state BeBe: 


Chrysler 
CHRYSLER 
TOTAL 





c 
9 
© 
a 1 
Sa 16035! 29166| 58790) 46142 | 
5 


45 States Previous! '49| 7465) 7698| 56834| 20656 
Reported for "Jenwery '48| 6835] 4994) 15905) 24715| 52449 a 8379| 46505| 14149 
Oregon ‘49 | 93) 96| 231) 493; 913 15! 803} 322 | 

48) 99| 124) 235) 358] 816 Sy 18 94) 198) 
46 States Reported "49| 7558) 6220! 16266| 29659| 59703) 46779| 3045) 7813) 57637| 20978 


to Date for January 2 '48| 6934) 5118) 16140) 25073) 53265| 37396) 1345) 


8473| 47214| 14347 





Wiilys-Overland 


Miscellaneous 


Oldsmobile 
Studebaker 























Sosa] 25077) iger2) 9794) 72041) 1911) 2908) ole) 466) 132/900) 9163) 6428) S003) 7278) L479) 436) Z2da08 
3268) 45623| 9520| 13833| 86393| 438% 6202) 10591 | 159] 1187| $444) 6974] 2958) 7630) 1438} 13) 221741 
53, 313, 159) 168) 1035 37) 4] ol) 73) 4) 22) fl |, 
32|__819| 176) _253|__—st478|_—s«131|_—«*102|_—«233 |__ 33] 105| | 2s] 34] 3719 
5115) 26210| 11051; 10122) 73476) 1948) 2972) 4920 539| 136| 902) 9235) 6732| 5093| 7448| 15I7| 436! 227774 
3300! 46442| 9696) 14086 —8787!| 4520! 6304) 10824) |__159|_ 1220] 5512| 7079) 2985! 7845! 1472) 14, 225460 


New — Car oat 18 States for February, sande 
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Car registrations by states are released ~ 2 = s 2 ° | 

here weekly, as completed by R. L. A, : 4 3 9° ia 

Polk representatives in state capitals. * < 5 5 z | 3 | 

oe 5 6 a 
Reported for February 3) 102d] S33] 2are SERS] $08) SSS] S45] teks] $ah8! S170 S521 For] Tett|_2eor| seve $301 s3ts| zeae | elton _‘seel_ tare aatl_ tase, 2arl_t/_3asss 
a a ee et Oa 
om ee ee ee 
me a eo ee oe rissa 
we ee ee ee 
“ee os Latest ama] Soel tara] sore] ari ia) Semel feral 19! Seoul ‘9ra_lorel 79120 = 6] sé] Si S7al 436] 237|_ 325] 95] | teas 
ee : ‘99 wil ae toa! Li trol lost! 273] 43191 foe mes] 758] el_e| vel] 2 ioe ‘el ‘mela 
ee “#8 34| 26) a 14a zal aa 424| 7) 33 gral 5! i Bs. "I 13 308 13| $0| 89 7 ‘| |_$s st | 15 | $0, 23. ! pats 
SD a ee ye 
A See a 
cere. = an el ee al ol Se es eB oa ee 
hoe ee ey) eS SHR) See) 


to Date sy '48| 8779! 6453 


New — Car Refistrations 47 States se January, 1949-1948 


Truck registrations by states are 





~ 
released here weekly, as com- 
pleted by R. L. Polk representa- z 
tives in state capitals. E g 
5 a 
45 States Previously ‘49 157 100) 1859! 94, 441 203| 6762! 
Reported for January —=s_— __*48 165 168} 19880; 129) 580 __367|_ 5665] 32 
California *49) 9, 10; 153) 7) 25; 50! 830) 
ot aha ‘48 45 2) 1245 8} 28} 58! 642) 
Oregon vy) 3 | 239] 1| H 2) 126) 
48) 5 325) 6) 2| 160) 











47 States Reported ae 49, +169) +110) 20343) 102) uaF 255| 7718 
to Date for January *48) 215 170' 21450! 143| 616! 427; 6467 





00} 1007 10070 
396 
5| mr 
14) 447) 
2) 176] 
9| 60! 


107; 11035 
349| 6571 


so 9 
2h. 

“ © 
Fl 3849) 
73| 4202! 
a aan 
|| 504 
72 
| % 


31 
74 





4422) 
4805 |. 








334) 22) 4081; +9634) 3386; + 285) 60897 |'49 47 States Reported 
956 | 10! 3537) 865; 4474) 249) 60988/'48 to Date for January 


7 
Cc 
= a 2 3 Truck registrations by states are 
5S £ $ é released here weekly, as com- 
* 2 3 ¢ 2 pleted by R. L. Polk representa- 
5 > 3 = $ tives in state capitals. 
= a | & ee 
res ce a 3) +314) 12) 3616; 601; 3176) 262] 55318|'49 45 States Previously 
8403 638 | 917] 5} 3166} 818} 4238! 201} 56012/'48 Reported for January 
350) 22 18! 10} 397) 30; 125 19| 4720 |'49 California 
375) 2 27 31} 3} — 287} 38 cal 3951 |'48 
| 2) | 68° 3| a| 859 |'49 Oregon 
119 8 9 | 8} 2| 84) i $2 1025 | '48 
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corn 30 aI 
8897 -39| 674 


New Commercial Car Registrations, 17 States for February, 1949-1948 









































5 States Previously "49 12) | 208 s 2 26| 905 | 14) 1103 s| 474; «975 2] 22 | 4! | 429; 126} 443 27| 7132 |'49 5 States Previously 

Reported for February 48 44) 3} 120 = 8) 2 1128 2} 380! 1277 69 | 103] 391} 114) 426 35| 7071 |'48 Reported for February 

al 3 a 7” 
48 1S | | : 

Kansas 49) | " 8) i 13 1 ei) @ 116 | ry Y 7 3] ai 972 |'49 Kansas 
48) 2\ 7| 126 10} 185 4) 21) * 3| 1110 | ‘48 

Maryland ‘49 9) 4) me | > 101) ny Hey 7 =| H 13] | 3) 708 |'49 Maryland 
48 ~ 1} 314 1 6) 3} 108) 2 63) 95 Fd | 871. |'48 

Michigan 49) 4 1) 1083 3 10; 28) 262 9 | 194) 180) 15 | 7 . 2) (13) — WN} 2492 |*49 Michigan 

‘48 | 1} 1| 640 14 16| | 350 8} A 2) 193) 192} | | | 36! ; 106) I7] 9 | 2298 | '48 ’ 

New Jersey "49 6) Hy 524 3) 5! 20; —s«189 2) 259 2) 158; 184) | 2 7| a 9| 1546 |'49 New Jersey 
‘48; 25} = St] ee 17; 218) 342 160! 272) f., ae | 23} | 108; 30} 129 11} 2020/'48 

New Mexico 49 | 235 12) 3] | 8] | % 58 32) | 2) | | 47] 4) 22) 3} 593 |'49 New Mexico 
48 | _194 3} |___66! 3| 8 | 35 51) | 2| 4 | 241 bi} 1} 502)'48 

North Carolina 49) 1 | 669] 2] 4 1) 16 316 | 79) 180) ae . | 74 18] 92) 10) 1651/'49 North Carolina 
48 4 11 692! 4) 13) 4h 9| 439 | 68) 183! | 734 = . | 100i 42) 199} 7! 2147)'48 utatts 

South Carolina "49 445 | 2 2; 74) | 148) 65) } 6) 4 | 33] 7 4 3) «898 |'49 South Carolina 
‘48 | 30!) | 3) ! 130! 1! 18) | 4) 78) | 5! | 14 | 4i| 6! 58. 861 |'48 . 7 

Utah "a9 } 135] | 9 2; ~—«*52) | ae | 35 55) 6) 5) | 5) i 35 4 (O23) 4) «446 "49 Utah 
“48 Ln ta aoe ee 2 22) 9 2) i ; staat 

Virginia 49 1 5| 595) 2) 4 3) 142) 3; 266) | 108) 172) 8) 92' S|) ON 2) «14791"49 Virginia 
‘48 4 3! 57! 9 14 6| 210 10! 464! t 75! 147} | __10/ 18 76 18109 1750 | '48 7a ae 

Wisconsin "49 1 686 | CO 9 2231 4) #318 90 (042))—287) | 9 ae 132; «21! ge! siédB|sC1992 | '49 Wisconsin 
48 3 | 549 5) a 10! 253; 12! += «390 13) 103! 333 a | 2 2 90 19° 100 7 1956/48 Y 
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The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT include transportation 
charges, state sales taxes, or optional 
equipment. 613.75; New Yorker (eight)—-(Prestomatic 

BUICK—Super Series 50-—-4-dr, sed., $2,- | standard)—4-dr, sed., $2,760.75; club cpe., 
174; 2-dr. sed., $2,075; conv., $2,603; stat. | $2,734.50; conv., $3,240.75. 





wag., $3,203; Roadmaster Series 70-——(Dy- CROSLEY — 2-dr. deluxe sed., $959; 
nafiow standard)—4-dr. sed., $2.758; 2-dr. | conv., $959; stat. wag., $991 

sed., $2,639; conv., $3,176; stat. wag., DeSOTO—-Deluxe—4-dr. sed., $2,006.25 
$3,765. club cpe., $1,995.75; Custom—(Tiptoe Shift 


CADILLAC-——Series 61-——4-dr. sed., $2,- | standard)—4-dr. sed., $2,193.75; club cpe., 

eee 2-dr. sed., $2,814; Series 62—4-dr. | $2,175.75; conv., $2,598. 
$3,076; 2-dr. sed., $2,992; conv., $3,- DODGE—Waytfarer— bus. cpe., $1,631.25; 
S23: Series 60 Special-—4- dr. sed., $3, 859; | Meadowbrook——4-dr. sed., $1,868.25; Coro- 
Series 75—i5-pass. sed., $4,791; 7-pass. | met—4-dr. sed., $1,947.25; town sed., $2,- 
sed., $5,011; 7-pass. Imperial, $5,211, 031.50; club cpe., $1,933.50; conv., §$2,- 

LET — Fieetline 8 — 4-dr. | 348.50. 
sed., $1,471; 2-dr. sed., $1,424; Fileetline FORD—Six—4-dr. sed., $1,473.50 (V-8, 
Delaxe—4-dr. sed $1,550; 2-dr. sed., $1,- | $1,560); 2-dr. sed., $1,426 (V-8, $1,513); 
503; ao Feed 9a sed., $1,471; | club epe., $1,416 (V-8, $1,523); bus. cpe.. 
2-dr. $1,424; club cpe., $1, 429; ‘bus. $1,330 (V-8, $1,433.50); Custom Six—4-dr. 
cpe., $1,350" Styleline Deluxe—4- dr. sed., | sed., $1,591.50 (V-8, $1,665.50); 2-dr. sed., 
$1,550; 2-dr. sed., $1,503; club cpe., $1,- $1.539 (V-8, $1,618); club cpe., $1,529 
519; conv. $2,868; stat. wag., $2,278. (V-8, $1,613); conv., $1,886 (V-8, §$1,- 
(six) — 4-ar. sed., | 965.50); stat. wag., $2,119 (V-8, §2,- 
$2,158.75; club epe., $2,138.75; Windsor | 264.50). 

(six)—(Prestomatic standard)—-4-dr. sed., FRAZER—4-dr. sed., $2,482.77; Manhat- 

353.50; club cpe., $2,332.50; conv., $2,- | tan—4-dr. sed., $2,746.11. 
Saratoga (eight) —(Prestomatic stand- HUDSON—Super ‘'6’’—-4-dr. sed., $2,- 
meted sed., $2,640; club cpe,, $2,-' 222.25 (S8-cyl., $2,343); 2-dr. sed. §$2,- 


Current Prices on New Automobiles 


4-dr. sed., $1,755 (deluxe, $1,850); sed 
cpe., $1,705 (deluxe, $1,800); Streamliner 
Eight Standard—4-dr. sed., $1,824 (deluxe, 
$1,919); sed, cpe., $1,773 (deluxe, $1,868): 
Chieftain Six Standard—-4-dr. sed., $1,776 
(deluxe, $1,871); 2-dr. sed., $1,726 (deluxe 





171.25; club cpe., $2,219 (8-cyl., $2,339.75); , $1,837 (deluxe, $1,979); 2-dr. sed., $1,774 | $1,821); club cpe.. $1,726 (deluxe, $1,821) 


bus. cpe., 


dore ‘‘6’’- 
$2,514); club cpe., $2, 
$3,056.75 (8-cyl., $3,157.75). | 265 (deluxe, $2,396); town sed., $2,254 (de- |sed., $1,844 (deluxe, $1,939); 2-dr. sed 


$2,069; 
—4-dr. 


489.75); conv., 


KAISER—Special—-4- 


Deluxe—4-dr. 


$3,200.92. 


LINCOLN 
epe., $2,633; conv. 
sed., 
$3,344; spt. cpe., 


4-dr. spt. 


sed., 


— 4-dr. 


—.. $2,835; Commo- | (deluxe, $1,916); club cpe., $1,748 (deluxe, | conv. deluxe, $2,153; bus. cpe., $1,603; sed 
sed., 


$2,398.50 (8-cyl., | $1,889); conv., $2,164; Series 88 Standard | delivery, $1,765; stat. wag., $2,559 (deluxe 
374.25 (8-cyl., $2,- -(Hydra-Matic standard)—-4-dr, sed., $2,- | $2,638); Chieftain Eight Standard—4-dr 


dr. sed., $2,244.37; | luxe, $2,385); 2-dr. sed., $2,191 (deluxe, | $1,794 (deluxe. $1,889); club cpe., $1,794 


$2,407.11; Virginian, | $2,322); club cpe., $2,164 (deluxe, $2,295); | (deluxe, $1,889); conv. deluxe, $2,221; bus 


conv., $2,580; stat. wag. deluxe, $3,317; | cpe., $1,671; sed. delivery, $1,832; stat 


; a6. pee spt. oe = re (Hydra-Matic stand- | wag., $2,627 (deluxe, $2,706). 

oy ; Cosmopolitan— | ard)—4-dr, sed., 521 (deluxe, $2,615); 

$3,344; 4-dr. town sed., | 2-dr. sed., $2,447 (deluxe, $2,541); conv. STUDEBAKER — Champion Deluxe — 
$3,291.50; conv., $4,054. | deluxe, $2,994, 4-dr. sed., $1,688.50; 2-dr. sed., $1,656.75 


club cpe., $1,683; bus. cpe., $1,588.25 


MERCURY—4-dr. sed., $2,116; spt. cpe., PACKARD — Eight — 4-dr. sed., $2,275 ? 
NASH. $2,517); stat. wag., $3,245; Super Elght— | 756.75; bus. cpe., $1,662: conv., $2,086.25. 


NASH -600 Super t-dr. sed., $1,832; | 4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., | Commander Deluxe—2-dr. sed. $2,019.25. 


2-dr. sed., 
Super Special—4-dr. 


$1,807; 


club cpe., $1,829; 600 | $3250; 7-pass. sed., $3,500 (deluxe, $3, 
: -|2-dr. sed., $1,987.75; club ., $2,014: 
sed.,_ $1,880; | 2-dr. | 850); 7-pass, lim., $3,650 (deluxe, $4,000}; | bus’ ope,’ $1'919.25; Conamender *Hopal 


sed., $1,855; club cpe., $1,877; Ambassador | Custom Eight — 4-dr. sed., $3,750; 2-dr. Deluxe—4-dr. sed., $2,140.50; 2-dr. sed. 


Super—4-dr. 


sed., 


$2,279; 2-dr. sed., $2,- : . ioe . " 
254; club cpe., $2,275; Ambassador ‘Super | $4704? fess, im” Seige PASS 80d» | $2,108.75; club epe., $2,135; bus. epe.. $2,- 
Special—4-dr, sed., $2,348; 2-dr. sed., §2,- Se ae ; ae ee oa ee 


040.50; Land Cruiser 4-dr. sed., $2,327.75 


323; club cpe., $2,344; Ambassador Custom | | PLYMOUTH—Deluxe—4-dr. sed., $1,566; | conv., $2,467.50. 


—4-dr, sed., $2,489; 2-dr. sed., $2,464; | Club cpe., $1,534.25; bus. cpe., $1,385.75;| woeLYSs-OVERLAND — Jeepst , 
club cpe., $2,455. Special Deluxe—4-dr. sed., $1,644; club | s1 40222; 4-cyl. stat. wag. $1,708.89 
OLDSMOBILE—Series 76 Standard—4-dr. | ©P¢-, $1,617.50; conv., $1,997. 6-cyl. stat. wag., $1,814.14; 6-cyl, stat 


sed., $1,848 (deluxe, 


$1,990); town sed., PONTIAC—Streamiliner Six Standard—' sed., $1,866.29. 
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Highway Users’ Taxes 
Set Alltime Record 


1 NATION'S highway users 
are bearing their heaviest na- 
tional and state tax load, figures 
made public by the National High- 
way Users Conference show. The 
state tax bill may be increased by 
efforts in 23 states to raise gaso- 
line tax rates, the 
NHUC noted. 

On the federal 
side, highway 
users buying new 
cars or other ve- 
hicles, repairing 
old ones or buy- 
ing gasoline and 
oil or tires and tubes, paid a new 
record of $1,179,865,000 in tempor- 
ary federal automotive excise 
taxes in 1948, the conference re- 
ported. 

These emergency taxes go into 
the government’s general funds. 
Hundreds of highway user 
groups, representing a combined 
membership in the millions, have | 

| 
| 





called for their repeal, the NHUC 
said. 
A new record was also set by 





Dealers Present 
Cash Awards 


To Policemen 


Inter-Industry Highway Safety 
Committee chairmen in seven 
states recently participated in pres- 
entation of first installment checks 
to police officers awarded $650 Au-| 
tomotive Safety Foundation fellow- 
ships to attend the Northwestern | 
university traffic institute. In addi- | 
tion one scholarship award amount- | 
ing to $250 for tuition payment was) 
presented in northern California. 


State chairmen participating | 
were: R. L. Fry (Dodge), Poca- | 
tello, Ida.; G. L. Schaus (Stude- | 
baker), South Bend, Ind.; F. J. | 
Marsden (DeSoto), Baltimore; 
H. A. Crockard (Chevrolet), Rose- 
ville, Calif.; O. K. Shabez, repre- 
senting J. E. Yonts (Firestone), 
Omaha, with the assistance of | 
John B. Quinn, manager, Ne- 
braska Motor Car Dealers Assn.; 
C. G. McKimmie (Chrysler), Rich- | 
mond, Va., and Jack Rose (De- 
Soto), Detroit. 

The nine winning police officers | 
are now attending the 20th course 
in traffic police administration at 
the traffic institute, Evanston, Il. 


Since the establishment of the in- | 
stitute in 1936, a total of 446 police 
officers have been granted the 
awards. The semester length 
courses are designed for command 
personnel, training directors and | 
those who may be expected to at- 
tain command posts. 


The course provides understand- 
ing of all phases of modern traf- 
fic control; develops ability to 
plan and execute an effective po- 
lice traffic control program and to 
conduct traffic police training 
courses, as well as encouraging 
interest in traffic policing as a 
career. The spring course com- 
menced Feb. 3 and runs through 
June 15. 


In making the presentations the 
inter-industry representatives stated 
that the automotive industries they 
represent are deeply interested in 
highway safety, and that the train- 
ing of police officers is an essential 
part of the safety program. 

While the awards were made to 
individuals, the benefits from it will 
be realized by the entire depart- 
ments. 





* * * 
IRF Names de Greve 


Information Officer 

Leonard de Greve has been ap- 
pointed information and liaison of- 
ficer for the International Road 
Federation, B. C. Budd, chairman 
of the federation’s board and gen- 
eral export manager of Packard 
Motor Car Co., announced in Wash- 
ington. 

De Greve, who before the war 
conducted the Netherlands infor- 
mation service for the western | 
hemisphere in New York, has most | 
recently been developing public re- | 
lations programs for KLM airlines. 


highway users’ payments of spe- 
cial state taxes used for highway 
purposes. They increased some 55 
percent in 1948 over 1941, reaching 
an unprecedented total of $1,836,- 
000,000. 
* * + 

— payments by highway 

users increased at a much faster 
percentage rate than the funds 
made available for highway pur- 
poses from state and local gen- 
eral funds. 

According to an NHUC survey, 
slow progress is thus far being 
made by advocates of higher 
state gasoline taxes. 

In most cases, motor vehicle tax- 
payers are demanding proof of the 
need for increases, and also urging 
more efficient spending of reve- 
nues already available. In none of 
the 23 states where increases have | 
been proposed had cne been en- | 
acted into law as yet this year. | 












Radiant-Heated Road 


Melts 8-Inch Snow 

Oregon’s experiment in radiant- 
heated highways is reported to 
have passed the test of an eight- 
inch snow while other roads 
near the test panel at Klamath 
Falls were choked with snow. 

The test section is heated by 
pipes buried in the concrete 
through which hot water is 
pumped from a nearby hot 
spring. The heated pavement 
melted the flakes as the snow 
fell and was dry the next morn- 
ing, observers said. 


Safety Events 


April 4-8—Pineville, La. Driver 
education course for college 
professors—Louisiana College. 

April 6-9—Charleston, W. Va. 
(Daniel Boone hotel). 15th an- 
nual West Virginia statewide 
safety conference. 

April 11-15—Hartford, Conn. Fleet 
supervisor training course— 
University of Connecticut. 

April 12-14—Columbus, 0. 
Ohio safety congress. 

April 18-22—Camden, N.J. Teach- 


university. 


All- 
nois. 


(538 cars... 225 


of Bay Minette, is shown (left) turning over a new car to C. V. 
high school, for use in a driver training program. 


er training institute—Rutgers 
April 18-22—Ann Arbor, Mich. 
Fleet supervisor training course 
—University of Michigan. 
April 25-29—Urbana, Ill. Driver 
education seminar for college 
professors—University of Illi- 


April 25-29—Madison, Wis. Fleet | 


For every 1,000 farms 
in the 15 Heart States. ..1,893 venices 


(940 cars...671 tractors... 282 trucks) 


in the 33 other states eece 998 vehicles 


tractors... 235 trucks) 





supervisor training course— 
University of Wisconsin. 

April 25-29—College Park, Md. 
Fleet supervisor training course 
—University of Maryland. 


April 25-29—Ruston, La. Driver 
education course for college 
professors —- Louisiana Pcly- 
technic Institute. 
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of SF sU bscribers (15 Heart States) 2 ,308 vehicles 


(1092 cars... 888 tractors... 328 trucks) 


The prosperous farmer is one of the best 


automotive prospects... and SUCCESSFUL 


FARMING subscribers represent the best farm 
prospects. In the 15 Heart States, with the 
richest soil, highest yields, greatest property 
investment...the SF family has more than 
twice as Many automotive units as farmers 
elsewhere in this country. 

Of the 1,200,000 SUCCESSFUL FARMING 


subscribers, a round million farm families 
in the Heart States average some $10,000 


in income—$4,000 above the US farm 
average. Eight years of peak profits, record 
saving... make the SuccessFut. FARMING 
audience the nation’s choicest automotive 
market. Full facts, any office... Des Moines, 


New York, Chicago, Detroit, Cleveland, 
Adanta, San Francisco, Los Angeles. 


SUCCESSFUL MSF FARMING 


Detroit Office: 1701 FISHER BLDG., DETROIT 





ALABAMA DEALER PRESENTS TRAINING CAR—J. R. Wilson of Wilson Chevrolet Co. 


Daniels, principal of the 
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BARRELS! 


We’ve drawn a bead on America’s sportsmen! 





25,000,000 licensed hunters and fishermen are hearing 
the Airflyte story as they’ve never heard about a car before! 


We're telling them about the unique special-for-sports- 
men Nash features through a program that makes automo- 


bile advertising history. 


It includes: 





TWO GREAT NASH OUTDOOR MOVIES... ‘Fishing in Alaska’’ 
and “Hunting In Alaska’’—hailed as the greatest sporting 
movies ever made—to be shown by Nash Dealers to sportsmen’s 


and other groups in their territories. 


FULL PAGE ADS EVERY MONTH in Field & Stream, Outdoor Life, and 
Sports Afield—2,156,119 circulation that skims the upper-in- 
come cream of this rich market. The ads are written and signed 

by author of the best-selling sports books ever published in America. 
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at ATI 


A 16-PAGE BOOKLET by the same author—to be distributed by Nash 


Dealers and at Sportsman’s Shows in major cities coast to coast! 


actual demonstration of the 





EXHIBITS at major Sportsman’s Shows 
new Twin Beds and other Airflyte features of special interest 


to sportsmen! 


A PUBLICITY PROGRAM to penetrate every pay-dirt portion of the 
outdoor-sports market, and hit car-conscious sportsmen right 
smack in the hobby! 


With this kind of support (on top of smash ads in news- 


papers, magazines and on billboards)—no wonder Nash Great Cars Since 902 
Dealers are getting full limits day in and day out! 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 
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IGGING AROUND in various 

sources to get the “state of the 
nation” truckwise, your commenta- 
tor ran into a number of “shorts” 
that may be of interest to those 
who follow this column, 

While talking with Darwin Smith, 
general manager of Millenbach Mo- 
tors, local Ford dealers who recent- 
ly opened a new truck facility, the 
question of panicky selling came 
up. Dar—who used to quarterback 
the same high school football team 
I played on—told me about the type 
of a sale that burns every good 
truck dealer up—and rightfully so. 

Seems he had been negotiating on 
a pick-up truck deal for several 
days and on the day I called him 
he had called the prospect* and 
asked if he could have the order. 
The prospect told him that he had 
bought a job the day before from 
another dealer—a dealer, by the 
way, who made no pretense of do- 
ing a good truck business. After 
some conversation Dar found out 
that this dealer had sold the pick- 
up for $50 more than his cost from 
the factory—and to heap insult on 
injury, wouldn’t have the truck in 
stock for at least another three 
weeks, 

Some sales heads believe that the 
only way the “Big Three” can ever 
control this type of ruinous busi- 
ness is to take away truck sales 
from those dealers who have made 
no major truck facility investment 
—either on a separate truck sales 
and service building or adequate 
provision in the main service floor 
to take care of truck service. 

Then, of course, the factories 
would get a long and loud yell from 
all of the other dealers—at least to 
take the passenger cars away from 
the truck dealers. But cars and 
trucks go hand in hand in a great 
many fleet operations and sales. 
Smart dealers work their truck and 
car sales toward one end—getting a 
fleet operator’s business. 

* * 


TMHE MANAGER of a large state 

dealers’ association, who had 
been making a check on truck sales 
among his members, said he had 
had a strong complaint from a 
dealer who had sacrificed several 
trucks he had in stock at a slight 
loss to get them out of his place— 
and the factory had immediately | 
sent him three or four more. 

I am just wondering what he ex- 
pected the factory to do—let him | 
go along without any trucks in 
stock at this time of the year just | 
because he had been fool enough to | 
clean his stock the easy way—and | 
the way that would make it even | 
more difficult to do business at a} 
profit in the future. Dealers know 
that where they have a combina- 
tion franchise, the factory is going 
to keep them “supplied” with ve-| 
hicles—they always have when 
more vehicles are being turned out 
than are being readily sold, and I 
presume they always will. 

The first instance is just darn | 
poor business and there should be | 
some way to “spank” a dealer who 
will make such a deal—especiallv 
when he doesn’t even have a truck 
in stock of the type the buyer 
wants. This type of dealer—unless 
of course there is some circum- 
stance I don’t know anything about 
—shows absolutely no respect for 
the welfare of his brother dealers 
or for his own business. 

(Continued on Page 45, Col. 1) 
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West Coast Trade 


Promotes Big 


Vehicle Show - 


Exhibition Slated 
For June 15 to 18 
At Los Angeles 


L& ANGELES.—A huge automo- 
tive show is being prepared by 
the Automotive Council of Los 
Angeles. To be held at the Pan 
Pacific auditorium June 15-18, the 
exhibit reportedly will be the only 
show of its kind to be held in the 
U. S. this year. 

Exhibitors will include all of 
the leading manufacturers of 
automobiles, trucks, truck-trail- 
ers and automotive equipment. It 
is said that a number of manu- 
facturers are withholding new 


improvements for release at the | 


national show. 
The exhibit is expected to at- 


tract large numbers of the buying) 


public who will have the oppor- 
tunity to compare various makes 
of equipment on the same show 
floor. There will be no admission 
charge. 

The Pan Pacific auditorium is 
believed ideally suited for an auto- 


motive show. The auditorium is one | 


of the largest in the U. S. and 
offers adequate lighting and con- 
venient floor arrangement. As some 
of the largest trucks and trailers 
in the world will be on display, 
the large entrance doors to the 
auditorium will be of considerable 
help. 
* * * 

HE Automotive Council of Los 

Angeles is a non-profit organ- 
ization composed of fleet managers 
of private motor carriers and 
equipment manufacturers. The 
council was founded in 1918 and 
has achieved a reputation as an 
organization promoting the free 
exchange of ideas which produce 
the most efficient motor transport 
methods. 

The forthcoming show will be 
the 12th motor truck, trailer and 
equipment show sponsored by the 
council. In the past, the shows 

(See SHOW, Page 48, Col. 3) 
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DESIGNED TO FIT—This Dodge Route-Van 
| has been sold into a service where its na- 


tural characteristics ideally fitted the re- 
quirements of the business. Due to its low 
floor height, high aisle room and width it 
met the needs of Adolph F. Lincoln, painting 
and decorating contractor of Grosse Pointe, 
Mich. Adding racks on the sides of the body 
enables him to carry a considerable stock of 
paint as well as wallpaper in rolls. Being 
able to operate his mixer inside the body— 
where heat can be applied in cold weather— 
eliminated the need for moving this machin- 
ery into the basement of the houses he works 
on. Ease of entrance allows him to bring 
customers into the job to select wallpaper or 
to check the paint color he is mixing for a 
job. By opening one door he can transport 
is ladders on the floor. Developing sales of 
this type taxes the ingenuity of truck sales- 
men But results in profitable and lasting 


truck patronage. 
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Sales Ingenuity 
Helps to Keep 
Trucks Moving 


NDICATIONS ARE that truck 
dealers will have to use more in- 
genuity and salesmanship to move 
trucks this year than they have at 
any time during the past 10 years. 
Those who continue to move trucks 
in volume and at a profit will have 
to be ever on the alert to be able to 
recommend installations that will 
not only fit the customer’s business 
but show a definite lowering in 
hauling costs. 

The buyer is back on the shop- 
ping routine that prevailed prewar, 
and in addition seems to be waiting 
for a price concession—either in 
the form of a reduced price or a 
substantial discount. 

Even some large fleet users 
have indicated that they were 
not going to make any capital 
investments in new equipment 
this year but have already sent 
out orders to their branches to 
have the present equipment over- 
hauled and put in first-class con- 
dition — spending in some in- 

(Continued on Page 37, Col. 1) 








14 States 


WASHINGTON — Additional 
equipment would be required on 
various types of motor vehicles in 
14 states should bills pending be- 
fore state legislatures be enacted, 
a survey by the National Highway 
Users Conference reveals. 

At least one polarized viewer and 
two polarized head lamps would be 
required in Ohio on every vehicle 
operated after Jan. 1, 1952, with 


Top Trucks 


New truck registrations for 47 
states in January, plus 17 states 
for February: 


1949 Pos. Make 1948 Pos. 
1—28,025 Chev. 27,924— 1 
2—14,452 Ford 10,730— 3 
38—10,115 Dodge 9,164— 4 
4— 9,363 Inter’l 11,873— 2 
5— 5,849 GMC 6,043— 5 
6— 5,238 Stude. 4,628— 7 
I— 4420 Willys 5,811— 6 
8— 858 White 1,140— 9 
9— 617 Diam. T 872—11 
10— 516 Mack 942—10 
ll— 441 Reo 1,248— 8 
12— 361 Divco 587—12 
13— 203 Autocar 304—14 
14— 146 Federal 480—13 
15— 1387 Crosley 186—16 
16— 131 Brockway 232—15 
17— 47 FWD 95—17 
1x¥— 40 Kenworth 43—18 
1g— 24 «Sterling 14—19 
Total All Makes 
81,366 82, 


For further details see page 
26, today’s issue. 





Study Equipment Laws 


such lamps supplemented by two, flectors on commercial vehicles to} 


non-polarized passing lamps, by a| prevent splashing of mud or water. 


New York bill. 


| Defrosters would be mandatory 


Under a North Dakota bill a |i, California and Massachusetts 


certificate of title could be issued 
for vehicles manufactured on or 
after July 1, 1951, only when 
equipped with polarized head 
lamps or viewers, or viewing de- 
vices incorporated in the wind- 
shield. 

Directional signal devices would 
be required on all vehicles and 
combinations in New York after 
Jan. 1, 1952, under bills introduced 
in that state. 

Bumpers would be compulsory in 
Minnesota on the front and rear of 
all truck-tractors and semi-trailers 


where bills have been introduced 
to require heating and defrosting 
equipment on all streetcars, trolley 


coaches and motor buses, while in | 


(See LAWS, Page 32, Col. 5) 





SAE Parley to Feature 


NEW YORK.—Designers and op- 


of more than 1,500 pounds, while | erators of trucks and buses will join 


another bill would require bumpers 
on all vehicles. An Ohio bill would 
also require a rear bumper or 
heavy metal bar on trucks. 


ment in Arkansas on all types of 
trucks, and in California on vehi- 
icles of unladen weight in excess 
of 1,000 pounds. 

Idaho would require fenders as 
wide as the tires and of suitable 
strength to withstand rocks, mud 
and water, with splash aprons or 
flaps, both in front and in back 
of the tires, extending downward 


way. 

Similar legislation 
Maryland, Michigan, Missouri, 
Pennsylvania and Washington 
‘would require mudguards or de- 





Fenders or mud guards on rear | 
wheels would be required equip- | 


to within 10 inches of the high- | 


in Indiana, | 


March 28-30 for the national trans- 


Automotive Engineers in the Hotel 
Statler, Cleveland. 
Technical sessions. will 
from comparison of spring suspen- 
sions and papers on heavy-duty 
| brake trends, magnetic clutches and 
| engine testing to the first full-scale 


field dynamometer. 

Under the general chairmanship 
of Robert Cass, assistant to the 
president of White Motor Co., Cleve- 
land, the committee has planned a 
meeting with speakers from Cali- 





In This Section 
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Truck and Bus Sessions 


portation meeting of the Society of | 


range | 


|description of the world’s largest | 


{merica’s 5,000,000 





Truck Sales Up 


But Stocks Rise 
In Showrooms 


Faster Movement 
Of Used Vehicles 
Called Necessary 


LTHOUGH new truck § sales 
~% have been dropping steadily 
for the last six months, stocks of 
used trucks on dealer lots have 


been steadily growing over the 
same period. 
While these stocks have not 


reached alarming proportions as 
yet—in most cases they have not 
even reached prewar normal levels 
—the steady growth of used-truck 
inventories does seem to indicate 
that far too few dealers have been 
giving their used-truck sales much, 
if any, consideration or thought. 

Many truck dealers may not be 
hurt too much if they don’t get 
excited about the capital tieup in 
used merchandise for several 
months to come. But there will 
always be a day of reckoning, 
and the longer these dealers put 
off getting their used-truck mer- 
chandising whipped into shape, 
the more they will eventually lose 
in not only hard cash but in time 
lost educating their organization 
on how to properly handle this 
“bottleneck” nt. 

It is a well-known fact that 
every retail. automotive outlet is 
limited in the number of new ve- 
hicles it can merchandise by its 
ability to move tradeins. 

. os cz 

S LONG as there was a whole- 
+4 sale market for the trades and 
the dealer could move the used 
vehicles—-many times at a profit 
as large and in some cases larger 
than his new vehicle net—few deal- 
ers gave used-vehicle selling any 
attention. . 

Dealers have drifted along in 
this ideal ever since the fac- 
tories resumed production. But 
suddenly, within the past six 
months in most cases, the whole- 
sale buying sources have with- 
ered on the vine. Dealers have 
tried to prevent getting into the 
used-truck merchandising pic- 
ture by avoiding trades as long 
as they could and by even re; 
sorting. to “fire sale” tactics to 
move slow-moving models during 
the past few months. 

The bad effects of cash discounts 
| On new trucks, or cutting the price 
|of new vehicles merely to move a 
few, always brings repercussions 
that will come back to plague not 
only that dealer but other dealers 
in the same trading area for 
months and perhaps years. 

Under critical stock conditions. 

(Continued on Page 38, Col. 1) 









Papers on Suspensions, 


Magnetic Clutches, Engine Testing 


| fornia, the Midwest, New York and 
| Pennsylvania. 

An analysis of current practices 
and trends in spring suspension 
will open the meeting when N. E. 
| Hendrickson, a consulting engi- 
neer, will present his paper. He 
will be assisted by Murray Fahne- 
stock, editor of Ford Field maga- 
zine, Pittsburgh. Oscar W. Smith, 
automotive engineer of Socony- 
Vacuum Oil Co., Cleveland, will 
preside. 

“Recent Developments in the 
Magnetic Fluid Clutch” will be de- 
scribed by Jacob Rabinow, National 
| Bureau of Standards, Washington, 
inventor of a revolutionary device 
|which is said to have numerous 
automotive and other engineering 
applications. A demonstration will 
be staged. M. B. Rath, transporta- 
tion and maintenance engineer of 

(Continued on Page 48, Col. 1) 
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That’s Talk on New Defense Treaty . . . 


$1 Billion in Trucks to Aid Allies? 


WASHINGTON. — This country 
may be required to furnish its new 
military allies $1 billion worth of 
trucks under the proposed North 
Atlantic defense pact, it is reported 
in War department circles. 

President Truman is expected to 
draft a message to Congress on 
military aid appropriations shortly 
after ratification of the new treaty 
by the Senate. Predictions are that 
a $2 billion appropriation will be 
asked, with about half earmarked 
for military trucks. 

Some sources here believe that 
such a request for funds would 
be attached to the Economic Co- 


| 1950. This breakdown of vehicles 
|sought for trucks for the U. S. 
armed forces is as follows: 
- Unit 
Price 
$ 2,500 
4,300 
6,300 


Total 
Cost 
$15,800,000 
11,450,900 
42,241,500 
5-ton ..... 589 19,000 11,191,000 
Lt. seds... 1,228 1,300 1,596,400 

In other news on the Washington 
front of interest to the truck in- 
dustry, the Truck-Trailer Manufac- 
turers Assn. notes that much action 
will be delayed until a chairman is 
named for the National Security 

Resources Board. 


tity 
6,320 
2,663 
. 6,705 


%-ton 
%-ton .... 
2%4-ton . 
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level, says the association, progress 
is reported at other levels. 

Col. J. Monroe Johnson, director 
of ODT and recently reappointed 
ICC commissioner, has been named 
chairman of an overall committce 
on domestic land transportation. 
Under his direction, there are com- 
mittees on: street and highway 
transport; railroad transport; in- 
land water transport; pipelines, and 
warehousing and storage. 

The chairman of the street and 
highway transport committee is 
Guy A. Richardson, member of the 
Chicago transit board. The secre- 


An “encouraging” development, 
according to the association, was 
the rejection by the Senate 
Armed Services committee of the 
nomination of Mon C, Wallgren 
to head the board. The commit- 
tee contended that this appoint- 
ment should go to a man “of 
wider economic and industrial ex- 


tary of the committee is Walter S. 
Rainville jr., director of research 
for the American Transit Assn. 
New York City. 


This committee has already held 
two meetings and is establishing 
the overall essential transportation 
requirements of our economy. The 
purpose of this study is to have 
available at all times an estimate 
of the cars, trucks, trailers, gaso- 
line, tires, parts, etc., required to 
keep the civilian economy function- 
jing during a national emergency. 


Customers to Get 
Spotlight at 
|ATA Session 


WASHINGTON.—Harry Carroll, 


general traffic manager of Good- 
year Tire & Rubber Co., Akron, will 
represent the traffic management 
fraternity of the country at the 
morning session Friday, Apr. 29, of 
the customer relations council of 
the American Trucking Assns. dur- 
ing the council's spring meeting at 
the Netherland-Plaza hotel, Cincin- 
nati, the ATA announced last week. 

The meeting will be known as the 
“Customer Is Always Right” ses- 
sion and will be devoted entirely to 
discussion of relations between mo- 
| tor carriers and shippers. 


Planetary Design Reduces Gear Wear Tn saan i always one of th 
— Makes Eaton Axles Last Longer 


said Carter Justin, George F. Alger 
|Co., Detroit, chairman of the coun- 
An important factor in the long life of the 
This ex 


é _| Operation Administration meas- 
MODERN APPROACH TO SELLING—A ——, seeres® Aaa BTR eager + Medd nd ure when it is sent to Congress. 
sow ton Paden Con faces, Wie’ Go ane hem in the printing company's line of Army Ordnance has already , 
books, games, playing and en cards and other printed materials is displayed syste-| pealed to Congress for funds for 
matically in the roomy interior of the car. Overall length of the car is 309 ae ~~ a substantial vehicle procurement 
92 inches, height 109 inches. Fifteen of these new sales salons are soon expected to be in program during the fiscal year 


operation for the printing company. 
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Chandler to Expand opening a new truck service depart- | Charter Granted 
A. M. Chandler, Inc, (Ford), At- 


ment at 215 Atlanta Ave. The $8,000; Ledlow-Adams Motor Co., San| perience and competency.” / 
expansion will be housed in a sepa-| Antonio, Tex., has been chartered| Although mobilization planning 
lanta, has announced plans for 


rate building. | with a capital stock of $100,000. | has been retarded at the top NSRB 


cil, in announcing Carroll’s selec- 
| tion as moderator. 


| “While no blows are struck, the 
| discussion is always completely 
}frank and audience participation 
| reaches a very high level. End re- 
|Sult of these discussions is always 
ps dissemination of many ideas of 
| great benefit to the carriers. Mr. 
| Carroll is one of the best known 
a oe > Hoag country and his 
: acceptance of this program spot as- 
OTe ce) ei ee | sures a most interesting session.” 
| Vern Parker, vice-president of 
|Red Star Transit, Detroit, will pre- 
| Side at the morning meeting. 
| The two-day meeting begins with 
a noon luncheon Apr. 28, followed 
by an afternoon session devoted to 
|sales promotion and advertising 
'with Don Maintz, sales director, 
| Associated Truck Lines, Grand 
Rapids, Mich., as chairman and 
moderator. Maintz will work in 
front of a panel of experts drawn 
largely from the trucking industry 


A luncheon Friday and an after- 
noon session devoted to sales possi- 
| bilities and sales management, with 
|Rudy Baensch, vice-president, De- 
jcatur Cartage Co. Chicago, as 
| chairman and moderator, will bring 
the spring meeting to a close. 


Eaton Axle is its planetary design 
clusive Eaton feature reduces stress and wear 
on gears and bearings, adds miles and miles 
of trouble-free life, holds maintenance to a 
minimum. * * * 
class and larger, Eaton 2-Speed Axles pro- 

vide a balanced combination of power and 
a 
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speed that adds utility to the vehicle and 


reduces operating and upkeep costs. See 


Laws 
(Continued from Page 30) 
New York defrosters would be 
quired on all vehicles under a 
cent bill 


re 
re 


Tire chains would be required 
on all vehicles by a California 
bill to authorize the department 
of public works to determine any 
time and place where tire chains 
would be required, with such 
areas posted accordingly. 

Tire chains would be made man- 
datory equipment in every motor 
vehicle from Dec. 1 to March 15 

_— by a Massachusetts bill. 

oTrHer @ propucts Mufflers would be required on all 
motor vehicles by a recent bill in 
Washington. Such mufflers would 
be so constructed as to limit ex- 
jhaust noises to 90 decibels at 20 
feet from the vehicle when under 
full throttle and under load con- 
ditions. 


Axle Division 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 
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DIESEL LOCOMOTIVES—in 1938, there were but 262 
mainline Diesel locomotives serving the nation’s rail- 
roads. In 1948, the number was well in excess of 5,000. 
Seven out of every ten Diesel locomotives in passenger 
service, and three out of every four hauling the new 
fast freights, bear the General Motors nameplate.* 


ee 
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DIESEL TRUCKS—In 1938, less than 500 Diesel trucks 
were in service. By 1948, the n had jumped to 
more than 12,000. In recent months, GMC has produced 
nearly 30 per cent of the industry’s total. Shown below 
is a GMC six-cylinder, 200-horsepower Diesel tractor.* 


*Estimated figures based on latest available information. 
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DIESEL COACHES—in 1938, less than 200 Diesel- 
number had multiplied to over 18,000. GMC Diesel 
coach production has accounted for more than 90 per 
cent of the industry’s total. Latest examples of GMC’S 
ovtstanding Diesel coaches are the swift, smooth 
Greyhound inter-city coach, at left above, and the 
long, low 55-passenger transit model at left below.* 
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Truck Traffic Curb Feared .. . 
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Lower Load Limits 
Held Peril to Roads 


GREEN BAY, Wis.—A predic- 
tion that agricultural and indus- 


lions, of dollars of 


trial leaders will soon have to fight | ways which could easily be obso- 


in self-defense against attempts to 
impose artificial restraints upon 
the truck industry, was voiced here 
last week by Walter W. Belson, 
public relations director for the 
American Trucking Assns. 

Belson spoke to the Green Bay 
traffic club on “The Business No- 
body Knows.” 

“Too little attention has been 
paid to the significance of re- 
cently stepped-up attempts to 
impose a final limit on the loads 
carried by motor trucks,” he said. 
“We are witnessing an intensive 
drive to put a ceiling of 18,000 
pounds of axle weight on the 
trucking industry, in spite of the 
undisputed fact that modern en- 
gineering methods permit high- 
ways capable of sustaining, safe- 
ly, far heavier loads. 





lete immediately upon construction 
must certainly represent a _ short- 
sighted and extravagant road- 
building policy. To add to the in- 
equity, about 30 percent of the 


special taxes levied for road build- | 


ing and maintenance are paid by 
the trucking industry itself. 

“No one has any justification for 
saying, at this time, that the de- 
mands of farm, factory and the 
military will not require a system 
of highways capable of sustaining 
with safety far greater weights 
than are now envisioned by men 
who apparently do not or will not 
understand the true function and 
importance of truck transport.” 

In the final analysis, the speaker 
pointed out, the trucking industry 
has grown steadily because it has 


“To pour millions, perhaps bil-! served the needs of agriculture and 


THE HEIL CONTRAC- 
TORS’ BODY uses both 
cross-members and long 
members of the sub- 
frame for support, 


there's no sag. 





HEIL’S PLATFORM 
CONVERSION 
HOIST converts 
fixed-bed trucks 
into handy dump 
units, saving time 
and effort for 
farmers, lumber 
and building-ma- 
terial men, con- 
tractors, etc. 





HEIL JACK-KNIFE 
HI-LIFT COAL 
BODIES are ideal 
for spouting to 
high windows, 
through manholes, 
for stock piling, 
and for bagging. 
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taxpayers’ | 
money into construction of high- | 





THE HEIL COLEC- 
TO-PAK provides 
a quick, efficient, 
sanitary way of 
handling garbage 
and refuse. 





UNIVAN BODY ON FORD F-3 FORWARD CONTROL—Dura-Bilt Body Co., 367 Mystic Ave., 
Medford 55, Mass., has announced its new model for parcel deliveries. It has an all-steel 
body with 345 cubic feet load space. Units are now in hands of most New England Ford 
dealers under progressive volume delivery operation, the company states. 





beneficiary of America’s highway 
system. 


“A truly astonishing total of 
everything that the railroads 
carry come to them or is deliv- 
ered from them over the high- 
ways of the nation,” he pointed 
out. “Even such items as grain, 
for example, which is generally 
considered almost an exclusive 
rail haul commodity, get to the 
railroad loading point by motor 


industry and its operating prac- 
tices today are an accurate reflec- 
tion of what trucks are being 
called upon to do by farmers and 
businessmen. 


Warning that railroads are great- 
ly dependent upon our hard-sur- 
faced highways for their successful 
operation, Belson claimed that de- 
spite their allegations of subsidy 
directed against trucks, railroads 
themselves are the greatest single 





-| Open the Door to Larger Profits 


from Lvery Truck Sale 


THE HEILOADER 
ELEVATING TAIL- 
GATE operates hy- 
draulically; makes 
loading and un- 
loading easier, 
safer, faster; re- 
duces costs. 


District Offices: 


THe HEIL co. 


Dept. 5939, 3059 West Montana Street, Milwaukee 1, Wisconsin 


Recommend dependable HEIL Bodies and 
Hoists ... they let your customers handle 
more work, at less cost, with less trouble 


Every time you recommend a Heil Body and Hoist for the truck 
you sell, you make more money. 


But money isn’t everything. Heil Bodies and Hoists also help 
you build a loyal following of satisfied customers — customers who 
come back to you again and again to fill their truck requirements. 


Here are a few things that Heil Bodies and Hoists give your customers: 
@ A complete line to choose from, so that your customer can pick 
a money-saving body best suited to his application. 
@ Easy installation—Heil units fit any truck chassis. 
@ Prompt service from the more than 100 Heil distributors. 
@ Fast dumping from the practically trouble-free hoist and pump. 
@ Long service from the body that is designed to prevent sagging. 
@ Savings in weight that increase tire life and gasoline consumption. 


Yes, your customers get all these — they all add up to satis- 
faction. You get a profit on the truck sale and on the body. You 
do no work to make this extra profit. Your nearby Heil distributor 
does the mounting and the servicing. Get the facts from him. 


BH-145 


Factories: Milwaukee, Wis. — Hillside, N. J. 
Hillside, Washington, D.C., Atlanta, Milwaukee, Detroit, Chicago, 
Minneapolis, Kansas City, Dallas, Los Angeles, Seattle 
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truck over the highway. If one 
had to name the corporations in 
the United States which benefit 
most directly and to the greatest 
extent from the building and 
maintaining of our system of 
highways, it would be a simple 
task. 

“All that would have to be done 
would be to name the 132 class I 
railroads of the U. S. Yet, in the 
propaganda utterances of the Assn. 
of American Railroads and of Rob- 
ert R. Young, runs the constant 
refrain that motor cars and trucks 
and buses are the exclusive bene- 
ficiaries of our highway system.’ 





Wisconsin Grants 
25% Rate Hike 
To Truck Firms 


MADISON, Wis. — Wisconsin's 
public service commission has au- 
thorized a 25 percent permanent 
increase in common motor carrier 
freight rates instead of the 30 per- 
cent that had been sought by 
trucking firms. 

Also allowing a new minimum 
charge schedule, the commission 
said its action was based on recent 
increased labor costs. In shaving 
the increase from 30 to 24 percent, 
however, the commission noted that 
“present indications point to a lev- 
eling off of prices and declines in 
the costs of some basic commodi- 
ties.” 

Such reductions, it was added, 
will offset in part some of the 
recent wage increases affecting 
trucking operations. 

The Wisconsin Manufacturers 
Assn. and other trade groups op- 
posed the rate hikes on the ground 
that the economic cycle has reached 
a turning point. 


Trailer Output 
During Month 
Declines 19 Pct. 


WASHINGTON. — January pro- 
duction of truck trailers totaled 
2,766 units, a drop of 19 percent 
from the 3,426 units built in De- 


|cember, according to the Depart- 


ment of Commerce. 
January, 1949, output was also 18 
percent below January, 1948, pro- 


| duction of 3,378 units. 


Shipments of truck trailers in 
1949, amounted to 2,566 
units valued at $9 million. Of that 
total, 2,495 were shipped as com- 
plete trailers and 71 were shipped 
as trailer chassis. 

January, 1949, shipments were 
down 26 percent in number and 
18 percent in value from the 3,453 
units that were shipped for a value 
of $11 million in the previous 
month. 


Schotters Manages 


'Trailmobile Sales 


CINCINNATI.—tTrailmobile Co. 
last week announced the appoint- 
ment of Frank A. Schotters as vice- 
president and general sales man- 
ager. Schotters joined Trailmobile 
in 1946, having previously been with 
Crosley Corp. as vice-president. 

Appointment of R. C. Taylor jr. 
as merchandising manager was also 


|announced. Both promotions were 


called part of the company’s plan 
to service effectively its 36 branches 


| and 42 distributors located through- 


out the U.S. and Canada. These 
outlets sell and service the products 
of the company’s five manufactur- 
ing plants located at Cincinnati, 
Fort Smith, Ark. Springfield, Mo., 
Berkeley, Calif., and Windsor, Can- 
ada. 





Used Bus Sale Slated 


At Toledo Depot 


TOLEDO.—A total of 48 used 
or obsolete buses, trucks and 
semi-trailers will be sold by 
sealed bid here tomorrow 
(March 29) by the Rossford ord- 
nance depot. 

Vehicles include three 12-pas- 
senger 1942 Ford buses, 25 
trucks of all types and 20 semi- 
trailers, mostly Fruehauf-made. 
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THE NEW FEDERAL STAKE UNIT—This Model 15M is available in five wheelbase lengths. 


Light-Duty Vehicle Added 
To Federal Truck Line 


DETROIT.—Federal Motor Truck 
Co. announces the addition of a 
% to 2-ton (model 15M) truck to 
its line. 

This unit, a light-duty vehicle, 
is designed to fill uses in agri- 
culture, construction, oil field 
operations, general hauling and 
public utility work, according to | 
the company. 

Gross vehicle weight for the 
truck ranges from 12,000 to 14,500 
pounds depending upon tire size. | 
The gross combination weight with | 
dual rear tires is 28,000 pounds. 

Available in five wheelbase} 
lengths—135, 146, 167, 180 and 194 
inches—the 15M expands the Fed- | 
eral line to a total of 43 models, 
varying in size from % to 35 tons| 
capacity and providing more than) 
375 combinations with both gaso- | 
line and Diesel power. 

A six-cylinder Hercules engine | 
with a 245 cubic inch displacement | 
powers the model 15 unit. It has| 
a seven main bearing, counter | 
weighted and statically balanced | 
crankshaft, removable precision 
copper-lead main and connecting | 
rod bearings. 

The engine develops 93 horse- 
power at 3,400 rpm and 184 | 
pounds foot torque at 1,400 rpm. | 

Standard equipment also includes 
an 11-inch clutch with 131.4 square 
inches of lining area which Fed- 
eral officials say is unusually large 
for a truck of this size. 

The unit comes equipped with | 
6.50x20 six-ply single front and} 
rear tires with Dayton steel spoke 
wheels. Other tire sizes are avail- 
able. 

Timken wide track front and 
rear axles are standard. The rear 
axle is a single speed spiral bevel 


French Heads Up 
Ford Fleet Sales | 


DETROIT.—J. D. Ball, Ford | 
truck and fleet sales manager, has | 
announced appointment of John S. | 
French as sales manager of the) 
fleet sales section. He succeeds S. | 
M. Copland, who has joined the 
staff of I. L. Pierce, manager, Ford 


J. S. French 


S. M. Copland 


division service department, as 
manager of service sales training. 

French, formerly production con- 
trol manager of Boeing Aircraft 
Corp., Seattle, joined Ford Motor 
Co. in October, 1947. His first work 
in the automotive field was with | 
the U. S. Truck Co. of Detroit} 
starting in 1930. In 1937 he joined | 
the district sales training staff of | 
Procter & Gamble, Cincinnati. 
From 1940 to 1942 he was city | 
manager in Toledo for Chevrolet 
division, General Motors Corp. 

Copland has been with Ford | 
since 1925, serving in Ford and 
Lincoln operations until 1932, when 
he was made service manager at 
the company’s retail store in Cin- 
cinnati. In 1935 he was appointed 
Lincoln service manager at the 
central office. In 1937 he became 
manager of parts and accessories 
sales for the western U. S. 








unit. Standard axle ratio is 5.67 
to 1; optional ratio 6.67 to 1. A 
Timken Hypoid two-speed double 
reduction rear axle is available as 
optional equipment. 

The frame channel section is said 
to be supported with ample cross 





members at strategic points to 
withstand heavy-duty service. 
Springs are bronze-bushed, with 
both “U” bolts and center bolts 
alloy-steel heat treated for extra 
stamina. 

Other features cited include a 
four-speed transmission, anti- 
friction triple tooth worm and 
roller type steering gear with an 
18-inch steering wheel, channel 
front bumper, needle-bearing pro- 





peller shaft, large packless type 
water pump, oil bath air cleaner 
and 26-gallon side mounted gas 
tank for greater safety and ac- 
cessibility. 

The Federal deluxe cab is also 
offered with the model 15M. This 
all-steel cab is equipped with ad- 
justable seats, Naugahyde uphol- 
stery, dual wipers, sun visors, arm 
| rests and is completely insulated. 


| In view of the rugged service to 
| which many of these model 15M 
| units can be put, they are equipped 
with dual primary hydraulic brakes, 
|the company reports. 

In addition, Federal announced a 
model 15M utility express unit. 
This truck, with 135-inch wheel- 
base, is equipped with a nine-foot 
heavy-duty type all-steel utility ex- 





press body with 16-inch sides, five- 





,ALCOA 





UTILITY EXPRESS TRUCK INTRODUCED BY FEDERAL—Also in the I5M line, this model 


brings the total of Federal models to 43. 


inch flares and double-acting tail- 
gate. Available with single rear 
tires only, the utility unit is said 
to be ideally suited for a wide 
variety of services. 


Other features of the utility 
unit include an all-steel unob- 
structed corrugated floor to al- 
low for extra loading space, 
eight-inch skirt on both sides and 
end of body. 

The utility unit, with 135-inch 
wheelbase, is also offered with a 
nine-foot stake body 78 inches wide. 
The racks, which are 30 inches 


high, are said to be easily remov- 
able. 

Its model 15M units are on dis- 
play at Federal dealer showrooms 
throughout the country. 


Olean Assn. Headed Up 


By Stewart, Noelck 

Officers for 1949 for the Olean 
(N. Y.) Automobile Dealers Assn. 
are Harvey Stewart, president; 
Richard Noelck, vice-president, and 
John B. Hardy, secretary and 
treasurer. 








Have you investigated the advantages 
of Alcoa Aluminum Alloy Castings for 
fluid torque converter parts? 

Their smoothness permits top effici- 
ency. They have the strength to with- 
stand high centrifugal stresses. They 
resist corrosion. Their fast heat transfer 
prevents hot spots. They machine fast. 

Our engineers will welcome an op- 
portunity to work with you. Contact your 
nearby Alcoa Sales Office. Or write 
ALUMINUM COMPANY OF AMERICA, 1926 
Gulf Bidg., Pittsburgh 19, Pennsylvania. 
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Rigid Road Rules Sought 
By Wis. Commission 


MADISON, Wis.—High road con- 
struction costs, a record number 
of highway users and evidence 
that the motorist is today driving 
his automobile more miies than 


ever before were described last | 


week as factors which require 
measures to protect public invest- 
ment in Wisconsin’s roads system. | 

So said the state highway com- 
mission in support of a series of 
bills before the legislature, de- 
signed to improve public safety 
and inaugurate new controls on 
highway use. 


The bills, if approved, will pro-| 


vide for state regulation of illum- 
inated signs along highways, state 
approval of land plats along public 
roads, zoning along state trunk 
highways by the highway commis- 
sion, and the designation and de- 
velopment of controlled-access 
highways in limited areas. 

The commission reported that | 
there were more cars on Wiscon- 
sin roads and streets in 1948, and 
that they traveled more miles than ' 


When highways we 

















in any previous year, with the re- | 
sult that many roads carried con- | 


siderably heavier traffic than they 
were designed to accommodate. 

Traffic congestion and traffic ac- 
cidents will increase, according to 
the commission, unless public con- 
trol of road-side development is 
exercised, and new-type highways 
|with limited access built. 

“Today there are 1,036,908 mo- 
tor vehicles registered in Wis- 
consin, and this number will be 
increased as more cars are avail- 
able from the manufacturers,” 
the commission said in a public 
statement. 

“It is also apparent from the) 
gas tax returns that those driving 
motor vehicles today are using this 
equipment more extensively than 

formerly, thus further increasing 
the use of our highways.” 


It was also noted by the com- | 


mission that Wisconsin recreation- 
al industry is expanding, drawing 
| huge numbers of tourists over its 
public roads each year, and that 





NEW END GATE—Latest of the line of truck | 


| bodies and accessory items developed by 
| Trade-Wind Industries, Inc., Liberal, Kans., is 
| the Ves-Stro end gate. It is standard equip- 
| ment on all Wheat King grain bodies (devel- 
oped by Trade-Wind) and is also to be mar- 
| keted as an auxiliary piece of equipment for 
| other truck bodies. Gate is an manually- 


operated, instant control end gate, featuring | 
| tandem axle load at 36,000 pounds | 


self-locking position at any angle of use. This 
assures perfect dump control and prevents loss 
| of grain or material through leakage, the 
| company states. 


“our expanding economy and the 
ever-increasing volume of business 


are creating a volume of truck 
loadings which is adding to the 


‘congestion of this road system.” 
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GVW Now 72, 000. 


TRUCK SECTION 


Indiana Liberalizes 
_- Size-Weight Limits 


INDIANAPOLIS. — Gov. 
F. Schricker has signed into In- 
|diana law a bill increasing the 
| permissible vehicle gross weight 
| limit te 72,000 pounds and other- 
| wise liberalizing truck size and 
weight restrictions. 

The measure also provides for 
increase in the permissible axle 
load limit from 18,000 to 22,400 
pounds per axle on heavy-duty 
highways. The limit on other 


roads will be 18,000 pounds per | 


axle. 
The measure sets the maximum | 


18,000 per axle—instead of the 


present 24,000 plus an additional | legislation are 
|700 for each foot between the first | overloading. These 
last axle of each group on} 
Tandem axle 
|load for other arteries will be 32,- 


‘and 
| heavy duty roads. 


000 pounds. 
The new 72,000-pound gross ve- 





is splashy mile is a salesmaker for the “Two Little Squirts”’...the 
touch-button automatic Windshield Washers now in use on more than 


\ 


Windshield Washer “weather” 
in the Saturday Evening Post and other big-circulation magazines is 
persuading your customers to say “yes.” 
Fourteen leading makes of cars now have special built-in 


Fully Automatic . 


three million cars and trucks. 
Now is the time to display them, to suggest installing them .. . for 
. and colorful Trico advertising 


is just ahead . 


provisions for quick, easy installation. 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. 


V2 Windshield Washer 


.» Nothing to Pump 


Henry jhicle weight 


limit represents 
change in the original bill which 
would have limited total gross 
weight by the formula 850 (L plus 
40). The old law had a formula o! 
700 (L. plus 40). 

Other changes enacted by the 
legislature raised permissible ve- 
hicle height from 12 to 12% feet 
and allowed automobile trans- 
port rigs a maximum height of 
13% feet. 

Lengths of vehicle combinations 
were increased from an allowable 
40 feet to a new maximum of 50 
feet. i 
| Provided in the new size-weight 
penalties to check 
are graduated 
|upward on an increasingly stiffer 
scale. 


Truck Sales Plans 
Aired for Ford 


Speier est Region 


KANSAS CITY.—Spring and sum 
mer truck sales plans of Ford Mo- 
tor Co. in the southwestern states 
were charted at a conference here 
|March 18, J. D, Ball, Ford truck 
jand fleet sales manager, announced 
last week. 

The meeting was conducted by 
Ball and W. E,. Kimbrough, man- 
ager of the truck sales section, 

Reports on truck sales require- 
ments in the area, including needs 
of the wheat and oil fields, were 
submitted for analysis by Ira B. 
Groves, Southwest regional man- 
|ager, and by the district sales man- 
agers and district truck and fleet 
sales managers from Kansas City, 
Dallas, Houston, Memphis, New Or- 
leans and Oklahoma City. 

Ball held an optimistic view for 
truck sales during 1949. 

“A good market for trucks con- 
tinues to exist not only in the 
Southwest but in the country as a 
whole,” he said, “notwithstanding 
the fact that the abnormal demand 
of the war and post-war periods 
largely has been filled. 

“The main difference between the 
return of a normal market and the 
seller’s market in which the indus- 
|try has been operating is that the 
salesman now has to get out and 
sell his products rather than wait 
for the customer to come in and be 
put on a waiting list. 

“This return to a normal market 
is a healthy sign. It means that 
manufacturers and dealers. will 
have to be on their toes to meet 
competition. More salesmen are be- 
ing hired and trained. Service fa- 
cilities are being improved. Trucks 
jare being fitted more carefully to 
|the jobs they are intended to do. 
More pains are being taken in the 
| handling of customers.” 


6 Branch Chiefs 
Named by Mack 


NEW YORK.—A. C. Fetzer, Mack 
Truck vice-president and general 
sales manager, announces the ‘fol- 
lowing appointments: 
_ J.E. Donovan as district manager 
in charge of the San Francisco 
branch; J. W. Biggins as district 
manager in charge of the Louisville 
branch; H. J. Fikejs as district 
manager in charge of the Kansas 
City branch. 

Also, T. J. Colter as district man- 


ager in charge of the Milwaukee 
branch; A. P. Cowles as district 
manager in charge of the Spring- 


field (Mass.) branch, and R. J. Mc- 


Givney as district manager in 
charge of the Worcester (Mass.) 
branch, 


Mettel New Executive 
Of Ranger Cartage 
CHICAGO.—Maurice J. Mettel has 
resigned his position as assistant 
state’s attorney to become executive 
| Vice -president of Ranger Cartage 
| Co., Chicago. 
As assistant state’s attorney Met- 
| tel handled special detail work con- 
cerned with the breaking up of auto 
theft gangs. 
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ific Savings... 





Sales Ingenuity Helps 
To Move Trucks Now 


(Continued from Page 30) 


stances as high as five to six hun- 
dred dollars per job. 

This condition is not too discour- 
aging, however, to the alert and ex- 
perienced truck dealer —he knows 
that he is back at work anyway 
and many welcome the opportunity 
it gives them of again selling trans- 
portation as it should be sold. 


* + * 


A= FIRMS— including those in 
the automotive manufacturing 
industry—are steadily and con- 
stantly at work endeavoring to re- 
duce costs. In many firms, substan- 
tial reductions can be made by 
changes in hauling equipment. 

An instance of how this applies 
to the truck industry was recently 
demonstrated in a midwestern city 
where a sausage maker bought one 
of the new forward-control, door- 
to-door jobs and turned it over toa 
salesman who had been selling 
from a standard panel delivery. 


As the salesman sold from his 
truck he always carried a well- 
rounded stock of sausages, lunch 
meats, etc.—but with the stand- 
ard panel his customers never 
saw the stock he carried. On the 
first trip, however, with the new | 
delivery truck, the customers 
were curious and wanted to see 
the vehicle. 

With its low height from the! 
groznd they came inside and saw a | 
large assortment of meats—many | 
of which they did not know the | 
salesman carried and some which | 
he had gotten tired of trying to sell | 
to certain stops. Seeing was trans- 
lated into buying and this salesman 
sold enough additional products to | 
pay for the truck in less than a/| 
year out of the increased profits. 


* 7 * 
ANOTHER instance is pictured in 
this issue. Here an _ interior 


decorator bought one of these same | 
jobs because of the convenience 
and saving to him in his business. 
It enabled him to keep his paint 
mixer in the truck, carry a full line | 
of paints and accessories and his | 
wallpaper sample books and also) 
accommodate sample rolls of the 
paper he sold. 

Putting a heater in the body of 
the truck allows him to warm up 
the mobile “mixing room,” thus do- 
ing away with the need for him 
either to mix his paints cold or cart 
the mixer into the basement of the 
house he was working on. If the 
lady of the house wanted to see) 
how a certain pattern of paper) 
looked in a room, he had a roll with | 
him to bring in and show on the) 
wall she wanted covered. By leav- 
ing one rear door open he could 
carry even his longest extension 
ladders on the floor of the vehicle 
where they were convenient to un- 
load. 

While all truck factory men ad- 
mit that stocks of new trucks in 
the hands of dealers and branches 
have been creeping up during the 
past six months, they still say 
that these stocks are not higher 
than the normal selling years 
prewar, 

This statement seems to be borne 
out by comparison between produc- 
tion for the domestic market and 
registration figures for last year | 
with the possible exception of the 
16,001 to 19,500 GVW size—and even 
here the lag of registration behind 
production is not overly disquieting. 

For instance, in the less than 
5,000 GVW size, where the demand 
is still far from being satisfied, the 
industry built 420,531 vehicles, ac- 
cording to AMA figures, and regis- 


Tank Truckers 


Meet May 31 


WASHINGTON. — Alfred D. 
Carleton, manager of the traffic de- | 
partment of Standard Oil Co. of | 
California and former consultant on 
transportation to the secretary of 
state, will address the mid-year 
meeting of the National Tank 
Truck Carriers, Inc., at the Cosmo- | 
politan hotel, Denver, May 31. He! 
will discuss carrier-shipper rela- 
tionships. 


tered 379,674 units, according to 
Polk registration reports. 


Ts MEANS that only 40,857 
pickups and panels were on the 
dealers’ floors and in transit. With 
over 20,000 dealers selling at least 
this size truck it shows that even 
here there were less than two 
trucks per dealer on his floor, in 
paint shops or otherwise having 
work done on them that held up 
registration—or were in transit. 

In the 5,001 to 10,000 GVW class, 
244,894 were made and nearly that 
many were registered. In the 10,001 





FOR TRUCKS ONLY—Modern Motors (Ford), l0th and Francis Sts. 
6,000 visitors for the opening of its exclusive truck center. The building is 140 by 125 feet. 
J. R. Taliaferro is president and general manager of the firm. 


St. Joseph, Mo., drew 





of but slightly over two vehicles 
per dealer on floor or otherwise 
not ready for registration. 

In the 16,001 to 19,500 GVW class 
64,297 were made as against 34,660 
the previous year and nearly 50,000 
were registered. Here, though the 
industry nearly doubled its output, 
due in the main to Ford and Dodge 


to 14,000 GVW class 150,340 were| entering this field for the first time, 


made and more units were regis- 
tered than were made. 

In the 14,001 to 16000 GVW 
class 217,695 trucks were built and 


the situation is not overly critical 
but calls for more intensive selling 
on the part of the retailer. 

Few dealers are concerned with 


all but approximately 40,000 were | the sizes over 19,500 GVW, but even 
sold, which indicates an average (here, where the concentration is 








FAMOUS FRAM OlL & MOTOR 
“cleans the oil that 
Removes 


CLEANER 
cleans the motor. 


Bio Backing for these 4 Gre 


Cue 





SENSATIONAL FRAM GASOLINE 
FILTER guards finely adjusted 
modern carburetor mechanisms 


bound to be much heavier, figures 
show that production § increases 
were not entirely unjustified as 
viewed for the year. In the 19,501 
to 26,000 GVW class 45,120 were 
built—8,397 more than the year pre- 
vious—and about 35,000 were regis- 
tered. Over 26,000 GVW—nearly as 
many trucks were sold as were 
registered, 19,712 having been built. 
* * + 

ANUARY production figures, 

while they show a definite and 
substantial cutback in output in all 
sizes over the 14,001 to 16,000 GVW 
weight class for the same month a 
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year ago, still indicate that the re- 
tailer will have to “get out and sell” 
if he doesn’t want these units to ac- 
cumulate in his stocks or be forced 
to sacrifice in order to move them. 

Registrations for January and 
several states for February, how- 
ever, seem to indicate that truck 
sales are picking up generally over 
the country and that unbalanced 
stocks in the hands of dealers are 
either due to a soft market in a 
particular spot or to the lack of 
real selling on the part of some 
truck dealers. 

There are still thousands of me- 
dium and heavy trucks running on 
the roads that are improperly de- 
signed and equipped for the hauling 
job they are in and are costing 
their owners good dollars every day 
more than they should if they were 
of the proper specifications. Thou- 
sands of trucks are so old and worn 
out that they are costing their 
owners practically as much in up- 
keep as the payments on a new 
vehicle would, 

These are the jobs the retail truck 
merchant must find and convert 
into sales profitably. The use of 
imagination, ingenuity and some 
close work with a sharp pencil over 
cost of operation will still move 
trucks for the dealer who is alert 
and working just as he did prewar, 














NEW FRAM PRESSURE CRANK- 
CASE VENTILATOR filters incom- 
ing air, expels blow-by gases as 


NEW FRAM CARBURETOR AIR 
FILTER offers positive protection 
in cleaning tons of dirty dust- 


sludge, carbon and corrosives 
constantly manufactured with- 
in the engine. Plus complete 
line of cartridges for all makes 
of filters. 





Stock all Four 





by removing solids and water 
from gasoline. Takes out sedi- 
ment, scale and dirt. Designed 
with replacement cartridge for 
your after market profits. 
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they form, reduces crankcase 
condensation. Electrically driv- 
en blower provides positive 
crankcase ventilation. Low- 
cost replacement cartridge. 





OIL-AIR~-FUEL 


laden air before allowing it to 
enter the carburetor. It is easier 
to replace the economical car- 
tridge than to clean ordinary 
air filters. 


FRAM CORPORATION, Providence 16, R.1I. In 
Canada: J. C. Adams Co., Ltd., Toronto, Ontario. 
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Used Units a Bottleneck? . 
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Truck Sales Are Up 


But Stocks 


Rise, Too 


(Continued from Page 30) 


trucks can be moved by offering 
longer trades to induce purchase 
without injury to any one but the 
dealer at the time of the deal— 
especially if he immediately dis- 
counts the over-allowance in pric- 
ing the used vehicle when he puts 
it on the lot. Cut-pricing can al- 
ways be hidden in a swap deal to 
a great extent, even though it 
still is poor business under most 
conditions. 
eee 

I --scemar will have to get into 

the used-truck business this 
year—and it is much better to get 
used to “store teeth” by taking 
small bites than to wait until hun- 
ger drives one to “wolfing” his 
food. 


In today’s readjustment market, 
when prices of used vehicles are 
unstable and face the likelihood of 
going down rather than again 
reaching the unusual heights they 
have been for the past three years, 
dealers cannot afford to let used 
trucks in particular stand on their 
lot without attention. Net over 72 
hours should elapse before the 
“trade” is made. 

It not only costs the dealer at 


least a dollar a day to keep a 


vehicle on the lot in the room 
it takes up and the janitor at- 
tention it needs from time to 
time, but it may also cost him 
his total gross profit on the orig- 
inal deal if he leaves it there 
long enough for its value to drop 
to any great extent. 

There is also thé possibility that 
the truck will become a “dog” not 
only to everyone in the truck end 
of his business, but to a good many 
potential buyers who have watched 
it sit in the same place for weeks 
or months without anything being 
done to it. 

Most used-truck prospects are 
operators of trucks and not only 
have occasion to frequent truck 
dealer establishments from time to 
time, but if they feel that they are 
going to need a new truck by a 
certain time, will be watching all 
dealer used truck lots to see what 
is being offered long before they 
expose themselves as a _ potential 
buyer. These are the boys who own 
their own trucks and use them to 
make their living in most cases. 

* * *. 


j= IS FOR this very same reason 
why it is so very important to 
do a good job of appearance re- 








with STATEWELD Mcncgram GRILLE GUARDS 








For perfection in protection 


Order these “friend-making” Stateweld 
“Menogram” Grille Guards NOW. 


SHATTER 
DENTED F| 









All heavy-duty welded steel construction offers complete front-end pro- 
tection plus attractive, exclusive “Monogram” design These rugged 
guards have a handsome baked on finish. They absorb punishment 
without rattling or jarring loose after simple and fast installation. No 
special tools are needed. 


Distinctively and individually tailored to the truck for all models of Ford, Dodge, 
Chevrolet, G.M.C., Studebaker, Willy's. 


STATEWELD PRODUCTS ect ai 


1200 EAST BAY AVENUE 
NEW YORK 59, NEW YORK 
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AT INTERNATIONAL'S REGIONAL SERVICE MANAGERS’ MEETING—IHC motor truck division, recently held a one-week conference 


The first three days’ meetings were held at the general office in Chicago. The last two days the group met in joint conference with 
members of the sales management, engineering and manufacturing groups at the company's Fort Wayne works. This group photograph 
was made at the Fort Wayne conference. Front row, left to right: C. M. Brodbeck, chief inspector, Springfield works; J. F. Adams, assistant 
sales manager, central region; H. A. Weissbrodt, Fort Wayne works manager; H. K. Reinoehl, chief engineer; W. D. Reese, manager of 
engineering; W. K. Perkins, manager of sales; H. E. Gottberg, manager of manufacturing; J. A. Karl, assistant supervisor of motor truck 
service; E. J. Bradbury, chief engineer, IH of Canada, Chatham, Ont.; Maurice Smith, service engineer; J. A. C. Straub, divisional engi- 
neer, engines and electrical equipment. , F 

Middle row, left to right: O. C. Werling, engineering department; J. Oo. Golden, engineering, general office; K. W. Freeman, southern 
region sales manager; R. G. Greer, western region sales manager: J. 7 Sullivan, eastern region sales manager; R. Garrett, St. Louis district 
service supervisor; E. Hallberg, service engineer, foreign operations; C. L. Steplock, general service manager, foreign operations; L. A. 
Hanson, east-central region, sales manager; C. R. White, service engineer, service section, general office; A. C. Lang, Chicago district 
service supervisor; S. Harms, northwest region service manager; C. H. Dunn, western region service manager; L. J. Sugden, central region 
service manager; A. D. Bishop, Fort Wayne works genera! superintendent; E. P. Moses, service section, ne department. Top row, 
left to right: 7: Riggs. northwest region sales manager; G. S. Menninger, supervisor of dealer service; R. A. Mitchel, service manager, 
International Harvester -, Canada; Roy Pugh, service section, Chatham (Ont.) works; Harry Martin, southern region service manager; B. 
M. Kaiser, southwest — sales manager; Herbert Johnson, Indianapolis district service supervisor; W. R. MacKenzie, east-central region 
service manager; J. E. Rudolph, Boston district service supervisor; L. E. Esch, acting southwest region service manager; N. Reiter, eastern 
region service manager; N. L. Ginder, tool engineer, service section; C. E. Morrell, service section, engineering department: D. Frey, 
Denver district service supervisor. 





conditioning on the truck before next year or two, he would be ex- | and that the condition of the cab 
it is put on the lot—-repair or re- tremely particular in seeing that| must to a great extent portray 
place the torn seat and back cush- the used vehicle he bought had a| the condition of the engine, 
ion coverings and, above all, repair good seat cushion and comfortable! transmission and rear axle. 
the springs in the seat so that it is back rests. 
not broken down in any place. Cabs, too, react to the sugges- dans ee ayer po t the 
A dealer has only to put himself tion of “good housekeeping.” Con- ing had w . — tice oo hav- 
in the place of one of these buyers sciously or unconsciously, the po- 8 & workmanlike job of ap- 
to realize why certain things are tential buyer feels that if the |P©#Tance reconditioning done on 
mandatory in preparing a used former driver has badly misused |the cab and chassis. Dirt on the 
truck for sale. If the dealer faced the cab and it is a shambles on | Working parts of a truck immedi- 
sitting on a cab seat from 6 to 10 the inside, that he is the type of | ately tells the potential buyer that 
hours every working day of the driver who also misuses his truck | no mechanical work has been done 
— im on the truck, and that a buyer is 


liable to run into service expense 
as soon as the truck is put on a 
job. 





* * * 


A THOROUGH steam cleaning, 
*”" painting the chassis, and pos- 
| sibly the engine, at least gives the 
prospect the idea that the truck 
| has been gone over, whether or not 
a wrench has been put on it. 
Pulling the stake or platform 
| body—or other style body, espe- 
cially if it is beat up—-off the truck 
before this conditioning-for-sale 
work has been done on it, not only 
makes it easier to put the cab 
and chassis in saleable condition 
but prepares the job for showing 
| and in the condition a prospect is 
| accustomed to looking at a new 
truck. It enables the prospect to 
see all of the working parts, the 
frame and springs that mean so 
much to him if he is buying to 
(Continued on Page 41, Col. 1) 
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DISTINCTIVE LUGGAGE 





Sturdily constructed, 


they are “Styled to win 
customer favor... 
built to hold 

customer friendship.” 






FIELD 
EXECUTIVE 


It's easy and profitable to sell nationally 
obvertieed Maximillian Bonded Luggage to 
| "“travel-minded"’ car purchasers. 

This deluxe two-piece matched set for men 
consists of a 24” Two-Suiter and a 21” Com- 
panion Weekender. Simply snap out the 
exclusive removable SUIT-PAC from the Con- 
vertible Two-Suiter and you have an all- 
purpose bag. Soiled laundry compartment, 
tie-rack, etc. The ‘Field Executive'’ in gen- 
uine IMPORTED PIGSKIN or TOP GRAIN 
ANILINE COWHIDE. #IF. Your Dealer's 
Cost, $81.00; advertised consumer 
price, incl. Fed. Tax, $161.48.......... 

Other 2-pc, Matched Sets: (Not illustrated) 

“The Viking’ in Genuine IMPORTED PIG- 
| SKIN or TOP GRAIN ANILINE COWHIDE. 
| #2F. Your Dealer's Cost, $71.00; advertised 
consumer price, incl. Fed. Tax, 

GRO O cos ciccicm etieaksnscecech 

"The Viking" in Genuine DEEP BUFF COW- 
HIDE. #3F. Your Dealer’s Cost, $51.00; 
| advertised consumer price, incl. Fed. 

ORDER DIRECT FROM THE 
MANUFACTURER 

Simply check the box opposite the lug- 
gage desired. Then clip and affix this ad 
| to your letterhead. Enclose check or credit 


| Firman Leather Goods Corp. 


137 E. 25th STREET, NEW YORK 10, N.Y. 
Inquiries and Sample Orders Invited 


6750 S. STONY ISLAND AVE. 
CHICAGO 49, ILLINOIS 
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Cox Takes Crosley Post 


As Body Consultant 


Arthur Cox has been appointed 
technical consultant in body design 
for Crosley Motors, it is announced 
by Powel Crosley jr., president. 

Cox comes to Crosley from Hayes 
Mfg. Corp., Grand Rapids, Mich., 
where he was assistant chief engi- 
neer. Previously he served as chief 
draftsman for Murray Corp. of 
America and as assistant chief body 
engineer at Kaiser-Frazer. 

* * > 
Fiberglas Names Irvine 


Detroit Office Head 


Appointment of Jan S. Irvine as 
manager of the Detroit branch of- 
fice of Owens-Corning Fiberglas 
Corp. is announced by Ben S. 
Wright, general sales manager. 

Sales territory of the Detroit 
branch office includes all of Michi- 
gan except the northern peninsula. 
Irvine’s staff in Detroit includes 
five sales representatives. A Grand 
Rapids sub-branch, headed by John 
W. Trimble, is also under his di- 
rection. 

e . * 


Stoll, Hyland Elected 
Bendix Vice-Presidents 


George E. Stoll, general manager 
of Bendix Products division of 
Bendix Aviation Corp., has been 
elected a vice- 
president of the 
corporation, ac- 
cording to Mal- 
colm P. Fergu- 
son, president. 
Stoll has been 
with Bendix since 
1929. 

Election of 
Lawrence A. Fliy- 
land as vice-pres- 


Auto Personnel 





ident of the cor- 

poration is also 

announced by Ferguson. Hyland, | 

who will be in charge of Bendix 

Aviation research, was formerly 

executive engineer of the company. 
* * + 


George E. Stoll 


Benning, Johnson Named 
In Willys Engineering 

Walter F. Benning has been ap-_| 
pointed chief engineer of Willys- | 
Overland Motors, and Philip C. 
Johnson assistant chief engineer, it 
is announced by Delmar G. Roos, | 
engineering vice-president. 

Benning joined Willys in 1944 as 
truck engineer to handle work in 
connection with the wartime Jeep ' 
and has been technical assistant to | 
the engineering vice-president for 
the past two years. 

Johnson has been with Willys | 
since 1937. For the past four years | 
he has also been assistant to thc) 
engineering vice-president, direct- | 
ing departmental administration, 
labor relations and experimental | 
production. 


MclIntyre’s Son Named 


Monroe Service Head 


Cc. S. (Chuck) McIntyre III, son} 
of B. D. McIntyre, president of | 
Monroe Auto Equipment Co. of | 
Monroe, Mich., has been appointed 
service manager of the company, | 
according to his father. 

Prior to his appointment, he 
served with the Newgren Co., for-| 
implement distributors and manu- | 
facturers of Butler, Pa., as sales| 
manager in the Michigan, Indiana | 


and Kentucky area. 
+ + * 


Goodyear Names Martel 


To Head Jobber Sales 


W. S. (Marty) Martel has been 
appointed manager of automotive 
jobber sales for Goodyear Tire & 
Rubber Co, 

Martel has been affiliated with 
rubber firms, with one exception, 
since 1908. He was sales manager 
for Motor & Machinists Supply Co. 
of Kansas City during World War | 
I. His first association with a rub- | 
ber company was with Peerless | 
Rubber Co. of New York. 

a” 
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Spencer Is Named Assistant 


To Dodge Service Director 


Walter M. Spencer has been ap- 
pointed assistant director of service, 
it is announced by Ed C. Quinn, 
general sales manager of Dodge. 

Spencer began his career in the | 
auto business in 1922 as a mechanic. | 
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After 13 years with dealerships, he 
joined the Dodge service depart- 
ment in 1935. 

a o + 


Goodrich Names Green 


W. A. Green has been named 
manager of special accounts sales, 
consisting mainly of sales to oil 
company marketers, in the Asso- 
ciated Lines Sales division of B. F. 
Goodrich Co., it is announced by 
M. G. Huntington, division general 
manager. The division handles sales 
of Brunswick, Diamond, Hood and 
Miller brands of tires and acces- 
sories. 

aa * + 


Safety Award Presented 


Firestone Fourth Time 


For the fourth consecutive year, 
Firestone Tire & Rubber Co. has 
received the National Safety Coun- 
cil’s Award of Honor for distin- 
guished service to safety. Presen- 
tation was made on a broadcast of 
the “Voice of Firestone” radio pro- 
gram. 

J. E. Trainer, vice-president in 





charge of production for Firestone, 
received the award from James 
Tanham, chairman of the board of 
direetors of the National Safety 
Council and _ vice-president in 
charge of industrial and public re- 


lations for the Texas Co. 
* * + 


L-O-F Picks Lussier 


Appointment of R. Philip Lussier 
as a field representative out of the 
New York office of Libbey-Owens- 
Ford Glass Co. is announced by 
G. P. MacNichol jr., sales vice- 
president. 

* - * 


Hibbard Joins GM 


Appointment of Russell L. Hib- 
bard of Madison, Wis., as director 
of GM’s unemployment compensa- 
tion activities is announced by H. 
W. Anderson, personnel vice-presi- 
dent. Hibbard has been assistant 
director of the unemployment com- 
pensation department of the Wis- 
consin industrial commission. 

* * . 


Firestone Moves Roberts 
E. A. Roberts, tire engineer in 
charge of passenger car tire de- 
sign for Firestone Tire & Rubber 
Co., has been assigned to the De- 
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APPLAUSE AWARD FOR DAVIS—J. R. Davis, Ford sales and advertising vice-president, 
shows East Coast Ford executives the memento given to him by the Sales Executives Club 
of New York for “outstanding salesmanship in introducing the 1949 Ford."' The award 
consists of two hands poised in applause and hand-carved from solid mahogany. The award 
is made by the club for unusual achievement in the sales field. Looking on are J. G. 
Lewis, New York Lincoln-Mercury district manager; C. J. Seyffer, northeast regional man- 
ager; Davis; C. Beacham, southeast regional manager, and Nelson F. Bowe, New York 
Ford district manager. 


assistant general sales manager at 
Goodyear Tire & Rubber Co. of 
Canada, Ltd. He has been manager 
of several departments in the sales 
division and was manager of tire 
sales prior to his latest promotion. 


troit area as Firestone resident 
engineer. He joined the company 
in 1925. 

+ > a7 


Goodyear Names Willmot 
F. G. Willmot has been appointed 
















Reach Out 


for New Buszness. 





/ 





Bring in Shop Work from Miles Away 


to handle efficiently any road job regardless of 


HOLMES WRECKER Equipment is just what 


your shop needs to REACH a vast new source of 


service customers. . 


. cars which are wrecked or 


disabled out on the streets or highways of your 
community. To reach out for these BIG PROFIT 
Jobs a shop must be equipped to render FAST, 
SAFE and COMPLETE “Road Service.” 


Modern Holmes Wrecker Equipment permits 
just such a service operation. It enables a shop 


NAME 


ERNEST HOLMES CO @ CHATTANOOGA, TENN. 


Gentlemen: Please send without obligation, Booklet F-150-3-08 
“Time to Extend Your Service To Those Out on the Highways” 





Oe ertemeicntieensis 
ADDRESS 
CITY 


es cme ee mee we ae ma rem mm mn me eek mE UG DHFR ek a a seh et wa CRE OnE On em een 


—_ZtONE__._ STATE 


its location. In providing such service you can 
easily extend your facilities to the exact spot 
where service is needed and where today most 
profitable shop work is obtained. 


See your jobber or write today for booklet on 
How you can Obtain New Shop Business with a 
Holmes Wrecker Unit. 
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GM Alone Lessens 
Short Position Total 


By George Deery 
Associate Editor 

HE SHORT interest on the New 

York Stock Exchange increased 
again for the month ended March 
15 to the highest total since Aug. 
15, 1947, the exchange announced 
last week. 

In the latest report, the short 
position jumped 123,473 shares to 
1,348,759. This compares with 1,- 
220,286 in the February report. 
Nine motor, accessory and rub- 
ber issues are in the March com- 
pilation. 

A slight drop in the short side 
in General Motors made it the only 
issue not contributing to the month’s 
rise. GM’s position totaled 34,288 
at the middle of March compared 
with 35,890 the corresponding date 
a month ago. 

There was only a slight increase 


in Chrysler to 27,826 shares from 
27,494 in the February report. Sub- 
stantial boosts were recorded for 
three of the independents, with 
Hudson showing the greatest gain. 
Its short position rose to 14,722 
March 15 from 6,759 a month ago. 
* * * 


ASH was listed with 11,295 
shares against 7,175 on Feb. 15, 
while the short line in Studebaker 
moved higher by nearly 3,000 shares 
—to 17,303 from 14,332. 
American Bosch was listed for 
2,900 shares on the short side in 
the February accounting. It did 


not appear in the March release | 


from the exchange. 
Two rubber firms were includ- 


ed in the March exchange fig- | 


ures, with U. S. Rubber making 
the biggest gain of 8,735 shares 


from 4,605 in February. The | the preceding year, but net income! income of $421,614. The year’s earn- 





ON THE JOB... 


BUT UNABLE TO DO THE JOB” 
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OISTMIBUTED 


wrAaYMsSCcKSsreEte 


SPECIALIZED EQUIPMENT FOR Plus PERFORMANCE 


NATION-WIDE SALES 


for 


AUSTIN FIFTH WHEELS 


CHAMPION GRILL GUARDS 


THE TRUCKSTELL COMPANY 
TRUCKSTELL MANUFACTURING CO. is 


Union Commerce Building 
CLEVELAND 14, OHIO 


BAUMIS DUAL AXLE DRIVES 

TRUXMORE TRAILING 3RD AXLES 
SUPERIOR 4-WHEEL CENTER CHAIN DRIVES 
WATSON AUXILIARY TRANSMISSIONS 
TRUCKSTELL TIP-TOE-MATIC OVERDRIVES 
CLARK 5-SPEED TRANSMISSIONS 

SUN ELECTRIC TACHOMETERS 


TRUCKSTELL SAFETY TANKS 
CLARK ‘QUICK CHANGE”’ TIRE CARRIERS 
SASGEN SERVICE DERRICKS 


PENN SAFETY REAR BUMPERS 
and Other Special Equipment for All Trucks. 








AND SERVICE 
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More than 40 Distributors in Principal Cities of the U.S. A. 


Goodrich total was 7,900 against 
5,882 a month ago. 
| Fedders-Quigan jumped to 13,475 
shares. At the middle of February 
|the figure for this firm was 5,000, 
according to the exchange. 

* + + 


Associates Investment 
Shows 82% Net Jump 


gross volume of receivables aggre- 
gating $609,011,138 in the year end- 
ed Dec. 31, compared with $467,- 
258,839 in the preceding year, ac- 


of the board. 
Consolidated net earnings of the 


were $6,776,261, representing an 82 
percent increase over income of 
$3,717,248 in 1947. The 1948 income 
was equal to $6.50 a share on 1,041,- 
824 shares of common stock out- 


share on the same number of 


shares in the preceding year. 
* a * 


Seiberling Profit Rises, 
But Sales Dip Slightly 








TIL ICES a 


Associates Investment and _ its| 
finance subsidiaries purchased a} 


cording to E. M. Morris, chairman | 


company and all its subsidiaries | 


| 
| 


| 
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PEERLESS MODEL FOR FORD PACKAGE CHASSIS—Peerless Mfg. Corp. of Fort Wayne 
has announced a new mass production package delivery body. This company has had 25 
years’ experience manufacturing custom truck bodies and trailer coaches. These bodies will 


standing, compared with $3.57 a| only be sold through Ford dealers, the company states. 


was up 10.9 percent over 1947, J.| ings amounted to 74 cents per com- 


| P. Seiberling, president, said in the 
|annual report to stockholders. Net 


sales were $28,414,291, 


Net sales of Seiberling Rubber with $32,116,490 in 1947. Net income 
dropped 11.5 percent in 1948 from| was $467,758, compared with 1947 


The right equipment—and complete equipment—is important to a 
to a diver. Without it he can’t hope to do a job. 


Proper equipment is essential when the job involves truck operation, 
too. Today, more than ever before, with pay-loads getting bigger 
and bigger—truck operators need the right special equipment to 
operate efficiently and at lowest cost per ton mile. 


Alert truck dealers know this... they capitalize on every oppor- 
tunity to sell complete trucks, with the special equipment that's 
needed to meet their customers hauling needs. 


The best way to meet those needs is to take advantage of the 
knowledge and assistance that your Truckstell distributor offers. 
He’s ready to work closely with you to boost your profit on every 
truck sale and give your customers the all-round satisfaction they 
get with trucks that perform dependably and profitably, day in 
and day out. 


Why not get the most from your truck franchise? Get Truckstell 
on the job for you! 


iionit | 
ricait.i% 


THE KEY TO MAXIMUM PROFIT ON EVERY TRUCK SALE 





mon share, compared with 58 cents 
for 1947, when profits were cut 
sharply by six weeks of strikes, 
Seiberling said. 

Seiberling said added _ storage 
space, and an increase in working 
capital, would permit the company 
to stabilize employment, make 
manufacturing and shipping econ- 
omies and provide better service 
to customers. 

“More tires can be produced dur- 
ing the normally slow’ winter 
months, and then sold in the sum- 
mer,” he said. “In the past, greater 
summertime demand has forced us 
to hire more workers in the spring 
and lay them off in the fall—a pro- 
cedure not only costly but disturb- 
ing to employe morale.” 
| * * 


Tax Load Relief 
Seen for Monroe 


|Auto in 1949 


“Although Monroe Auto Equip- 
|ment Co., traded over the counter, 
| reported improved earnings for the 
| six months ended Dec. 31, the first 
| half of the current fiscal year, the 
| company took no action on a com- 
mon dividend at its February meet- 
| ing,” the Wall Street Journal points 
out. 

| This New York publication offers 
| the explanation that “the company’s 
| conservative dividend, policy can 
| perhaps be explained in the light of 
| several factors. The bureau of in- 
|ternal revenue has proposed addi- 
| tional assessments of about $2,700,- 
| 000 for the fiscal 1941 through 1946. 
|For this, the company set aside 
| $1,000,000 last June and purchased 
| $500,000 of tax anticipation certifi- 
cates in January and February this 
year, 

“It plans to continue purchasing 
| tax notes, including $300,000 certifi- 
| cates this month and hopes that its 
| full tax liability will be taken care 
| of by the end of fiscal 1949. 

“Secondly, Monroe will still have 
about $1,300,000 in long-term debt 
after this year. Lastly, the company 
requires larger amounts of working 
capital to carry on its increased 
business. 

“In the first six months of this 
year, it boosted its working capital 
$340,000 to $2,150,000, a current ratio 
of 2.03 to 1, compared with 1.91 to 1 
at the end of fiscal 1948.” 

. 


* *~ 
Jack & Heintz Sued 

A stockholder’s suit demanding 
|an accounting and compensation 
for “losses to stockholders by the 
| unlawful acts of organizers” of the 
| $30,000,000 Jack & Heintz Precision 
Industries, Inc., has been filed in 
Cleveland’s common pleas court. 
The stockholder, Teresa Beny 
holder of 200 shares, named 57 de- 
fendants, and alleges conspiracy by 
| Byron C. Foy, former head of the 
newly formed company, and B. C 


Milner jr., his associates. 
* * + 





Auto Stocks 
Mar. 21 Mar. 14 





Chrysler ......... 58 5456 
Crosley .......... 6% 6% 
General Motors .. 59% 60 
Hudson ... .. ... AWS 11% 
Kaiser-Frazer ... 6% 6% 
Nash-Kelvinator 12% 13 
Packard ......... 4 3% 
Studebaker ...... 18% 19% 
ee 1% 1% 
Willys-Overland . 5% 5%4 

Average for — 

10 Stocks ...... 17.82 18.30 
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TRUCK SECTION 


Used Units a Bottleneck? . 


Truck Sales Are Up 


But Stocks 


(Continued from Page 38) 


operate himself as a means of | Interior linings should be cleaned 


earning a living. 

Dinging out bent metal work, 
repairing torn fenders and skirts 
or patching holes in the cab or 
cab doors adds to the feeling 
that the job hasn’t been “beat 
up” too much, as well as making 
it possible to make the job at- 
tractive looking. Good operators 
always keep in mind that most 
used truck buyers are making, 
what to them, is a major invest- 
ment and the more attractive 
that truck is made to appear, the 
easier it is to sell. 

If metal work has to be done, 
or the hood, front fenders and cab 
are so far gone finish-wise that it 
is necessary to repaint the job, it 
is considered better practice to 
spray two light coats of lacquer 
than to use one heavy coat. The) 
reason for this is that the two 
light coats—which take no more} 
material nor much more time— 
produce a softer, more velvety fin- 
ish and do not leave the truck with | 
that “high shine” that experienced | 
used-truck buyers have come to) 
associate with trying to cover 
faults. 

Interiors of the cabs should be| 
given a coat of “rub on” enamel, | 
if they are badly scratched or the | 
finish marred. Mats should be re- | 
paired or replaced as well as pedal | 
pads and gear shift grips if used. | 


ATA Transfers | 
Carrier Parley 
To Denver Hotel 


WASHINGTON.—Advancee _indi- 
cations of heavy attendance at the 
mid-year meeting of the National 
Tank Truck Carriers, Inc., a con- 
ference of the American Trucking 
Assns., Inc., have caused the group 
to shift its meeting place to the 
Cosmopolitan hotel in Denver. 

The sessions will run from May 
30-June 1, 

C. Austin Sutherland, secretary- 
manager of the conference, said 
the meeting had been planned 
originally for the Broadmoor hotel 
at Colorado Springs but that ad- 
vance registrations indicated at- 
tendance would be beyond its ca- 
pacity. 

In order to assure adequate space 
for the business sessions and for 
the delegates expected to bring 
their families, it was deemed ad- 
visable to hold the meeting in 
Denver. 





Huppert Named 
To GMC Post 


PONTIAC.—W. L. Huppert has 
been placed in charge of coach 
technical service, according to H. 
E, Listman, general sales manager 
of the motor coach division of GMC 
Truck & Coach. 

For the past 20 years he has been 
a member of the GM coach service | 
organization. He previously had 
been associated with both Dodge 
and Packard. 





N. H. Weighs Insurance 


On Driver Licenses 

CONCORD, N. H.—New 
Hampshire’s deputy insurance 
commissioner has outlined a 
plan for compulsory insurance 
of drivers’ licenses instead of 
insurance on vehicles. He said 
he planned to sponsor legisla- 
tion as soon as possible to put 
the system into operation. 

Each driver would be re- 
quired to insure his license and 
in the case of family cars, each 
member operating the vehicle 
would be required to have an 
insurance license or post a lia- 
bility bond. 
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Rise, Too 


up, repaired if torn, and given a 
coat of finish to make them look 
clean and as much like new as 
possible. Remember the average 
buyer is also going to be the driver 
and looks on his purchase with 


that in mind. 
* ” * 


he 








. . HYDRAULICALLY-DRIVEN COMPRESSOR—A new refrigeratin it for both low-t - 
’ | g unit for ow-tempera 
AM SAFETY items—window op ture and normally insulated truck bodies that is driven hydraulically from the power takeoff. 


erating mechanisms, 
lights, door catches and brakes- 
should work perfectly before the 
job is sent to the lot. The new 
owner-driver is most likely so tired bs , 
of fussing with the ones on the| perfect as it is possible to get the 
“junker” he has been driving that | job to fire. The engine is the heart 
he is especially conscious of this|of the “workhorse” he is buying, 
mechanism. 
Above all, the engine wants to|certain it doesn’t have any de- 
be tuned so that it starts easily, | fects that will necessitate an out- 
sounds good and “hits” as near|lay of cash for repairs immedi- 





~ Frostige Pays... 


- +» » FOR MACK DEALER RALPH J. BUCKLEY 


@ That’s how Ralph J. Buckley, president of 
Buckley-Mack Company, Inc., Watertown, N. Y., 
feels about his Mack franchise. 

He writes: “I feel that our Mack franchise is very 
valuable because Mack is the outstanding truck in 
the industry, and in our territory is accepted as such. 
There’s a great deal of satisfaction in handling a 
unit that is considered the No. 1 make and has a 
reputation that upholds this honor.” 

As proof, Mr. Buckley cites the fact that last year 
in his territory registrations for the first nine months 
showed that of all trucks delivered — 19,000 Ibs. 
g.v.w. and up — more than 40% were Macks. 

Mr. Buckley’s experience, like that of Mack 





| between the wheel house and rear doors in the 
electric motor for stand-by service, can be furnished wit 
rators, and is automatic in operation. Hydro-Aire Corp., Waukesha, Wis., is the manufacturer. 





Jack Conant, salesman for Buckley-Mack Company, Inc., 
A Watertown, N. Y., makes delivery of a big Mack tractor; 
adding one more to his list of satisfied Mack users. 


IT’S PART OF THE LANGUAGE: 


“Built like a 


hOTn,| this enables placing the unit along side of the engine in most forward contro! trucks and 


odge Route Van. It is equipped with 
either blower or plate-type evapo- 





ately after the purchase. The clutch 
should also be adjusted—and re- 
paired if in bad shape—or the job 


and he is very anxious to make | will come rolling back to the dealer 


in the hands of an irate owner, if 
it goes out quickly. A good or new 
battery should replace a weak one 





/ 


§* | and be kept fully charged all of 
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the time. 

Many successful truck dealers 
make it a practice to pay all 
truck salesmen a larger commis- 
sion on the sale of used trucks 
—<double what they pay on new 
jobs. They do this to sharpen the 
interest of the salesmen in dig- 
ging for used-truck prospects and 
keeping in touch with them un- 
til they take in a job that will 
fill the prospect’s needs and pock- 
etbook. 


Appraising should be done by the 
dealer, his truck sales manager or 
by an experienced appraiser on all 
truck trades, and any over-allow- 
ance should be absorbed in the 
deal for the new truck at the time 
of that sale. It has always been 
poor practice to try to get a price 
out of a used truck that will cover 
the over-allowance, since this not 
only makes that truck a “dog” on 
the lot but gives the dealer a repu- 
tation of being high priced on his 
used stuff. Today, with trades on 
mediums and heavies getting close 
to the “one-for-one” stage, is bad 
enough. But tomorrow when the 
ratio climbs to two to one, such a 
reputation may make a used-truck 


movement hard to keep rolling. 







dealers all over the country, proves that concentra- 
tion on bigger business — real dollar volume — 
points the way to more profitable selling. 

Mack dealers make the big fleet sales . . . get more 
repeat orders. They have the advantage of a well- 
rounded line of trucks that meets the localized needs 
of regional conditions and industries; gives plus 
coverage in practically every line of business. 


*% * & 


* Mack franchises are still available in a number of 
large communities. For information on your terri- 
tory, write to Wholesale Department, Mack Trucks, 
Inc., Empire State Building, New York 1, N.Y. 





Truck " 
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In the Hopper 


W. Virginia Voters to Decide 


$90 Million Vets’ Bonus 


A proposed veterans’ bonus pro- 
gram, with five alternate means of 
taxation to pay off a $90,000,000 
bond issue that would be required, 
will be submitted to the West Vir- 
ginia electorate under a resolution 
given final approval by the state’s 
legislature. 

In voting on the proposed bond 
issue at the 1950 general election, 
the voters will be asked to author- 
ize the legislature to levy one or 
more of five taxes to finance the 
plan. The tax choices will be: A 
new state income tax, higher sales 
taxes, an increase in the present 
1-cent cigaret tax, higher beer taxes 
or increases in the prices of liquor 
and wine in state stores. 

eee 


No Exemptions 


An attempt to revive a bill to 
exempt gasoline used off the high- 
way from Utah’s gasoline tax has 
been rejected by the Utah senate. 





Veolow: 





STANDARD TRUCK 
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When a Man 
is “All In” 


fle Cant Go 
fu Ol for Vou 


take-up of shock followed by rough 
rebounds. Drivers take up to 50,000 
shocks like this a day. 


BOSTROM HYDRAULIC SEAT—Soaks up 
the initial shock and levels out—like 
|  @ passenger car ride. 


Sen. B. Manning Jolley, Orem Re- 

publican, made an _ unsuccessful 

move to bring the bill up for a vote. 
o > * 


North Carolina House OKs 


Heavier Car Trailers 

Legislation increasing the per- 
missable gross weight of trailers 
towed by passenger cars from 1,500 
to 2,000 pounds has been passed by 
the North Carolina house of rep- 
resentatives. 


* > * 
Washington Governor Gets 
Sickness Benefits Bill 


A cash sickness benefits bill, to 
provide compensation for loss of 
wages during unemployment 
caused by non-occupational ill- 
ness or other disability, has been 
given final passage by the Wash- 
ington state legislature and sent 
to the governor, 

The bill provides for a payroll 
deduction of 1 percent, or up to 
$2.50 a month, from the pay 


check of almost every person in 


the state. This would create a 
fund for payments to those un- 
able to work because of disability. 
The bill defines disability as “any 
physical or mental condition 
which renders an individual in- 
capable of performing his regular 


or customary work.” 
. + - 


| Nebraska Hikes Payments 


For Unemployed Workers 

Gov. Val Peterson has signed a 
bill increasing unemployment com- 
pensation benefits in Nebraska 
from $18 a week for a maximum 
|of 18 weeks to $20 a week for 20 
| weeks, effective Oct. 1. | 

Another provision of the new! 
|\law cuts the waiting period from 
|two weeks to one. The measure 
also increased from $200 to $300 
the amount an applicant must have 
earned from a covered employer 
in a base period. 

+ * + 


Higher Gas Tax Bill Passes 
First Kansas Hurdle 


A bill increasing the Kansas 
gasoline tax from 4 to 5 cents 
a gallon has been passed by the 
state’s senate and sent to the 
house. The boost is the major 





BIG PAINT BOOTHS—The largest trailers 
have pioaty. of room to spare in each of the 
two paint booths of the new Walter Davison 
Co. Dodge truck service center in Detroit. 
This photo was taken in the No. | h 
before the drying oven was installed. 


fund-raising bill for the state’s 
contemplated 20-year, $1,750,000,- 
000 highway construction pro- 
gram. 

The bill, which would go into 
effect July 1, would provide an 
estimated $4,500,000 a year for 
highway building, and would ap- 
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tell you better than words why . . . Safety slips! Schedules lag! 


HESE ENGINEERING 


Equipment and cargoes take abuse! 


Yes... Bostrom hydraulic seats more than pay for 


themselves by reducing driver fatigue. You get 







RIDE-GRAPHS 


additional savings by cutting seat repair bills. Ask your 


dealer for a demonstration. For free folder, 


“12 Eye Openers Concerning Truck Seats” write: 


BOSTROM MFG. COMPANY 


133 West Oregon Street © Milwaukee 4, Wisconsin 


Tre ts Mo Sabato eT Ne 


ford Bostrom Kites, Bostrom Hydraulic Seots 











now stendard or optional equipment on the following 


trucks: GMC, Diamond T, 
Walter, Ward La France, 


Federal,’ Hendrickson, Peterbuilt 
FWD, Dart, Oshkosh, and Cole- 


man, Specify Bostrom Model 47 Seats on your new trucks. 





TRUCK SECTION 


portion the increase between 
cities and counties. 


+ o . 
Wisconsin Continues Ban 


Against City Income Tax 

A 1947 Wisconsin law prohibiting 
the imposition of income taxes at 
the municipal level will remain on 
the statute books. 

A repeal measure was withdrawn 
by its sponsor, Assemblyman Fred- 
erick S. Pfennig, Kenosha Republi- 
can, who said the bill lacked suf- 
ficient support for passage. He ex- 
plained he had introduced it at the 
request of Kenosha and Milwaukee 
officials. s% 

- 


$100 Million Highway Plan 
Favored in Massachusetts 

Legislation proposing a $100,000,- 
000 state bond issue for highways 
has been reported favorably to the 
Massachusetts legislature by a com- 
mittee on highways and motor ve- 
hicles. 

Headed by Sen. Edward W. 
Staves, Southbridge Republican, 
the committee earmarked expen- 
ditures from the proposed bond 
issues as follows: $53,000,000 for 
projects outside the metropolitan 
Boston area; $37,000,000 for proj- 
ects within the Boston area, and 
$8,000,000 for metropolitan district 
commission work. The balance of 
$2,000,000 would be set aside for 
traffic safety devices. 

o 7 > 


| North Carolina Senate Gets 
Gas Tax Hike Measure 


Bills providing for a 1-cent in- 
crease in the state gasoline tax 
and a referendum on a $200,000,- 
000 state bond issue to finance 
the construction of secondary 
roads has been passed by the 
North Caroline house of repre- 
sentatives and sent to the state 
senate. 

The house rejected a proposed 
amendment which would have 
made the gasoline tax boost con- 
tingent upon passage of the road 
bond bill. 






* * * 


Wheel Chairs Free 


The Rhode Island house has 
passed legislation to exempt from 
payment of motor vehicle registra- 
tion fees motorized wheel chairs 
owned by any non-profit organiza- 
tion. Also the measure exempts 
from license requirements and 
payment of a license fee any oper- 
ator designated by the organiza- 
tion owning the wheel chair. 

. * + 


Vermont House Votes Down 


Broader Unemployment Law 


A bill to extend the coverage 
of Vermont’s unemployment com- 
pensation law to employers of 
four or more persons, instead of 
seven Or more as at present, has 
been killed by the lower branch 
of the state’s legislature. It would 
have affected 5,071 employes of 
881 employers, 

. 





Tax Hike Killed 


A proposal that the maximum 
sales tax collectible on any one 
item in North Carolina be raised 
from $15 to $25 has been rejected 
|by the state legislature’s joint 
finance committee. 

. o + 


West Virginia to Continue 


Higher Gasoline Levy 


A bill to continue West Vir- 
ginia’s present 5-cent-per-gallon 
gasoline tax indefinitely has been 
given final passage by the state 
legislature. 

The regular statutory rate for 
the gasoline tax in West Virginia 
has been 4 cents a gallon, with 
an added cent for secondary 
roads imposed in recent years on 
a “temporary” basis. The latter 

will now be continued on a per- 
|} manent basis. 
| + 7 + 

Responsibility Bill Dead 
| A bill proposing compulsory mo- 
| tor vehicle liability insurance has 
| been killed by the Vermont house. 


* * * 


Must Take Test 


A bill which would have allowed 
licensed automobile drivers to re- 
new licenses without taking an 
examination has been killed by the 
North Carolina house of represen- 
tatives. 

(Continued on Page 43, Col. 1) 
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In the Hopper 


(Continued from Page 42) 


Reciprocity Authority 


Proposed in R. I. 


Gov. John O. Pastore would be 
empowered to make reciprocal 
agreements with other states con- 
cerning interstate transportation of 
motor vehicles, under provisions of 
a bill pending in the Rhode Island 
general assembly. 

Introduced in the house and re- 
ferred by that body to its judiciary 
committee, the bill is backed by 
the state registry of motor vehicles. 
It provides for creation of a reci- 
procity board consisting of the reg- 
istrar of motor vehicles, the ad- 
ministrator of public utilities and 
an assistant attorney general to 
advise the governor on the recipro- 
cal agreements. j 

* . 


Revised Anti-Freeze Bill 


Before Nevada Senate 


Sen. Rene Lemaire’s original bill 
regulating sale of antifreeze solu- 
tions has been withdrawn from the 
Nevada senate and another substi- 
tuted. It was felt that the first bill 
would exclude good as well as in- 
ferior products, 

The new measure is identical to 
a Nebraska law, and would prevent 
false labeling of any antifreeze 
product, any contents injurious to 
cooling systems and a strength and 
purity below those established at 
the time of its sale, An annual 
inspection by a state sealer, with 
a fee of $20, # also provided. 

+ . 


Truck Fee Hikes 
Urged in Iowa 


Bills to increase the annual li- 
cense fees on all types of trucks 
and trailers have been recom- 
mended for passage by the roads 
and highways committee of the 
Iowa legislature. 

The truck license fee increase 
would jump the annual $15 fee on 
pickup trucks to $25 and on trucks 
of from three to five tons from $25 
to $40. From there on the fees on 
all larger trucks would be ad- 
vanced 10 percent. 

The trailer license fee bill would 
advance such fees from $7 a year 
on trailers of 1,000 to 2,000 pounds 
to $20 a year or about $80 on trail- 
ers of 12 to 14 tons gross weight. 

” * * 


Delaware Bill Would Abolish 


Cooperative Tax Exemption 

Abolition of state tax exemp- 
tion privileges enjoyed by co- 
operatives is proposed in a bill 
introduced in the Delaware legis- 
lature by Sen. R. Allen Cannon, 
Seaford Democrat. 

The measure would provide 
that manufacturing and merchan- 
dising cooperatives be licensed 
and taxed as are other manufac- 
turers and merchants. 

> * * 


No Toll Cut 
A resolution urging the Port of 
New York Authority to reduce toll 
charges on its interstate bridges 
and tunnels was killed by the New 
Jersey assembly. 


7 + 6 
Birthday Ending 
Vermont drivers’ licenses will ex- 
pire on the birthday anniversary 
of the holder under a bill given 


final approval by the state legis- 
lature. 


* 2 « 
Higher Speed Limits 
Pennsylvania’s speed limit for 
passenger cars would be set at 60 





N. Y. Legislature Rejects 
Penny Gas Tax Boost 


In enacting a modified version 
of Gov. Dewey’s recommenda- 
tions for tax increases, the New 
York state legislature killed a 
proposed lI-cent increase in the 
state gasoline tax rate. 

Revenue bills approved by the 
legislature restored the state 
personal income tax to 90 per- 
cent of normal, instead of 100 
percent as advocated by the 
governor. Last year the rate was 
60 percent of normal. However, 
the state corporate franchise 
tax was increased from 4% to 
5 percent. 








miles per hour instead of the pres- 
ent 50-mile limit under the pro- 
visions of house bill 1154. The 
measure would also increase the 
speed limit of commercial vehicles 
to 50 miles an hour, except those 
otherwise restricted. 


Another measure proposing uni- 
form maximum rates of speed for 
all vehicles would permit most 
commercial type vehicles to travel 
50 miles an hour on the highways 





and 70 miles on the Pennsylvania | OFF ON MERCY ERRAND—Right into an Air Force flying boxcar went this eight-ton four- 


Turnpike. 


* * 


N. H. May Ask Drivers 
To Show Responsibility 


A showing of financial responsi- 
bility as a prerequisite to obtaining 
a driver’s license is proposed by a 
bill introduced in the New Hamp- 
shire legislature by Sen. Harold O. 
Pierce of Walpole. 

Before any person could obtain 
a driver’s license, under the bill, 
he would have to obtain liability 
insurance or otherwise show proof 





| wheel-drive truck and Heil five-yard dump body at the Oshkosh (Wis.) airport last month. 


It was an emergency unit endorsed by the Bureau of Indian Affairs in Washington, and was 


flown in two of the huge ‘‘boxcars"’ 


Indians marooned by heavy snowstorms and blizzards. 


to the Fort Hall (Ida.) Indian agency to get relief to 


The unit was equipped with a Heil 


1824 low mount hydraulic hoist and a snowplow. This is believed to be the largest equip- 
ment flown into the storm-stricken West, the company states. 





of financial responsibility of $10,000 
or more. Under present statutes in 
New Hampshire, the car, not the 
driver, is insured and insurance is 
not mandatory upon drivers not 
involved in accidents. The New 
Hampshire legislation, if enacted, 
would be the first in the nation 
placing the insurance on the driver. 


Texas Lawmaker Wants 


Mudguards on Trucks 


Rep. George Parkhouse has intro- 
duced a bill in the Texas house of 
representatives to require large 
trucks to be equipped with mud- 
guards or flaps on rear wheels. 

“I almost got ditched two or three 


Insurance Curb Bill 
Advances in Ohio 


The Ohio house, by a vote of 
105 to 23, has passed and sent 
to the senate the Hart-Farley- 
McClure bill, which would give 
the state superintendent of in- 
surance power to revoke or re- 
fuse to issue or renew insurance 
agents’ licenses where, upon 
hearing, he has found that the 
P business of the agent 
is to sell insurance on products 
which he sells. The bill is aimed 
at automobile salesmen who sell 
insurance on automobiles which 
they handle. 





times the last time we drove to 
Dallas, when trucks splashed mud- 
dy water on the windshield,” Rep. 
Parkhouse said. 


Trade Bill Loses 


An attempt to revive a house- 
approved bill to strengthen the 
Arkansas unfair trade practices act, 
banning sales below cost, failed in 
the state senate, prior to adjourn- 
ment of the Arkansas legislature. 

(Continued on Page 44, Col. 3) 





SYNCHRON-AIR 
BRAKE SYSTEM 


PROVIDES: Synchronized air brake applica- 
tion and release on all axles « Selective front 
axle brake control automatically and pro- 
portionately graduated between stations « 
Option to apply and release a predetermined 
proportion of tractor rear axle brakes simul- 
taneously with trailer brakes through hand 
brake valve « High capacity trailer emer- 
gency relay valve + Single unit tank and 
emergency relay valve. 


THE MIDLAND STEEL PRODUCTS CO. * 6660 MT. ELLIOTT AVE., DETROIT 11, MICH. 


Export Department: 38 Pearl Street, New York, N. Y. 


VACUUM 


SYNCHRONIZING 


VALVE 


PROVIDES: Synchronized tractor vacuum hy- 
draulic and trailer vacuum brake applica- 
tion and release « Uniform control under all 
weather conditions + Single unit trailer 
tank and relay valve « Easily installed « Im- 


proved brake lining life. 
» * 
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“LOCAL grocery 
lineage? ... 
++ Oh, Yes... 


over PIZo 


goes into the 
SAN DIEGO 
UNION and 
TRIBUNE-SUN”’ 






Space buyers know that it pays dividends to follow the 
local choice and the local trend! In big, busy San Diego, it is 
more than ever the Union and Tribune-Sun. Just one ‘‘buy” 


gives you dominance and c 


oncentration of advertising dol- 


lars. Avoid the weakening effect of splitting your appropri- 
ation. Get more for your money in the Union and Tribune- 
Sun,..exclusively,,.the way most local grocery advertisers do. 


25 out of 33 
local grocery adver- 
tisers use the UNION 
and TRIBUNE-SUN 
exclusively. 


*Media Records figures for the last 
Quarter of 1948 show the Union 
and Tribune-Sun carrying 536,256 
lines, or 79.76% of the total gro- 
cery lineage for all daily papers. 
A gain of 32% over last year. 


Ask the West-Holliday Man! 
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Union Tribune Publishing 
REPRESENTED NATIONALLY 
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Co., San Diego 12, California 
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(Continued from Page 43) 


Truck Licensing Pact 


Faces Repeal in Wis. 


A bill introduced in the Wisconsin 
legislature would repeal the state’s 
1947 law concerning licensing of 
motor trucks in interstate com- 
merce. 

The present law permits out-of- 
state trucks to operate in Wisconsin 
without state licenses when their 
home regions extend similar rights 


to Wisconsin trucks. 
oa * * 


Semiannual Inspections 

The house roads and highways 
committee has recommended the 
Iowa legislature pass a bill set- 
ting up a statewide system of 
motor vehicle testing lanes, one 
in each of the state’s 99 counties. 

All vehicles would be required 
to pass a semiannual safety test 
in which the vehicles’ brakes, 
lights, horns, windshield wipers, 
tires and other equipment would 
be checked by members of the 
state highway patrol. Fee for 
each inspection would be 75 


cents. 
* + ot 


| Motorists’ Liability Law 
| Before Nevada Senate 


A bill which would require proof 
of financial responsibility by motor 
vehicle operators involved in acci- 
dents has been passed by the Ne- 
vada assembly and sent to the state 
senate. 

Although a similar measure was 
vetoed by the governor in 1947, the 
new bill was said to have been 
rewritten to eliminate objections 
raised at that time. It would re- 
quire drivers involved in assidents 
causing personal injury, death or 
more than $100 property damage, 
to show financial responsibility for 
damages, Security required would 
amount to $1,000 for property dam- 
age, $5,000 for injury or death of 
one person and $10,000 for injury 
or death of more than one person. 


Titles of Ownership 
Urged in Rhode Island 


A bill affecting dealers, garages 
and individual owners has been 
introduced in the Rhode Island 
house and referred to that body’s 
judiciary committee. 

It would require all owners of 
motor vehicles to obtain certificates 
of ownership from the state reg- 
istry of motor vehicles, and pro- 
vides for a 50-cent fee from deal- 
ers and garages for such certifi- 
cates, while the individual owners 
would be required to pay a $2 fee. 
Title would be changed whenever 
a car is sold. 

* of * 


44-Hour Work Week 
Asked for Pa. Women 


Providing a 44-hour work week 
for women, house bill 1163 intro- 
duced in the Pennsylvania legis- 
lature would aliow a 48-hour week 


only by permission of the labor 


and industry department. 
* * & 


Delaware Reveals Plans 


For $9 Million Road Issue 


Gov. Elbert N. Carvel has an- 
nounced that the Delaware state 
highway department probably 
would introduce a bill in the state 
legislature calling for a $9,000,000 
bond issue for replacement and 
repair of state highways. 

Some $7,000,000 of the $9,000,000 
would be used with $5,000,000 of 
federal funds to make possible a 





N.J. Bill Would Prohibit 
Self-Service Gas Pumps 


Self-service gasoline stations 
would be outlawed in New Jer- 
sey under a bill introduced in 
the state legislature by Sen. 
Bruce A. Wallace, Camden Re- 
publican. 

A statement with the bill ex- 
plained that the measure is de- 
signed to protect the general 
public from hazards “arising out 
of the careless and inefficient 
sale of gasoline.” It said that 
10 states have already banned 
the sale of gasoline through au- 
tomatic vending machines. 





$12,000,000 highway improvement 
program, the governor said. The 


remaining $2,000,000 would be used | 


with other federal funds for ex- 
tension of the state’s dual high- 
ways. Gov. Carvel earlier had rec- 


ommended enactment of increased | 


gasoline taxes and motor vehicle 
registration fees, together with 


new or increased taxes against in- | 


come, cigarettes and alcoholic bev- 
erages. Some of this new revenue 


| would be used to amortize the pro- 
| posed bond issue. 


lowa Roads Committee Urges | 


7 aa > 

Pa. Considers Freeing 
Remaining Toll Bridges 

Legislation to free Pennsylvania’s 
remaining 10 toll bridges has been 
introduced by Sen. George N. Wade 
despite the withdrawal of admin- 
istration backing because Wade 
has had differences with the ad- 
ministration’s tax program for the 
next biennium, including a 1-cent- 
a-gallon increase in the _ state’s 
present 4-cent gasoline tax. 
Meanwhile, the gas tax increase 





Ven Corp., 2832 Newell St., Los Angeles. 
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ONE-MAN LOADER—It is a hand oper. 
ated, lifting tailgate designed to fit any 
pick-up truck and has a nominal capacity of 
500 pounds, according to the manufacturer, 


was reported from committee 
along with the remainder of Duff's 
tax program already approved by 
the house and was in position for 
a final vote. 

+ * + 


Gas, Oil Don’t Mix 
Delivery of both gasoline and 
fuel oil in the same vehicle and 
at the same time to any consumer 
would be prohibited under the 
terms of house bill 1165 introduced 
in the Pennsylvania legislature. 
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With “Lift Gates” on your trucks you will 
make more deliveries daily. Keeps trucks 
on the move, reduces trucking costs, adds 
to trucking profits. Time killing work and 
lifting is avoided. Personnel accidents and 
merchandise damage claims are cut to a 
minimum. There are more “Lift Gates” in 
use than all others. Simplicity of design is 
one reason .. . ruggedness is another. 
Extra features*—perfected by six years of 
field experience—are more reasons why 
most of the truck loaders you see are 
Anthony “Lift Gates."" Write for literature 
and prices. 
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Backshop .... 


(Continued from Page 30) 


he had never had a toehold--and 
that sometimes can be put down as 
good business if he is able to capi- 
talize on such a trade deal later. 
* * * 

ENT OUT to visit the MoPar 

boys — Chrysler Parts Division 
to you who are not familiar with 
what that trade name stands for— 
in their new sales office quarters. 
This organization is growing so fast 
that they continually keep forcing 
themselves out of every new facility 
they take on here in Detroit. 


Some time ago they took over the 
office and a part of the old Graham- 
Paige plant, and when I asked 
“Rusty” Waterfall why they hadn’t 
moved the sales office there instead 
of to the former drug manufactur- 
ing company offices where they are 
now, he told me that they had filled 
those offices with shipping people 
months ago. In addition, they are 
in the process of doubling the size 
of their Atlanta base right now. 

Out of conversations with execu- 
tives I found that MoPar is today 
considered the largest freight for- 
warder in the industry, if not the 
nation, and that it ships a full car- 
load of material to about every 
large city in the country every day. 
In these cities, Mopar has arrange- 
ments with trucking firms to de- 
liver the merchandise to the various 
firms in and near the city. By thus 
utilizing full car shipments, Mofar 
saves about $4,000,000,000 per year 
over what it used to cost when s 
much of its shipments went by 
LCL. By utilizing full car ship- 
ments, too, it can load a car to 
rated capacity with heavy stuff like 
engines, axles and parts in the bot- 
tom of the car and fill the balance 





Ts OTHER instance just points 
up the need we have in the truck 
end of the business for salesmen— 
and perhaps we can add to that— 
businessmen. I don’t know how 
long the dealer had the trucks in 
stock that he sacrificed—but I do 
know from years of experience that 
now is the time of the year when a 
truck dealer should have some 
stock in a competitive market so 
that he can make quick delivery 
when he makes a sale. This is no 
time of the year to sacrifice--even 
last year’s models, 

In the prewar years, many a good 
truck dealer has used past year 
models to “buy into” a fleet where 
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Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...foiks you 
know you can depend 
.on. So for whatever 
grade you 
need ...look 
to Bemis! 











“Each year Bemis de- 
termines the grading 
of burlap from indian 
jute mills. Bemis- grad- 
ing is accepted by 
Producers and users 
alike as the standard 
for bintay» quality. 
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BEMIS 


Detroit « Chicago « St. Louis 
Cleveland «+ Indianapolis 
and other principal _ cities. 


CHROME 
DIE CAST 


DEALERS: 


The Modern Advertising Plate 


With Customer Eye Appeal 
Write for Descriptive Brochure 





2409 15TH ST 


DEMVER 11, COLO 








fenders, hoods and other bulky but 
light material. 


| across from the United States Rub- 
| ber Co. plant, MoPar has room so 
that Karl Gougeon has all of his 


one floor. On the same floor, MoPar 
has a large product display room 
| where it can show dealers not only 
| the full line of accessories it is cur- 
|rently selling but how to display 
them to the best advantage on the 
dealer’s salesroom floor. 
+ + * 

ECAUSE a former dealer who 

went with a truck company on 
the coast is now “on the make” for 
a new franchise including a truck 
franchise I can’t print his letter— 
but I sure would like to. He says in 
his letter that without any truck 
experience he took a national ac- 
count job for a truck distributor, 
and although he didn’t do any busi- 
ness for 59 days, he kept right on 
making calls—35 to 40 calls per day 
—and finally broke the ice with a 
three-truck sale. 

During his three years in the 
truck business, he averaged $160,000 
in sales a year gross—and that 
shows him not to be such a slouch. 
He emphasizes that truck men 
must study their prospects’ needs 
and their own wares and make 
every endeavor to match these up 
in their sales approach. 

He closes his letter with a good 
axiom for all dealers to follow, 
“Again may I say that trucks can 
be sold ... if the right man gets 
behind them and works hard 
enough and is always kind and 
courteous to the trade. Hard work, 
common intelligence, good service 
and courteous treatment to the 
trade will win, and sell trucks.” 

* * * 
. SINCE Robert R. Young, 
chairman of the Alleghany Corp. 
—a railway holding company— 





Just as owners prefer certain makes of trucks, so do thousands 
of contractors and operators swear by Galions. The unparalleled 


advertising department together on | 


In its new offices out Jefferson | 
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of the space with the “tinware”— | 





NO MORE OX-CARTS—Sugar cane growers in Cuba are speeding the harvest with the aid 
of special equipment which enables one truck to do the work of a dozen ox-carts, Empty 
racks with a capacity of one-third of a carload of cane are distributed by the trucks in the 
field for loading. Upper photo, taken at a demonstration arranged by Compania Importa- 
dora de Autos y Camiones, S. A., the Chrysler distributor of Havana, shows a Fargo truck 


pullin 
with 


a loaded rack onto its frame with a winch. Lower photo shows the truck equipped 
ornton dual drive axle carrying the load of cane across a rough field to a mill. At 


the mill the stakes are lifted and the sugar cane rolls off. This unique system eliminates 


about 24 oxen and !2 cart drivers for each truck used. 





sounded off to reporters in Wash- 
ington last month to the effect that 
two-thirds of the nation’s rail traf- 
fic could bear a 50 percent rate in- 
crease and also called for legisla- 
tion to limit the size and weight of 
trucks, newspapers have been re- 
cording “pot shots” being taken at 
the trucking industry from many 
political angles. 

Of course, trucks have been lim- 
ited as to size and weight for years 
—mainly due to rail lobbying in the 
past. It has only been very recently 
that sound thinking in many state 


law-making bodies has begun to 
recognize the injury to the various 
state economies that creating arti- 
ficial truck sfze barriers between 
states has meant, and a serious and 
fairly adequate attempt has been 
made to get all state regulations on 
an adequate minimum weight and 
size basis. 

Young’s statement may mean the 
resumption of rail and rail interest 
“pot shooting” at the trucking in- 
dustry again. If it does, we certain- 
ly hope that this time the entire 

(See BACKSHOP, Page 52, Col. 4) 






performance of Galion’s equalizing double lift arm hoist has 
earned this reputation through service over the past 25 years. 


Distributors in All Principal Cities 
THE GALION ALLSTEEL BODY CO., GALION, OHIQ =0ueueueeeeEeees 
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Chrysler & Independents vs. GM _& Ford . . . 


6 Makers Spur Fight for Rail Rate Relief 


(Continued from Page 1) 

of its cars from four main assembly 
points — Detroit, Toledo, Kenosha 
and South Bend. The plaintiffs con- 
cede that-GM and Ford have a big 
freighting advantage to start with, 
because their many branch as3em- 
bly plants put them much closer to 
the retail delivery point. 


However, according to a state- 
ment issued by the plaintiffs, the 
level of charges on shipments 
from the Michigan assembly area 
to a retail delivery point is far 
above that on shipments to the 
same delivery point from a closer 
branch assembly plant. 

Michigan-area makers pay a great 
deal more per hundred vehicle 
pounds than GM and Ford, and 
every general boost in freight rates 
balloons the inequity still further, 
says the statement. 

o s + 


Atavass, only one out of four 
cars made in the Michigan as- 
sembly area is affected because 
trucks and boats haul away the 






rest. But the “Chrysler group” in- 
sists the matter still is of vital con- 
cern to the trade. 

“There are many times when ship- 
ment by rail would be preferable 
both to shipper and consignee, ex- 
cept for rates that are too high a 
price to pay for rail service,” the 
plaintiffs explain. 

“Second, other carriers, in order 
to get the traffic, tend to fix their 


AST MAY, one chart shows, it 

cost $2.78 per hundred pounds 
to ship an assembled car by rail 
from Detroit to Birmingham, Ala. 
From Ford’s Atlanta plant to Bir- 
mingham the charge was 56 cents 
per hundred pounds. 

The rate from Detroit was repre- 
sented as 43 percent above the 
charge in 1929, in contrast to a 45 
percent drop in the Atlanta rate 
from the same year. Thus, the De- 





FRUEAUF'S LIGHTWEIGHT WHEEL—The 
new type lightweight wheel developed for 
Fruehauf Trailer by Aluminum Co. of America 
is exhibited by F. M. Reid, engineering vice- 


rates competitively with the rail 
rates. When these are artificially 
high, competing carriers can fix 
their rates higher than they would 
otherwise. The high rail rates 
hold an umbrella over all compet- 
ing carriers’ rates.” 

What is the actual “disparity” in 
rates and what do the plaintiffs 
want done about it? 

According to a series of charts 
compiled by Flaherty, rail freight 
rates from Detroit area points are 
as much as 144 percent above what 
they would have been had they 
been reduced as much as rates from 
branch plants have been. 


lanta rate. 


and Baltimore to 





ETS: 
TRANSPORTATION 


A a ties 


Yioth 


AR COM 

inside, embossed in leather graining. Sound 
deadener in between. Stainless steel moulding. 
FRONT END. Section over windshield is uni- 
tized with roof. Maximum visibility ahead, 
left and right. Rear-view mirror and two 
independently operating vacuum windshield 
wipers. 

BACK END. Lift-up door of full body width, 
over fully chained tailgate. Door and gate 
firmly pinioned by continuous piano-type 
hinges, making the body here—as elsewhere 
—completely leakproof. Available also with 
two full deors making body adaptable for 
ambulance service. 


OPENINGS. Windows set in rubber. Sponge 


eta iiis 


TRUCTION 


the specifications and rubber around all doors. Sturdy locks on 
without qualification, the Stewart Safety. ©! doors. 
master offers more value, greater safety 
and unprecedented service satisfaction! 
@eeeeeseeeeeeeeeee2eee@ 
SAFETY FEATURES Z = 
BODY FRAME. All hi-tensile steel sections, so e rT | 
placed and united as to form a protective « 
cage against impact from any angle. e 
ROOF. One piece, all stee!, sweepingly curved ° 
at edges. Heavily insulated with sound @ look we ferther! 
deadener. © This mokes the ideal 
SIDES. Welded steel sections with stretcher. $ ‘mel! SCHOOL BUS! 
levelled outside; ° 3 SEATING 
— pee ters 6 CAPACITIES 
y Model 705 
8-PASSENGER 





Model 707 
11-PASSENGER 
Model 709 
15-PASSENGER 





troit rate is claimed to be 144 per- 
cent above the “would-be level” had 
it dropped in proportion to the At- 


Other charts purport to tell the 
same story about rate histories 
from Detroit and St, Louis to 
Little Rock, Ark.; from Kenosha 


from South Bend and Buffalo to 
Syracuse, N. Y., and from Toledo 
and Cincinnati to Lima, O. 

This last chart shows that, while 
Lima is closer to Toledo than Cin- 
cinnati, Willys-Overland pays the 
railroads over 60 cents per hundred 
pounds to ship vehicles there while 





Va Ton 
34-1 Ton 216” 
1% Ton 270" 


eeeeeec ee eee ees eae eee eeeoeee eee ee ee eee 


president for Fruehauf. The wheel is a one- 
piece, spoke type, drop forged, aluminum 
alloy unit which saves 62 percent of the weight 
of each wheel. It is standard on all stainless 
steel trailer models and optional on all others 
manufactured by Fruehauf. 





Chevrolet pays about 45 cents. If 
the Willys-Overland rate had been 
cut the way the Chevrolet rate has 
been since 1931, the Toledo maker 
would be paying less than 40 cents, 
it is claimed. 
* 


Pittsburgh; 


+ * 


ARNING that under present 
rates, “railroads may place 
them in the unenviable position of 
becoming standby carriers to pro- 





All-steel Safety 
STATION WAGON 


















COMFORT AND 
CONVENIENCE FEATURES 


SEATS. Seat and back cushions are shock- 
absorbing inner-spring construction, covered 
with durable brown synthetic leather. Front 
seat adjustable. Middle and rear seats quick- 
ly removable for maximum package capacity. 
Floor mat throughout full length of body. 


LIGHTS. Large dome light, with convenient 
switch. Tail light and license holder mounted 
on swinging bracket which permits them to 
be adjusted easily for vehicle operation with 
tailgate down. 


SAFETY GLASS. Safety glass is used through- 
out. Chain type regulator on up and down 
windows—horizontal sliding glass in rear. 





Model 707 


OVERALL VEHICLE LENGTH 
BUMPER TO BUMPER 











TRUCK SECTION 


vide facilities for the occasional 
business that other carriers cannot 
handle,” the Chrysler group denies 
that truck competition forces the 
railroads’ hands, 

“The more frank among railroad 
officials,” the plaintiffs state, “ad- 
mit that they have not given equal 
weight to the other forms of trans- 
portation available from the prin- 
cipal plant centers that they claim 
to have reflected in their rates 
from the assembly plants. 


“They agree that the rates from 
the principal plant cities are alto- 
gether too high, and that the rail- 
roads have, in large part, priced 
themselves out of the market.” 

Bishop told the newsmen that an 
ICC commissioner had asked the 
members of the protesting group, 
“Why don’t yeu fellows decentralize 
n_ GM and Ford, if that’s the way 
it is?” 

“The factories represented in this 
fight,” Bishop said, “replied that the 
question of a widespread dispersal 
of our plants is too important a 
one to be decided solely under the 
pressure of a deplorable freight rate 
discrimination. There are too many 
other factors bearing on such a 
problem.” 

+ * * 

ENERAL MOTORS and Ford, 

say the plaintiffs, “have actively 
opposed the endeavors of the other 
companies to get fair rates all 
around.” Railroad opposition to 
any rate adjustment, the “Chrysler 
group” charges, is led by carriers 
handling a large volume of parts 
and supplies traffic to GM and Ford 
plants. 


The public is not directly in- 
| volved, the plaintiffs state, since re- 
| tail distribution charges on GM and 
|Ford cars are the equivalent of 
|rates from the Detroit area, al- 
though the cars are shipped from 
branch assembly plants, 

| “The competitive activities of the 
|companies joined in this campaign 
and their dealers have kept the 
buyers of their products from feel- 
| ing the discrimination individually,” 
|Chrysler and the independents 
| assert. 

“However, as Icng as the unjust 
| Situation continues, all buyers of 
| automobiles, regardless ef make or 
| point of assembly, are being denied 
the benefits which a just overall 
rate structure would make avail- 
| able to them and all manufacturers 
| of automobiles.” 








(Continued from Page 1) 
|which comprise 29 percent of the 
| U.S. total. 

This would compare with 74,326 
| trucks sold in February of last year 
j}and with a projected total for Jan- 
| uary of this year of 69,000 commer- 
| cial vehicles. 

With Louisiana and New York 
unreported, commercial vehicle 
| registrations in January total 
| 60,397—just 91 units below the fig- 
| ures for the same states a year 
ago. Total registration of trucks 

in January, 1948, was 69,486, 

It is still too early to draw any 
statistical comparison between sell- 
ing automobiles this year and sell- 
| ing them before the war. 

However, many dealers believe 
|the prewar percentage of sales by 
months to the year’s total may 
again become applicable this year. 

For the benefit of those who 


|think this may happen, here’s how 


each month’s percentage of sales 
averaged in the nine-year period 
1932-1940: January, 6.66 percent; 
February, 5.98; March, 9.12; April, 


| 10.78; May, 10.84; June, 10.31; July, 


10.06; August, 8.12; September, 6.21; 
October, 6.73; November, 7,34, and 
December, 7.85. 


Wyoming Truckers Plan 


Annual Parley Apr. 1-2 
CASPER, Wyo.— The Wyoming 


| Trucking Assn, will hold its ninth 


annual convention here Apr. 1-2 
Speakers will include Walter Bel- 
son, director of public relations, 
American Trucking Assns., Inc., 
and Ernest Robert Rosse, linguist 
and world traveler. 





Reciprocity administrators from 
adjacent states are being invited to 
the parley, Matt A. Grishaber, as- 
sociation secretary, announced that 
registration will begin at 9 a.m. 
Apr. 1, at the Townsend hotel. New 
officers and directors will be elected 
April 2. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry ... an esti- 
mated more than 100,000 readers weekly! 
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TRUCK SECTION 


Guards Front & Rear 


all cars including 











pO cea 


ELLO 


CUSTOM STYLED 


GRILLE GUARDS 


Custom built to fit over bumpers or bumper 


guards with dual uprights. Heavy crossrail. 
High tensile steel stamping stronger 
than mild steel. Triple plated; chrome on 
nickel on copper. Easily installed with ordi- 
nary tools by average rson in 5 to 8 min- 
utes. Rust-proof cadmium plated hardware 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 


1949 REAR GUARDS 
490I—Fits as protection for Trunk 


OTHER FRONT GUARDS 


4000—Fits over Bumper Guard '46-'47-'48 Cars | 


4500—Fits over Bumper direct '46-'47-'48 Cars 


OTHER REAR GUARDS 
1001 R—Hinged Single Upright with individual 
adaptors '46-'47-'48 Cars 
4000, 4500, 4900, 490! & 4902—List price $24.95 eo 
1001 R—List Price $12.95 ea. 


Specify Car Make in Orders 





CELLO 
FENDER GUARDS 


Protect Front and Rear 


The Cello Fender Guard has erclusive bracin 
which takes vibration and flutter out of ends 
of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
Heavily plated. Chrome-on-Nickel-on-Copper. 
Packed 6 pair to shipping carton. Approxi 
mate weight, 45 Ibs. 


Featuring: 
RAPID MOUNTING 
BEAUTY AND PROTECTION 
GUARANTEED CHROME 


FRONT—No. 800—List Price $13.75 pr 
REAR —No. 80I—List Price $13.40 pr 





CELLO 
TRUCK GUARDS 


Grilles, fenders and lights of all trucks get 
maximum protection with massive, sturdy 
Cello Guards. Of extra heavy, cold-drawn 
steel. Uprights 20!/ inches high. Crossrails 
\'fg inches square, embossed, cold-drawn deep 
channel sections. Rugged, sturdy studs, nuts 
and lock washers fasten heavily rust-proofed 
back plates. Dual Rail Guards (packaged 
individually, wt. !9 Ibs.), List price $22.00. 
Single Rail Guards (6 to a carton, wt. 44 
Ibs.), List price $8.75 each. 


CELLO 


PRODUCTS COMPANY 


East Boston te kee 
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| 
Louisiana Dealers Told: 





NADA Pushing Fight 


For 24 


Months to Pay 


| (Continued from Page 1) 


| for production providing that 
steel supply remains high and 
labor problems do not interfere. 


-| The elections of the association 


|returned Brown A, Fortier, Hup 
City Motors, Inc. (Ford), Lafayette, 
to office as president. Claude J. 
LeDoux, Acme Motors, Inc. (Chev- 
rolet), DeRidder, was named vice- 
president, and Joseph A. Paretti, 
Paretti Pontiac Co., Inc., New Or- 
leans, was named secretary. 
* * * 
Ee new directors were elected 
to the board, as follows: Pa- 
retti, district 1; Sidney J. Gonzales, 
district 2; Fortier, district 3; George 
|D. Wray jr., district 4; William B. 
Jackson, district 5; Percy Lindsey, 
district 6; W. J. Cleveland, district 
|7, and R. S. Abbott, district 8. 
William J. Willkomm, Pont- 
chartrain Motor Co, (Oldsmobile- | 
Cadillac), New Orleans, was ap- 
pointed to the board to succeed 
the late I. R, Collord, Collord 
Motors, Inc. (Dodge), New Or- 
leans, in district 1, 
Retaining positions on the board 
are: Districts 1 and 2, Wiley L. 








Prices 


(Continued from Page 2) 


Plymouth early that year had an 
| advertised-delivered listing of $1,144 
against Ford’s $1,154 and Chevro- 
let’s $1,160. 

By freezing its price on the 1943) 
model while its rivals went up, Ford 
managed to regain the price lead— 
which it again holds now. Prices on 
11948 business coupes, last of the 
prewar-styled editions, were: Ford 
| Six, $1,154; Chevrolet, $1,244; Plym- 
outh, $1,361. 

- + * 

ee AFTER bringing out its 
| newly-designed 1949 models last 
|spring, Ford managed to keep its 
business coupe within reach of 
Chevrolet. The 1949 Ford Six busi- 
ness coupe stood until only recently 
at $1,252. 

Developments in the _ business- 
coupe picture have been many of 
late. 

First, Chevrolet unwrapped its 
1949 model at a price of $1,360. 
Then, Ford quietly raised its six- 
cylinder business coupe tag to 
$1,330, explaining that this model 
had been “underpriced.” Price of 
the 1949 Plymouth model was 
tilted only $25 to $1,386—thanks to 
reduction of the Plymouth busi- 
ness-coupe wheelbase to lil 
inches. Finally, the GM price cut 
lopped the Chevrolet three-pas- 
senger coupe to $1,350. 

So now, with talk growing of fur- 
ther price cuts and model price re- 
adjustments, the picture is: Ford, | 
$1,330; Chevrolet, $1,350; Plymouth, 
$1,386. 





” * 7 

MODEL YEAR table of the 
|4% lowest-priced Big Three busi- 
| ness coupe prices in the past decade 





follows: 
Model Chev. Ford Piym. 
38 $ 648 $ 595 $ 645 
’39 $ 628 $ 599 $ 645 
40 $ 659 $ 619 $ 645 
41 $ 712 $ 684 $ 720 
"42 $ 760 $ 780 $ 812 
46 $1,022 $1,074 $1,104 
"47 $1,160 $1,154 $1,144 
"48 $1,244 $1,154 $1,361 
’49 (at first) $1,360 $1,252 $1,356 
’49 (now) $1,350 $1,330 $1,386 
L-M Names Crews 
‘ 
U. C. Manager 


| 
| DETROIT.—Promotion of N. E. 
|Crews from Lincoln-Mercury dis- 
| trict sales manager at Pittsburgh 
|to the home office sales staff as 
|national used-car manager is an- 
| nounced by Joseph E. Bayne, gen- 
eral sales manager. A veteran of 
|35 years in the automobile busi- 
|ness, Crews has been with Ford 
i}s'nce 1933 

| From 1942 to 1945 Crews was 
with the U. S. Army Air Force. In 
September, 1945, he was named 
supervisor of the L-M district of- 
fice at Chester, Pa., and in July, 
1947, was appointed manager of 
the district. 


Mossy, Mossy Motors, Inc. (Olds- 
mobile), and George Bohn, Bohn 
Motor Co, (Ford), New Orleans; 
district 3, A. DuPre Vaeth, Quality 
Chevrolet Co., Houma; district 4, 
Glenn Huff, Glenn Huff Motors, Inc. 
(DeSoto), Shreveport; district 5, K. 
C. Elliott, Feazel-Elliott Motors 
(Ford), Ruston; district 6, Ralph 
Moran, Moran Motors, Inc. (De- 
Soto), Baton Rouge; district 7, 
Claude J. LeDoux, and district 8, 
W. Foster Walker jr., Alexandria 
Automobile Co. (Oldsmobile), Alex- 
andria. 


Elmer Wheeler of Dallas, author 
of eight books on sales psychology, 
urged dealers to look for the “siz- 
zle” or selling point in their product 
in his talk on “Back to Sizzling 
Selling.” 

Wheeler inquired, “What makes 
people buy?-—it’s the sizzle. Find 
the sizzle in the product and sell it.” 


He defined his term by analogies: 
“It’s the tang in the cheese or the 
foam on the beer.” 

* * * 
CONGRESSMAN CLIFFORD 

4 DAVIS of Tennessee told the 
group that the philosophies of 
communism and socialism were 











CATERS TO TRUCK TRADE ONLY—New Studebaker headquarters devoted exclusively to 
the sales and service of trucks is being operated by Joe Toepfner, Inc. Grouped around a 
‘49er_ in front of the establishment are, left to right, Herman Marte, vice-president; Joe 
Toepfner, president; Lee Breitung, truck sales manager, and Lee Geminenhardt and M. D. 
Bradford, truck sales representatives. 


basically the same. He urged the | congressmen and to endorse all 
dealers to take an active part in| activity for highway safety. 

civic affairs and also to promote He also recommended that the 
safety campaigns. state association hire a full-time 

S. J. “Jack” Rogers, Lee-Rogers| secretary. 

| Chevrolet Co., Inc., Monroe, NADA Tom W. Dutton, Clay-Dutton, 
| director from Louisiana, rendered|Inc. (Lincoln-Mercury), New Or- 
| his report covering the activities of | leans, gave the invocation and C. 
the national association. He urged/|C. “Bud” Walther, president of the 
the dealers to use the NADA Guide | New Orleans association of com- 


Book, to know their senators and merce, gave the welcome address. 








LINCOLN, 





MERCURY DEALERS and SERVICEMEN 


Recommend and Install Keller Precision Parts 
and Give Your Customers Better Performance 


consumption of from 3 to 5 miles to the gallon. 


If your customer is complaining of poor gas mile- 
age and poor performance, you can make him 
happy by recommending and installing Keller 
Precision Carburetor Parts. 

Designed to put an end to wasteful, “hidden’ 
leaks, Keller parts feature stainless steel balls on 


, 


All Keller parts are interchangeable and easily 
installed. There are no main jets to change, keep 
them the same as F. M. Co. recommends for 
model carburetor and altitude. 


Remember, when you can show your customers 


brass seats. 


Many hundreds of satisfied Ford, Lincoln 
and Mercury drivers have reported better 
carburetor performance and savings in gas 
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Keller Acceleration 
Pump Piston 





Keller Acceleration 
Pump Pistoa 


ALL 
Keller DRAWINGS 
— ACTUAL All Sets consist of one each No. 3100 or 
Valve SIZE No. 3101 or No. 3102, according to Model 


PATENTS PENDING 


12727 STOUT STREET © 














DETROIT 23, 


how to save on gas consumption, and give 
them better performance, you can build 
good will and earn substantial extra profits 
for yourself. 






KELLER RESEARCH CORPORATION 
12727 Stout Avenue 
Detroit 23, Michigan 


SHIP TO US IMMEDIATELY the number of Keller Sets 
which | have indicated below. 


TERMS: 1% 10 days, net 30 days. 
30% on lots of 1 to 10. 40% on lots over 10. 
F.0.B. Detroit. 


Keller Acceleration 
Pump Inlet 
Supply Check 
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LIST PRICE 
EACH SET 
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Mercury 


carburetors, including ‘49 models. Mercury 
! Set with holes cut for all spark controls. $3.35 I 
for 
8CM-9510 Carburetors. 


No. 2400 Keller Part Set includes one each 
of parts No. 1100, No. 1200, No. 1300, j 
No. 1400. For all Ford car or truck V8 
and Lincoln Zephyrs up to ‘49 models. $3.1 0 j 
| No. 2500 Keller Set includes one No. 2400 
C] Part Set and one No. 1500 Keller Gasket 
NOW AVAILABLE FOR 1949 MERCURY, ! 
LINCOLN & LARGE TRUCK CARBURETORS | 
| No. 3000—Keller Part Set $4 00 
No. 3001—Keller Part Set for Lincoln BEL. 4 | 
| 9510 Carburetors. .00 
No. 3002—Keller Part Set for Large Truck 
| C] 8EQ-9510 Carburetors. $4.00 


ordered and one each No. 3200, No. 3300, 
No. 3400. 
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(Continued from Page 30) 


Standard Oil Co. (Ohio), 
session chairman. 


A 1,000-horsepower field dyna- 
mometer, for testing huge off-the- 
highway vehicles, will be described 


will be 
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_ SAE Holds Truck and Bus Sessions | 


|estate of Henry J. Kranz, 
president of the Kranz Automotive | manager of the truck department 


in three technical papers at Tues- 
day morning’s session under the 
chairmanship of George H. Scragg, 
director of advertising and sales 
promotion, White Motor Co., Cleve- 
land. 








Increase Parts Profits 


Through Efficient Storage\* 


18 Standard Steel Shelving Units 
Are Available for Your Particular Needs 


“A place for everything and 
everything in its place” is the 
basic requirement for profitable 
parts handling. 

And Frick-Gallagher Parts 
Bins, the result of many years 
of experience with automotive 
parts storage problems, provide 
durable, low-cost storage ca- 
pacity. 

Shelves are adjustable on 1% 
in. centers and 
boltless dividers 
are easily relo- 
cated on 1 in. 
centers to meet 
changing storage 
requirements. 
Finish is baked- 
on olive green 
enamel, attractive 
and durable. 
Sturdy steel is 
used throughout. 
Special construction features as- 
sure ruggedness and long NHife. 

The A-13 unit, illustrated, has 
78 compartments: 12 are 6 in. 
wide by 9 in. high; 66 are 6 in. x 


. > 


Heevy 
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6 in. Overall 
dimensions, 3 


ft. wide, 1 ft. 
deep, 7 ft. 
high. Label 


holders are 
welded on 
each shelf. 
Cost is low— 
only $45.25 
f.o.b. factory, 
Wellston, O., 
assembled, 
ready-to-use. 
Delivery is 
prompt. Sav- 
ings realized 
from efficient 
shelving can 
soon pay for 
entire invest- 
ment. Let us 
help you. 
Write, ’phone or wire today. 


Send for Folder 108. Illustrates 
all 18 standard shelving units 
and gives complete specifica- 
tions. 





The FRICK-GALLAGHER Mfg. Co. 


Shelving - Parts Bins - Rotabins - Counters - Racks - Tables 
415 SHUBERT BLDG. 


PHILADELPHIA 2, PA. 
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INTO YOUR PICKUP TRUCK! 
“Cereven" Folding Toll Gote 


saeco 
Quickly ietdling ma any pickup. 


ih 


ask them: 


"is your 

merchandise 

exposed ?”’ 
a 





A “Caravan Top” on your customer's pickup not 
only protects his merchandise against weather and 
profit loss, but gives him a better-/ooking truck, 
more aseful for business and pleasure alike! The 
trimly tailored heavy duck cover and high-tensile 
aluminum alloy frame make a lightweight unit that 
one man can easily install or remove in minutes! 
“Caravan Top’”’ has heavy duty slide fasteners, 
plastic window, adjustable tie-down. Cargo, Person- 
nel, and Sportsman models for most sizes of pickup 
trucks. See your automotive jobber, or write us. 


Do 
¢c. K. TURK CORP, | ==. 


1122 Mishawaka Avenue - South Bend 15, Indiana 


Listed as approved accessories by leading truck manufacturers 


)|D. Ferrari 


The 60-ton truck used with the 
testing machine will be described | 


by George, Brumbaugh, Peterbilt | Body Co., 5 
| Kranz, who was 80, died last Dec. | phis. 


Motors Co., Oakland, Calif. 

The 1,000-horsepower electric} 
drive equipment will be explained | 
by J. E. Wilson, General Electric 
Co., Erie, Pa., and the instrumenta- | 
tion of the field dynamometer will 
be described by H. L. Clark of the | 
GE General Engineering and Con- | 
sulting Laboratory, Schnectady, | 

a 


Factors in selecting the most eco- 
nomical commercial vehicle trailers 
will be explained by J. J. Black, en- 
gineering vice-president of Trailmo- 
bile Co., Cincinnati. Chairman will | 
be W. G. Piwonka, White Motor | 
Co., Cleveland. 

M. E. Nuttila, superintendent of | 
motor vehicles, Cities Service Oil | 
Co., New York City, will discuss 
modern engine testing equipment at 
the Wednesday morning session un- 
der the chairmanship of Philip B. 
Rockwood of the Cleveland Transit 
System. 

Trends in heavy-duty brake de- 
velopment will be disclosed by 
Chester S. Ricker, Detroit editor 
of American Machinist magazine, 
at the Wednesday afternoon ses- 
sion, with Richard S. Huxtable, 
vice-president and general man- 
ager of Fawick Airflex Co., Inc., 
Brooklyn Village, O., as chairman. 

Details of the Berlin airlift will 
be given by Rear-Adm. John P. 
Whitney, vice-commander, Military 
Air Transport Service, at the trans- 
portation meeting dinner Tuesday 
evening, March 29. Norman Hoertz, 
Thompson Products, Inc., Cleveland, 
and chairman of the SAE Cleveland 
section, will preside; Donald C. 
Hyde, general manager of the 
Cleveland Transit system, will be 
toastmaster, and SAE President 
Stanwood W. Sparrow, engineering 
vice-president of Studebaker Corp., 
will give a brief talk about the 
work of the society. ~ 

SAE vice-presidents active in 
planning the meeting include J. L. 
S. Snead jr., vice-president of Con- 
solidated Freightways, Inc., Port- 
land, Ore., head of the SAE trans- 
portation and maintenance activity, 
and E. P. Lamb, chief engineer, 
Chrysler Corp., who heads the SAE 
truck and bus engineering activity. 


Show 


(Continued from Page 30) 


ST. LOUIS.—An inventory of the 





have been held at the Edison Co. 
main garage. 

However, they are said to have 
proved so popular with the public 
that the council decided to hold a 
national show at a location which 
affords greater exhibit space and 
more convenient parking facilities. 

One of the features of the show 
will be the California state 
championship finals of the truck 
roadeo. To be held on the clos- 
ing day of the show, this event 

is expected to attract large num- 
bers of the public interested in 

motor transport who will visit 
the exhibits at the same time. 

General manager of the show is 
C. T. Thomas, General Petroleum 
Corp. His executive committee 
now includes P. H. Ducker (Edison 
Co.), public relations counselor; A. 
(Bohemian Distribut- 
ing), publicity chairman; J. W. 
Sinclair (Union Oil), sales man- 
ager; G. W. Magee (Coca-Cola), 
sales counselor; Hal Chaille (Frue- 
hauf Trailer), publicity manager. 

Several other committee chair- 
men are yet to be named. 


‘500 Exposition 
4-Day Equipment Show 


Planned by Legion 


INDIANAPOLIS.—Postwar prog- 
ress made in the automotive in- 
dustries will be shown here the 
four days preceding the 500-mile 
Speedway race at an “Automotive 
Equipment Exposition.” 

The exposition is sponsored by 
the lith district, Indiana depart- 
ment of the American Legion. W. 
Wilbur Shaw, president of Indian- 
apolis Motor Speedway, Inc., is 
chairman of the advisory com- 
mittee. 
nm R. Money, exposition chair- 
said arrangements are being 
made for upward of 300 exhibitors 
and more than 125,000 visitors. Ad- 
ae to the exposition will be 
ree, 








TRUCK SECTION 


25. He left the bulk of his estate 
to three nephews and three nie-es. 


J. N. Clay has been appointed 


sek tats 


Kranz Leaves $100,628 
late 


listed assets of $100,628.|of Hull-Dobbs Co. (Ford), Mem- 








KB-6-7-8 -up METRO 


International truck dealers can make extra profits 
again on each truck equipped with Stateweld 
“Monogram” Grille Guards, because they‘re priced right. 


Customers demand these rugged Guards for 
Beauty « Utility * Durability 


Models KB-5, 6, 7, 8 are one piece with built-in 
bracing. All models are of welded steel construction 
with a handsome baked on 
finish and become an integral 
part of the truck after quick 
and simple installation. 













International Truck Dealers 
are invited to address 
all inquiries to 


1200 East Bay Ave. 
New York 59, N. Y. 


6750 S. Stony Island Ave. 
Chicago 49, Ill. 


eQlirei ana? 


PRODUCTION 


oI 
IRON CASTINGS 


Se 
’ 
‘ 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
a 


GREY 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 
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) advertising cost data just pub- 





TRUCK SECTION 


Net iti 8 


By Jim White | 

Associate Editor 
A newspaper advertising cam- | 
paign in 121 cities will be used by 
Reo Motors, Inc., to announce the 
new Speed Wagon express truck 
during the latter part of this month 
and early April, according to John 


) S. Pingel, Reo advertising manager. | 


An f.o.b. price tag of $1,798 will | 
be featured in the ads, making 
Reo “the first truck manufacturer 
to publish a fixed price on a com- 
plete truck since before the war,” 
Pingel said. 


+ * + 


Guide to Costs 
A 212-page volume of newspaper 


lished by the Bureau of Advertis- | 


AUTOMOTIVE NEWS, MARCH 28, 1949 
tive News and Michigan Manufac-| +, the Ford Motor Co. of Canada, 





Affecting Factories and Dealers... 
Auto Advertising 


the bureau shows cost figures 
for 5,000, 10,000, 20,000 and 30,000- 
line campaigns in various com- 
binations of newspapers for the 
whole U. S., for each of the 48 
states and the District of Colum- 
bia, for the major geographic 
divisions, and for Canada and 
principal U. S. possessions. 


Copies of the new volume are} 


being made available by the Bu- 
reau of Advertising on request 
from national advertisers and ad- 
vertising agencies through the bu- 


| reau's offices at 370 Lexington Ave., 


New York; 360 N. Michigan Ave., 
Chicago, and 240 Montgomery St., 
San Francisco. 

~ 7” * 


Young’s Cushion Drive 


ing, ANPA, 


and _ entitled “How | 


L. A. Young Spring & Wire Corp. 
)} Much Will It Cost?” was shown | has launched a drive to support its 


publicly for the first time to the | Select-O-Seat coil cushion for auto- 
' Media Men’s Assn. cf New York! mobiles and trucks. 


at its monthly dinner at the Ad-| 


The first of its 12 monthly full 


vertising Club of New York, by | page, two-color advertisements ap- 
in the Saturday 


} William G. Bell, the bureau’s di-| peared recently 
rector of research. 


|Evening Post, 


the only national 


The new cost book issued by | magazine used currently. AuTomMo- 


aT da) 
CARBON INTERLEAVED 
REPAIR ORDERS 





Convenient Carbon Interleaved Repair Orders 
speed the handling of service sales and put an end 
to fumbling with carbon paper. 

Each set of Repair Orders is an individual unit, 
complete with fresh, one-time carbons that insure 
legible, easy-to-read copies. No carbons to insert! 
No cumbersome machine to handicap free use of 
both hands! No carbon jams! And carbons remain 
in the set until Cashier makes the final entry! 
During rush periods your Service Salesman can jot 
down the essential information, keep the sets in- 
tact, and hurry to the next waiting customer. Rou- 
tine information such as make, model, mileage, 
etc., can be filled in later. 

For greater efficiency, fewer errors, and quicker 
service during rush periods, change to modern Car- 
bon Interleaved Repair Orders. They pay for them- 


selves in actual time saved! 


-yOun E,aftve ORGANIZATION 


ee 
% 7 SERVICE SALESMAN 
The Service Salesman carries only 8 or 
10 sets, ready for instant use, in the 
convenient, compact Write-Up Cover 
. . « no clumsy machines to carry ... 
no fumbling with carbon paper. 
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PARTS DEPARTMENT 

The Invoice and Office Copies are re- 
ceived by the Parts Department intact, 
complete with carbon, ready for imme- 
diate parts listing . . . no carbon to in- 
sert or copies to align. 


CASHIER 
Copies are received by the Cashier with 
carbon intact. Labor costs are entered 
and the entire Invoice footed with the 
assurance of clear, legible copies in ac- 
curate register. 

TODAY FOR FREE LITERATURE AND SAMPLES 

ASK FOR FOLDER RR-337 


wriTé 


WEA COSE Mad CUS 


OHIO CMMPIAILY — 
LOS ANGELES 


|e ie aie as ane a 
400 W. PICO BLYD 


WESTERN BRANCH 





turer also figure. 

Chrysler Corp., Packard, Lincoln 
and Studebaker are now installing 
Select-O-Matic coils, according to 
Zimmer-Keller, agency handling. 

* + + 


Del Mar Account 

Allied Advertising Service, Los 
Angeles, has been named as adver- 
tising agency for Del Mar Motors, 
prospective producer of a new West 
Coast small car. 


* + * 
Reiss Resigns 
Reiss Advertising, New York 


City, has announced its resignation 
as the agency for Bright Star Bat- 
tery Co., Clifton, N. J. 

- 


* * 


150,000 Audience 


Six Toledo (O.) car dealers have 
contracted to use the front and 
side panels of Toledo street cars 
and buses to carry advertising plac- 
ards. An estimated 150,000 bus and 
street car riders view the placards 
every day, it is estimated. 


tor Sales Co. (Pontiac); Lowns- 
bury Chevrolet Sales Co.; G. M. 
Buckeye, Inc. (Ford); Jim White 
Chevrolet Co.; Bob Eddy Buick 
Co., and McLaughlin Motor Sales, 
Inc. (Buick). 


Agency handles. 
+ 7. 
| Auto Radio Week 


| Motorola, Inc., of Chicago will 
support Auto Radio Week April 
10-17 with a national campaign de- 
signed to reach 25 million car own- 
ers. A complete point-of-sale aid 
kit has been distributed to dealers 


in the automotive field. 
* * 


* 

Air Ride Spots 

A 26-week series of television 
spot programs is being employed 
by U. 8. Rubber Co. over 26 key 
stations from coast to coast to 
promote its U. 8. Royal Air Ride 
tire. It is said to be the first na- 
tional television program ever 
undertaken by a rubber com- 
pany. 

The program consists of a se- 
ries of one-minute animated car- 


+ 








toons on film which describe the | 


riding qualities and safety fea- 
tures of Air Ride tires, 
+ * * 


| Anti-Rust Gasoline 


The six dealers are Brown Mo- | 


Ray Vickerstaff Advertising| 


told the Advertising and Sales Club 
of Ottawa. 

Every business, like every in- 
dividual, a personality, 
Oliver declared. Whether the bus- 
iness succeeds or fails depends 
largely upon the type of person- 
ality it establishes. 

Small business enjoys one defi- 
nite advantage over big business; 
the former deals with its customers 
on a man-to-man basis and estab- 
lishes a direct human contact, he 
said. 

* + * 
Names 

Howard W. Edwards, Robert W. 
Kellogg jr., Gerald M. Millar, Ed- 
ward D. Stroyke, Ronald M. Walk- 
er and William A. Walker have 
been added to the Detroit staff of 


Brooke, Smith, French & Dor- 
rance, Inc. 
Thomas J. King has been ap- 


pointed to the Detroit advertising 


_t 49 


staff of Collier’s. He replaces Rob- 
ert N. Woodruff, who has been 
appointed manager. 

Norman E. Bess has been named 
sales promotion manager of Hol- 
comb & Hoke Mfg. Co., Inc., In- 
dianapolis. He will be in charge of 
all advertising, saies promotion and 
publicity for the firm’s new prod- 
uct, Moto-Saver, a cooling system 
cleaner. 

J. Harold Atkinson, previously 
with the Philadelphia office of the 
Roche, Williams & Cleary Agency, 
has been appointed production 
manager for the promotion depart- 
ment of Farm Journal and Path- 
finder. Atkinson had been with the 
Roche, Williams & Cleary Agency 
for more than 20 years. 

Ernest L. Heitkamp, for 27 years 
of the editorial staff of the Chi- 
cago Herald-American and lately 
travel editor of that newspaper, 
| oa joined Morris F. Swaney, Inc., 
advertising, in Chicago. 








| Sinclair Refining Co. opened a| 


| $250,000 campaign last week in five 


Midwestern cities to introduce what | 


|it claims to be the world’s first | 


anti-rust gasoline. The campaign 
| will use color pages and black-and- 


whites in daily newspapers in Chi- | 


cago, Detrcit, Cleveland, Indianap- 
olis and Milwaukee. 


Hixson-O’Donnell Advertising, Inc. | 


| handles. 
. * * 


Season by Season 


Purolator Products, Inc., 


will | 


use a four-seasons advertising | 


plan with a new approach to 
each season, according to Carlos 


D. Kelly, vice-president in charge | 


of sales. The first quarter will 


promote spring tune-up in con- | 


nection with the firm’s oil filter. | 


Seven major magazines and 19 
trade publications will be used. 
* * 


Ballantyne Named 


A. A. Ballantyne, former assist- | 
ant to the advertising manager of | 


Electric Auto-Lite Co., Toledo, has 
been appointed advertising man- 
ager of Monroe Auto Equipment 
Co., Monroe, Mich. 

Ballantyne served 13 years as ad- 


vertising manager of the Novo En- | 


gine Co., Lansing, Mich., is a past 


president of the Southern Michigan | 


Advertising Round Table, a former 


vice-president of the National In- | 
Advertising Assn, and a| 


dustrial 
member of the Toledo Advertising 
| Club. 

| * * 
| Five Join ANPA 


* 


The Chicago Calumet, Gloucester | 


(Ohio) 
(Calif.) 


Lancaster 
Petaluma 


(Mass.) Times, 
Eagle-Gazette, 
Argus-Courier 


proximately 1,000 U. S. and Cana- 
dian daily newspapers which are 
members of the Bureau of Adver- 
| tising, ANPA, it is announced by 
| Harold S. Barnes, director of the 
| bureau. 
* * * 
Everybody’s Job 

Public relations can never be 
the responsibility of one depart- 
ment alone but is the job of every- 
body in a company, Robert Oliver, 
assistant public relations director 


and Rhinelander | 
(Wis.) News have joined the ap-| 
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Dealers in all parts of the country who are now using 
towels personalized with their own sales message report them 
to be the best “reminder advertising” they 
towel is a really useful gift that stays with 
gadget that is removed and soon forgotten. 
customer wipes off his windshield or uses this 
way, he is reminded to return to you for all 
imprinted words on the towel “when soiled, e. 
work like magic in building greater profits and better sat- 
isfied customers. 


When the towel has been re- 
turned by your customer, rewash 
it and give it to another customer 
or get double value by using it 
in your Service Department. It’s a 
quality product . .. use the 
coupon NOW! 


GALLAGHER TOWEL MILLS 


7300 West Warren Ave. 
DETROIT 10, MICH. 





USE THIS ORDER FORM TODAY one 


GALLAGHER TOWEL MILLS 
7300 West Warren Ave., Detroit 10, Mich. 
Gentlemen: 
Please enter our order for__...._._____Gallagher Car Towels specially 
personalized for us in the color checked below. Minimum order is 300 towels. 
Terms: 2%, 10 prox., FOB Detroit. 
Prices: 300 towels — $90.00; 500 towels— $125.00; 1,000 towels — $230.00 
Check color wanted: [[] Red; [[] Green; [] Blue. [[] Please send sample towel 







Dealer___ 
Street Address 
City and State 


coor 








sealilin atest 


eee a ardent 








HARRISBURG, Pa.— Basic rea- 
sons why trucks are backing up in 
the stocks of some dealers is clear- 
ly pictured in the results obtained 
from a questionnaire sent to the 
members of the Pennsylvania Au- 
tomotive Assn. recently by Claude 
S. Klugh, general manager of the 
association. 

Interest in the subject of truck 
merchandising and dealer-factory 
relations, as well as an indication 
of the high percentage of passen- 
ger-car dealers who are now selling 
trucks, is shown in the returns. 
Out of nearly 1,000 replies to the 
questionnaire, approximately 600 
replied to the truck category ques- 
tions. 

A summation of the replies in- 
cates that some truck dealers 
who were prepared for the re- 
turn of competitive selling in the 
truck business are not worried 
about the business, do not feel 
that they are being over-loaded 
with the heavier sizes of vehicles, 
are not throwing their profits 
away on “panic” sales and do not 
feel that the factories are exert- 
ing too much pressure on them 
to take more trucks than they 
can merchandise properly. 

On the other: hand, replies from 
a fairly large segment of the mem- 
bership do reveal that they have 
been cleaning stocks at a loss or 
at a profit margin so low as to 
leave no net, that factories are 
forcing them to take more trucks 
than they can sell profitably and 
that the truck business has “gone 
to pot.” 

Perhaps replies from dealers who 
take the most positive and the 
most negative viewpoints will illus- 
trate the points covered in the 
summation. 

A negative dealer said: 

“We have been selling our 1% 
and 2-ton jobs at cost to get them 
out of our hands. The market is 
saturated. As yet we have been 
able to sell all under 1%-ton at a 
profit but don’t think we can from 
now on. Truckers tell us that the 
trucking business is not good. 
Truck manufacturers do not want 
to let up as they want to hold 
their places in the industry.” 

A dealer who evidently is experi- 


Chevrolet Dealer 
Sues 3 Buyers 
On Resale Pacts 


KANSAS CITY. — Bill Goddard 
Chevrolet Co. last week filed sepa- 
rate breach-of-contract suits against 

them with 








Why Truck Sales Lag 


Replies to PAA Survey Show Dealers 
Hold Contradictory Opinions 
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enced in truck selling and is ad- 
justing his sights to a competitive 
market declared: 

“We do not have to sell merchan- 
dise at a discount or loss. There 
are plenty who will cry about the 
factory policies, but didn’t they 
read them when they signed up? 

“The fellow who has cut prices 

is the one who is weak and has 
not put away a little reserve 
when things were profitable and 
now he will suffer and blame 
everyone else. I have had factory 
troubles by being forced to sepa- 
rate two franchises. This hurt 
my income by added expense but 
I could have dropped one agency 
if I felt it did not show a profit. 

“Our factory is pressing for truck 
business of the heavy-duty type, 
but not to the extent where it could 
hurt a dealer. I hope that the deal- 
ers are not so weak as to go back 
to 1987 and ’40 ways of doing cut- 


throat business. They do not have | 


to do it and should not.” 

Another dealer replied: 

“We believe the reason why 
trucks of over 1%-ton are hard to 
move is caused by certain individ- 
uals. We know of cases right in 


Edgewise 
(Continued from Page 4) 


dependent on the postal zone to 
which it is 

The second-class entry, as you 
know, is given only to the pub- 
lishers of “legitimate” periodicals, 
who can prove that a sufficient 
number of subscribers have paid 
(at least) 50 percent of the sub- 
scription price to receive it. 

The purpose of this old law was 
to keep out the “unwanted” pub- 
lications' which would seem to take 
advantage of low rates offered to 
“encourage the dissemination of 
knowledge.” In recent years there 
has grown up a large number of 
magazines, particularly in the busi- 
ness paper field which are known 
as “free circulators” or by the 
more polite name of “controlled 
circulation papers.” Not having a 
“legitimate” list of subscribers, 
who have indicated their desire to 
receive the publication by paying 
for it, these publishers mail under 
the third-class rates, at present 10 
cents per pound, 1 cent per copy 
minimum). 

+ +” * 

IT IS TO THESE the depart- 
ment, in my humble opinion, 
should direct its attention. They 
of all publications should pay their 
full cost of handling. We, who edit 
and publish Automotive News, can 
speak with less selfish interest at 
heart than the great majority, par- 
ticularly national magazines which 
will be drastically affected by the 
proposed increases in second-class 
rates. 


it does in the comparatively nar- 
row field of a 


sufficiently interested 


foundations of our free enter- 
prise nation. The total savings 
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our own locality where large trucks 
have been sold at so low a range 
that it was impossible for the 
dealer to make any profit, 

“They fail to realize that when 
things really do get in a slump, 
then is the time to let them go at 
little or no margin. But why should 
this thing start already? 

“If all dealers hold prices at a 
high enough level where at least 
some profit could be realized, then 
it would stop some of the chiseler 
buyers from going out of town to} 


It has always been the policy | Standard Oil 
of this publication, operating as | nounced that it is negotiating for 


speech og campaign now under way by AC 
lish that | )ttising 


buy trucks at dealer net prices.” 





Dealer Licensing, 
Transfer Tax 


Hailed in Utah 


SALT LAKE CITY.—The Utah 
Automobile Dealers Assn. is ap- 
plauding the “100 percent success” 
of its legislative program. 

Two recommendations for legis- 
lative action were made by the 
association. Both won approval of 
the lawmakers and were signed by 
| the governor. 

The first new dealer-favored 
law provides for dealers’ and 
salesmen’s licensing and bonding. 
It will take effect July 1, 1949. 

The other proposal advanced by 

the association requires the pay- 
ment of sales tax on all automobile 
transfers. This, according to the 
association, “virtually eliminates 
so-called isolated sales.” 


An annual dealer license fee of 
$40 is required of both new and 
used-car dealers under the new 
licensing law. The fee for sales- 
men’s licenses is $5. 


In addition, dealers will be re- 
quired to post a $5,000 surety bond 
and salesmen a $1,000 surety bond. 
Any person engaged in the busi- 
ness of selling or exchanging motor 
vehicles and who buys, sells or ex- 
changes three or more vehicles in 
any one year must have a license. 

“This law will undoubtedly pro- 

vide a great deal of protection to 

the automobile buying public as 

it will screen out applicants with 

— reputations,” the association 
id. 





The sales-tax amendment, which 
will take effect May 10, is expected 
to bring the state an added $600,- 
000 to $800,000 a year by plugging 
the isolated sales loophole. 

The Utah association said it was 
active in helping defeat five bills 
inimical to dealer interests. These 
would have provided: Repeal of 
Clegg-Vest law; refund of tax on 
motor fuels used for off-highway 
purposes; establishment of new de- 
partment to administer refunds of 
motor fuel tax where used for non- 
highway purposes; a state wage- 
and-hour law, and authorization of 
merchants to absorb sales tax. 


Standard Oil Loan 


CHICAGO.—With Morgan Stan- 
ley & Co. as its representative, 
Co. (Indiana) an- 


a long-term loan of $50,000,000, the 


single industry, to | proceeds to be used in reimbursing 
individual subscriber to |the treasury for funds used last 
of the load. We | year for capital expenditures, Plans 


| am 
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CLEVELAND DISTRICT DEALERS CLICK ON NASH AWARD—For being the first zone in 
the Nash central region to have all its dealers qualify for the factory-sponsored 10-point 
dealer award, the Cleveland district was honored recently. On hand to pay tribute to the 


| staff and R. V. Merrick, head of the 38-dealer zone, was Joseph Laney, regional manager. 





Jury Hears Tucker Dealers; 
Reorganization Parley Set 


CHICAGO.—Witnesses in the fed- | 


eral grand jury investigation of 
Tucker Corp. continued to parade 
to the stand last week with sev- 
|eral of the company’s dealers and 
| Preston Tucker's mother, Lucille C. 
Holmes, putting in appearances. 

Among the hard-hit dealers 
testifying was Jake De Korse, 
who said, before taking the stand, 
that he had invested $90,000 last 
year in construction facilities for 
his Detroit dealership and that 
the establishment has been idle 
most of the time. 

Other Tucker dealers in demand 
as witnesses included Lester Ro- 
land, Minneapolis; P. J. Sulik, Cu- 
dahy, Wis.; Dale C. Gambs, Des 
Moines, and Abe Malofsky, Mil- 
waukee. 

Mrs. Holmes, who is owner of 
the Ypsilanti Machine & Tool Co., 
displayed fighting spirit when in- 
terviewed early last week before 
entering the grand jury room. 

She posed for photographs with 





her son, evidenced no worry over 
the prospect of being questioned 
at the investigation, and asserted 
confidently that the Tucker Corp. 
would produce cars and overcome 
its financial difficulties “if they 
would leave him (Tucker) alone.” 

The mother of Tucker, looking 
much younger than her 67 years, 
assured reporters upon her ar- 
rival from St. Augustine, Fila., 
that “there is nothing I’m afraid 
to tell about.” 

She said she was surprised that 
federal grand jury investigations 
are conducted in secret, with wit- 
nesses barred from having legal 
counsel on hand to represent them. 

The first concrete act indicating 


Tower Is Made 


Common Hauler 


AKRON.—Leader Towing Service 
of Akron has received the first 
common-carrier certificate ever 
granted such a concern by the ICC. 
Leader was given permission to 
operate in 16 states and the Dis- 
trict of Columbia. 

The ICC action was reportedly in 
line with a decision to enforce the 
Interstate Commerce Act as it re- 
lates to towing companies. Until 
now, towing concerns had operated 
without applying for rights as com- 


for the reader {call for placing the notes mainly| mon carriers although they oper- 
with insurance companies. 


ated as such. 





“DIRT-PROOF YOUR ENGINE OJL"'—This is the slogan attached to a nationwide oil filter 


Ss 
nay Seeeaats, general sales 
filter sales promotion. 


tk Plug. Looking over 
promotion manager; 
Hines, general sales manager; Harold L. Wardrop, manager of oil 


‘omotional material are, 
ank E. Ray, director of 


that Aaron Colnon and John H. 
Chatz, trustees for the company, 
wish to cash in on certain Tucker 
Corp. assets came when their at- 
torney, Norman H. Nachman, an- 
nounced that a federal court order 
will be sought authorizing them to 
sell two airplanes belonging to the 
company. 

Nachman said that the trustees 
consider the aircraft “not too im- 
portant in the reorganization of 
the firm.” 

Federal District Judge Philip 
L. Sullivan also authorized em- 
ployment of the City National 
Bank & Trust Co. of Chicago for 





the purpose of sending out re- 
organization notices to the com- 
pany’s approximately 45,000 
stockholders, 2,000 dealers and 
distributors and 600-700 creditors. 

The notice will inform the vari- 
ous groups of a court hearing May 
2 to consider any objections filed 
against the trustees. It will also 
state that the trustees will receive 
whatever reorganization plans are 
filed by these groups up to May 31. 

To date, the grand jury has 
found its favorite witness in the 
person of Ben G. Parsons, former 
vice-president, director and chief 
engineer of Tucker Corp., who has 
been subjected to three days of 
questioning in connection with the 
investigation. 


N.C. Dealers Get 
Appeal to Back 
Inspection Bill 


RALEIGH, N. C.—Members of the 
North Carolina Automobile Dealers 
Assn. are being urged to work for 
passage of a bill introduced by Rep. 
J. V. Whitfield providing for annual 
inspection of motor vehicles. 

If the bill is not passed, it seems 
likely the state will be “without this 
part of the safety program for the 
next two years,” according to Bessie 
B. Ballentine, executive secretary of 
the association. 

The bill requires inspection of 
lights, steering wheel, horn, wind- 
Shield, rear glass, rear-view mir- 
ror, tires, windshield wiper and 
brakes. 

An inspection lane for each coun- 
ty is another provision. Fee for the 
checkup would be $1.50. Any car 
ruled deficient would have 30 days 
in which to be repaired. 

The bill also sets a schedule for 
inspection of various models. Ve- 
hicles which passed inspection this 
year under the old program would 
not be required to undergo another 
inspection this year. 





Tire, Bus Excise Tax 
Repealed in Canada 


OTTAWA.—The Canadian 
government has repealed out- 
right present excise taxes on 
manufacturer’s selling prices of 
motor buses. The 5-cent-a-pound 
tax on rubber tires and inner 
tubes, not including original 
equipment tires, was also re- 
pealed and these are put into 
the 10 percent ad valorem group. 

The sales tax is repealed on 
Diesel power self-propelled 
trucks mounted on rubber tires 
wheels and complete parts 
thereof for off-highway use ex- 
clusively. 
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Peak Sales Year Due, Iowa Dealers Told 


(Continued from Page 1) 

their operating expenses and 
keeping proper balance between 
them and their service income. 

“There’s nothing new about this 
situation and there is no magic that 
will accomplish the desired result. 
It’s simply a matter of intelligent 
planning, good organization and 
then keeping everlastingly at it.” 

* * .7 


MEAD ALSO cited out-of-bal- 

ance parts inventories as con- 
tributing factors in higher dealer 
operating costs. Dealers, he added, 
have not increased the percentage 
of original sales that return for 
service business since before the 
He cited the Crowell-Collier 


point. 

Smead declared that the manu- 
facturers will be making “as many 
cars and trucks in 1949 as dealers 
can sell.” His best guess on what 
dealers could sell in the home mar- 
ket was 5,250,000 to 5,500,000 cars 
and trucks. This would set a record 
for domestic output, exceeding even 
1929. when domestic output was 
4,624,658. 

The Ford official said that deal- 
ers who won their spurs in a 
competitive market prewar will 
not find the year ahead too diffi- 
cult. However, he warned new- 
comers that they are in for a lot 
of readjustments before they be- 
come salesmen in the competitive 
sense. 

“It is going to take salesmen with 
the trading know-how to move a 
lot of these new cars and trucks 
into the hands of customers in 
1949,” he said. 

* od . 

"1 At LEAST 50 percent of the cars 
will have to be ‘sold’ in 1949,” 

he said. “There is a sufficient de- 
mand to absorb a 5,500,000 automo- 
bile and truck production for the 
domestic market this year on a 
profitable basis. 

“In 1948 you were besieged with 
requests for new cars. At times. 
you must have felt that everyone 
wanted to buy a new automobile or 
truck. Certainly the 4,839,000 ve- 
hicles turned out last year for the 
domestic market didn’t meet this 
demand. 

“It has been estimated that, if 
automobiles had been available to 
fill all orders it would have re- 
quired at least 3,000,000 more. 
That means there are 3,000,000 
prospects that were left over from 
1948.” 

“In addition to this actual short- 
age of cars on the road, there is a 
large volume of what we call ‘un- 
satisfied replacement demand.’ This 
means cars on the road which 
should be replaced by new ones. 

“As of July 1, 1948, over 7,500,000 
cars were 12 years old or over, 
while approximately 3,500,000 were 
14 years or older. That’s a lot of 


Letterbox 


(Continued from Page 4) 
in most cases, they are spic-and- 
span, with spotless floors and every- 
thing in perfect order. Besides, 
they are all equipped with modern 
(U. S.-made) service equipment and 
tools. 

Just to illustrate my point, I am 
taking the liberty of enclosing an 
assortment of pictures showing the 
premises and service facilities of 
some of our European dealers. Ex- 
amine, if you will, the pictures 
showing our dealer’s place of busi- 
ness in Brussels, Belgium. Note the 
service facilities of our dealers in 
Lausanne and Lugano-Cassarate, 
Switzerland. How many U.S. deal- 
erships conduct monthly service 
clinics as large as those of the 
Studebaker dealer at The Hague, 
Holland? 

Look at the premises of the 
Studebaker dealers in the afore- 
mentioned countries as well as 
those in France, Sweden, Norway 
Finland, Denmark, Spain, Portugal] 
and Greece. Can you visualize “the 
wind whistling through them”? Are 
these facilities “deplorable”? Would 
you call these “patched up shacks”? 

I think you will agree that many 
an American owner would be more 
than thankful, and proud, to deal 
with dealerships of this type which, 
I know, are in the majority in Eu- 
rope.—-R. A. HutcHinson, president, 
Studebaker Export Corp., 
Bend. 


South } 


replacement demand,” Smead con- 
tinued. 

“For trucks, the situation is basi- 
cally the same. If the supply had 
not been restricted last year, about 
250,000 more could have been sold. 
At the present time, there are 1,500,- 
000 trucks in operation that are at 
least 12 years old, and almost 1,000,- 
000 which are 14 years or more. 
Certainly a lot of old trucks need to 
be replaced to do the country’s 


hauling job efficiently.” 

The speaker maintained that “if 
auto dealers would not permit any 
used cars or trucks to stay on their 
used-car lots more than 30 days, 
they would not have to worry about 
whether or not they would be able 
to make a commensurate profit 


from their investment.” 
* * 


* 
CTsER convention speakers in- 
cluded George F. Ziesmer, 
NADA president; Edward L. Pay- 





ton, Cleveland trade economist; 
Gov. W. W. Beardsley of Iowa, 
and Joseph F. Leopold, southwest- 
ern director of the New Tax Equal- 
ity Assn. 

Leopold said that a billion dol- 
lars of additional income could be 
realized by the national govern- 


ment if it were to “tax the un- 
taxed.” 
In the “untaxed” category, he 


listed government-operated busi- 
ness enterprises, cooperatives, foun- 
dations and _ universities. These 
groups are in competition with 
private business, which is required 
to carry the state and national tax 
load, he charged. 

Gov. Beardsley’s banquet talk 








PAL TO SNOWBOUND MOTORISTS—Viewed 
in front of the International KB-8 truck and 
trailer unit, with which he did his heroic life- 


saving job during the recent unusual snow- 
storm which blanketed most of the Western 
states, is George Clark, driver for Flushing 
Storage Warehouse Co., Flushing, N. Y. 


was followed by a floor show. An- 
other feature was a theater party 
for dealer wives. 


















The Final Touch for beauty 
...for comfort... for safety 


PLEXIGLAS 
FOR TODAY’S CARS 







1. Crests for the new Buicks, 
molded of Piexicias V-100 molding 


powder. 








Lasting 


brilliance and color 


distinguish 


them because 


easily-molded 


PLEXIGLAS is 









immune to sun and 
weather — even after years of wear. 


. 
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2. Robbins Full-view 










rear windows 
of PLExIcLas in- 
crease rear-vision 
in convertibles 
nearly 500% over 
most fabric-and- 
glass panels. 


Strength and resilience provide safety. 
Light weight permits easy installation. 


* 


OPTICALLY CLEAR PLEXIGLAS 


WEIGHS 52% LESS THAN GLASS! 


Have you ever wished for a material as clear as fine glass, but 
only half as heavy ? Strong enough to withstand a hard blow 
or a heavy load? Then stop wishing; here’s PLEXIGLAs. 


Think what you can do with this sparkling acrylic plastic— 


* * 





3. Optically true Visilite Sun Visor 








of smoky green PLEXIGLAS cuts sun 
heat and glare of sky, road and bright 


light to a mini- — 
mum. No frost- 


windshield. 


in merchandise and merchandising. In small products or 
components, in large items like sign faces, skylights, show- 


cases, in a thousand-and-one industrial and building applica- 
tions, PLEXIGLAS speeds production and whittles costs. 


Its easy workability, resistance to sun and weather, gleaming 
brilliance, color possibilities and ability to “pipe” light make 


it the plastic for indoor or outdoor use. 


Our new booklet suggests how PLexicLas can add new 
lightness, new beauty, new durability to your products. Send 


for your copy today. 


CHEMICALS 


ROHM & HAAS 


COM PANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


Prexictas is a trade-mark, Reg. U. S. Pat. Off. 







ing because visor 
is installed flush 
against upper 
inside surface of 


* 


For decorative parts and functional 
accessories that add the final touch to 
any car—use PLexicias. We'll be glad 
to give you complete details. 


Write as fully as you wish 


regarding specific applica- 
tions, or use the convenient 
coupon to ask for our new 


PLEXIGLAS brochure. 


OUTSTANDING 
REQUIRING 


Name 
Position 
Company 


Address 


ROHM & HAAS COMPANY 
DEPT. N, 222 Washington Square, Phila. 5, Pa. 


Please send us your booklet, “PLEXIGLAS~AN 
MATERIAL FOR PRODUCTS 
STRENGTH, 

LIGHT WEIGHT, BEAUTY.” 


PERMANENCE, 
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35TH ANNIVERSARY FOR DEALER CARLSON—When John H. Carlson and his sons (Stude- 
baker) celebrated their 35th business anniversary, their friends and neighbors presented 
them with floral remembrances. In this presentation are, left to right, E. A. Browege, L. H. 
Carlson, Alfred Pankow, M. C. Wedin, H. L. Wedin, A. A. Carlson and A. J. Anderson. 


Buffalo Ford Dealer Adds 
5,000 Feet for Service 


J.C. Stephens Motor Corp. 
(Ford), 3484 Main St., Buffalo, has 
completed a 5,000-square-foot addi- 
tion to its service department, with 
a parking lot in the rear, it is an- 
nounced by President J. C. Ste- 
phens. 

“The addition, which increases 


our service area 50 percent, houses 
our new engine rebuilding plant 
and one of the finest paint and 
collision shops in this part of the 
state,” Stephens said. “The plant 
is equipped with every modern de- 
vice to machine, build, test and 
break in every motor we produce. 
Capacity is about 25 motors daily. 


There are profit-making opportunities in 
| AUTOMOTIVE NEWS Want Ads. 
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Match Trucks to Job 





Van Nortwick Points Out All Operations 
Require Individual Analysis 


DETROIT.—The best possible 
combination of speed, power and 
economy in a truck can result only 
when all load-moving components 
match the load and road conditions 
to be encountered, according to L. F. 
Van Nortwick, director of truck 
sales for Dodge. 

The load-moving ability a truck 
should have for any particular 
operation is a variable thing, Van 
Nortwick believes. There is no 
set rule to fit all cases, 


To illustrate this point, he selects 
two trucks operating on an identi- 
cal route. Both may have the same 
wheelbase and be equipped with 
bodies of similar appearance, 

But truck “A” is designed to carry 
a constant 2%-ton payload. Truck 
“B” is designed to handle with max- 
imum speed and economy, a vari- 
able payload ranging up to five tons 
—twice that of truck “A.” 

The differences in these two 
“identical” trucks should begin 
under the hoods, Van Nortwick 
declares. Truck “B” should have 








WHITE QUALITY FEATURES like these 


make the Big Difference in Truck Earning Power 
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Cylinder Distortion 
Control 


Duplex Carburetion 


EARNING POWER ...in a motor truck ... comes from its high quality 
plus its exact fitness for the work it does. Truck operators everywhere 
report extra earning power in Super Power Whites because White 
creative engineering has shaved dollars off their cost of maintenance... 
stepped-up fuel economy and made million-mile records commonplace 
in high mileage types of service. 
Dealers know, too, that White Super Power quality is the big difference 
in dealer earning power. The new Whites—with more power—more 
earning power—provide new evidence of White leadership in action 
... from coast to coast. 





THE WHITE MOTOR COMPANY « Cleveland 


Builders of the complete line of White Super Power Trucks, city and 
intercity coaches, Safety School Busses and the famous White Horse 


For more than 45 years the greatest name in trucks 


a larger and more powerful en- 
gine than truck “A.” 

Truck “B” should also have a 
larger and stronger clutch to trans- 
mit the greater engine torque while 
moving the heavier loads. 

Van Nortwick also believes truck 
“A” should have, in most cases, a 
four-speed transmission, while truck 
“B” may require a five-speed trans- 
mission. 

The final drive units in the two 
trucks should likewise be differ- 
ent. Truck “A”—which carries 
relatively light but constant loads 
—can use a single-speed rear axle. 

Truck “B”—which must, at times, 
move twice as much payload as “A” 
—should be equipped with a two- 
speed rear axle. 

Van Nortwick exxplains that the 
close spacing of gears afforded by 
the two-speed axle in combination 
with the five-speed transmission is 
ideal for moving capacity loads over 
varying grades. 

When traveling “light” or on 
level roads, the “high” range of 
this axle will give maximum speed 
and economy. Van WNortwick 
points out that the higher original 
cost of this axle “could hardly be 
justified” for the constant loads 
carried by truck “A.” 

When a truck operator purchases 
a@ new unit, he should take care to 
match these load-moving compo- 
nents with what his vehicle must 
carry and where it must carry the 
load. 

When this occurs, in combination 
with the right load-carrying units, 
such as right frame, springs, tires, 
etc., the result is an efficient, well- 
balanced vehicle, Van Nortwick 


Backshop 


(Continued from Page 45) 


trucking industry—including all of 
the truck dealers in every state af- 
fected—will lend their active sup- 
port to maintaining the present 
= weight and size stand- 
ards. 


Right now the nation’s highway 

users are bearing their heaviest na- 
tional and state tax load and the 
State tax load may be increased by 
efforts in 23 states to raise gasoline 
tax rates. 
On the federal side, highway 
users buying new cars and trucks, 
repairing old ones or buying gaso- 
line and oil or tires and tubes, paid 
a new record of $1,179,865,000 in 
“temporary” federal automotive ex- 
cise taxes in 1948. These emergency 
taxes go into the government’s gen- 
eral funds. 

Hundreds of highway user groups, 
representing a combined member- 
ship that runs into the millions, 
have called for their repeal. 

A new record has also been set 
by highway users’ payments of spe- 
cial state taxes used for highway 
purposes. They increased some 55 
percent in 1948 over 1941, reaching 
an unprecedented total of $1,836,- 
000,000. These payments by high- 
way users increased at a much 
faster percentage rate than funds 
made available for highway pur- 
poses from state and local general 
funds. 

Dealers being on the ground floor 
in their various states can watch 
these increases, for in them there is 
a danger that we may tax our “on 
rubber” transportation out of eco- 
nomic existence just as we have 
priced ourselves out of the mass 
market. 


Tooling About Set 
At Twin Coach 


BUFFALO.—The Twin Coach 
plant here expects to start calling 
back furloughed workers about 
Apr. 1. Employment dropped to 
around 600 while tooling up for pro- 
duction on its subcontract for 
Grumman Aircraft. 

The tooling is approximately 70 
percent completed and the first 
parts for Grumman have been 
started through the fabrication de- 
partment. When the aircraft work 
swings into high, officials said em- 
ployment will be more than double 
the present figure. Only other pro- 


duction operation at the plant is on || 
bus parts for the Ft. Erie factory. '| 
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| Two More Auto Firms 


Incorporate in Texas 


Records in the office of the Texas 
secretary of state show the incor 
poration of two automobile firm 
in Texas: 

McGar Motor Service, Inc., Texas 
City, by R. W. McGar, O. B. Welsh 
and John B. Shrader, with $10,000 
capital stock. 

Yates Motor Co., Inc., Henrietta 
by F. L. Yates, Mrs. F. L. Yates 
and J. O. Dotson with $20,000 capi 
tal stock. 





TOTAL DISPLAY 


LINAGE 
Up 74% Since 1939° 


Why? Because the 
Courier-Express con- 
centrates on the fam- 
ilies with greater in- 
comes to spend. 

Your dollar buys 
MORE space— MORE 
insertions in Courier- 
Express — MORE im- 
pact on the customers 

with the money to 
BUY your product. 


%& Competition's Gain 54% 
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Western New York's 
Only Morning and Sunday Newspaper 
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Terre Haute, Ind., 


user writes: 

“. . . find ABC unit almost indis- 
pensable .. . it locks all four wheels 
at once, putting strain on the rub- 
ber instead of universal joints and 
driveshafts.” 


STOP-and-HOLD your truck 
with AUTOMATIC BRAKE 
CONTROL 


One-way valve assembly inserted in 
hydraulic system supplements me- 
chanical hand-brake. 


A GOOD TRICK! 


Prove it on your own equipment. 
Take advantage of 10-days’ free 
trial offer. Fill in coupon below, 
clip it to your letterhead, and mail 
it today. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S PRODUCTION ONLY) 


AUTOMOTIVE NEWS, MARCH 28, 1949 
Dual-Axle Drives Announced 


Week Week Mar., dan. 1 dan. 1 
Same Ended 1949 to to 
Mar. 26, Week Mar. 19, to Mar. 27, Mar. 26, 
1949 1948 1949* Date 1948* 1949* 
CHRYSLER .......... 17,393 20,118 18,670 63,368 175,279 185,777 
GON vcccseeencee 2,173 2,913 2,629 8,190 24,878 25,961 
SED. acvcceneses ewe 1,606 2,090 2,152 6,529 19,702 
a a 2,628 5,811 3,905 12,021 51,572 45,159 
POONER wi ci svioes 10,986 9,304 9,984 36,828 79,970 94,955 
EY 5 FtNi se eee beecus 19,890 3,186 19,796 75,927 164,286 243,046 
ONE ee owen 0b sens 16,188 2,741 15,449 60,541 136,437 192,648 
MEE Seduce ssacts ty 280 539 2,039 2,786 9,670 
DED, ih. cn0s-0n sds «> 3,239 165 3,808 13,347 25,063 40,728 
GENERAL MOTORS... 36,804 34,372 36,991 138,585 383,288 383,278 
set vectoueveens 6,628 5,745 6,799 25,603 69,008 85,572 
GR c.vrcecccscces 1,603 1,718 1,601 6,121 10,267 19,427 
Chevrolet ........... 18,126 16,701 18,003 67,930 190,660 1 
Oldsmobile .......... 4,714 4,362 4,768 17,984 47,782 57,611 
I iis weenie s% 08 5,733 5,846 5,820 20,947 65,571 9 
KAISER-FRAZER 1,231 2,945 1,400 2,631 42,943 12,710 
PE Set Werrevevess 492 1,702 505 997 15,990 4,933 
SE setccvescteseaa 739 1,243 895 1,634 26,953 4,777 
0”. Seer 471 651 343 1,572 6,009 3,732 
ee 3,521 2,181 1,737 =: 111,041 29,968 44,043 
PEE SSE oWiKciccerede 3,234 2,771 3,283 12,129 30,896 37,626 
OEE: ccccccceses 2,291 1,909 2,273 9,245 16,072 29,178 
STUDEBAKER ........ 4,420 3,050 4,383 6,189 37,906 44,827 
po ee eee 571 477 320 929 8,814 6,636 
Total Cars, U.S. .... 89,826 71,610 89,196 332,116 895,461 990,353 
+Station wagons and Jeepsters. * Revised, 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Mar., Jan, 1 dra.l 
Same Ended 1949 to to 
Mar. 26, Week Mar. 19, to Mar. 27, Mar. 26, 
1949 1948 1949* Date 1948* 1949* 
CHEVROLET ......... 8,613 7,768 8,709 33,976 88,546 107,754 
CEE Sse ci vevecss 10 52 4 29 1,227 110 
DIAMOND T ......... 124 283 123 481 8,404 1,521 
EE. acces e000e ee exe 92 165 16 244 1,799 778 
en ee 8,214 3,533 3,488 13,428 40,911 
FEDERAL ............ 86 35 90 1,636 377 
DEED 0.606 45.5600.000040 4,776 7,982 18,005 172,972 52,830 
MPa décetevkicet ss aete 1,781 1,804 1,758 6,715 18,962 23,380 
cc ists as. dee. ibe” -- cam. ocemeee! \« geaien) 0, Sommer 
INTERNATIONAL 2,836 3,564 2,997 11,465 37,244 
EEL. os esd css cshuvss 164 238 155 622 3,754 1,730 
AEST PER CREE EE 15 267 7 252 4,035 958 
STUDEBAKER ....... 1,453 1,600 1,492 5,643 18,996 19,055 
palsies oS 06. 20des 233 288 199 704 3,601 2,421 
ae 1,294 2,432 1,371 2,778 28,673 15,443 
MISCELLANEOUS 253 255 264 1,033 3,304 3,945 
25,444 95,465 335,026 313,501 


5,904 4,956 


18,452 651,167 50,792 


U. S. and Canada. ..119,776 107,831 119,596 446,033 1,231,654 1,355,146 








s includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


*Revised. Miscellaneou: 
Drive, Sterling, Nash, etc. 





1949 Production Attains 
5,900,000 Yearly Rate 


(Continued from Page 1) 


cars thus far this year, or about 
121,000 more than in the same 1948 
period. At the end of February, 
1949 car production was only 65,000 
units ahead of 1948 pace. 
a +. * 

hERST-QUARTER, 1949, truck 

output should wind up at about 
333,500 units, or some 19,000 less 
than in the same 1948 period. At 
the end of last February, 1949 truck 
output was still about 3,000 ahead 
of 1948 pace. 

The trend evidenced itself this 
month. Whereas, U.S. plants as- 
sembled 137,717 trucks in March, 
1948, the output of only about 115,- 
400 looms for this March. 


Meanwhile, however, U. S. plants 
continue to speed car produc- 
tion for the spring market. The 
magnitude of the increases, al- 
ready in force and still planned, 
indicates that only a small minor- 
ity of sales officials are pessimis- 





Ind. Road Status Delays 


Truck Weight Increases 


INDIANAPOLIS. — Truck 
weight limits in Indiana will not 
be increased, although the state’s 
legislature enacted a bill grant- 
ing relaxation. 

Along with increasing weight 
limits, the bill provided for spe- 
cially designated heavy - duty 
highways for trucks, There will 
be no such highways in Indiana 
for the next two years, accord- 
ing to highway commission 
chairman Samuel C. Hadley. 





tic about the possibility of future 
sales. 

Most of last week’s Chrysler pro- 
duction was accounted for at Plym- 
outh division. The corporation’s 
other divisions in Detroit were 
hampered by scattered wildcat 
strikes, Dodge being the most ad- 
versely affected. 

+ 7 * 


ORD DIVISIONS, which were 

somewhat hit by a railroad labor 
dispute the week before, managed 
to bring output nearly back to nor- 
mal last week. 


General Motors plants held to 
about the same pace, except that 
assembly of Chevrolet cars was 
increased in proportion to a de- 
cline in truck output. 

Kaiser-Frazer output was down 
slightly last week, but K-F officials 
predicted the Willow Run plant 
would be turning out 400 cars daily 
by April. 

Hudson continued to have trouble 
obtaining assigned production. Dis- 
agreement between management 

and labor over production stand- 
ards continued to keep schedules at 
erratic levels. 

Nash continued to produce cars 
at a rate of more than 600 daily. 
Nash production of trucks for ex- 
port and dealer use was sus- 
pended temporarily due to supply 
contingencies, 

Still holding to a four-day week, 
Packard built an estimated 2,291 
cars last week. 

Studebaker racked up another 
car production increase last week, 
building an estimated 4,420, com- 
pared with 4,383 the week before. 





































CLEVELAND. — Truckstell Mfg.| unit, designed especially for con- 
Co., Union Commerce Bldg., Cleve-| version of 1% and 2-ton trucks 
land 14, announces its appointment/ and the heavy-duty unit for 2, 2% 
as exclusive sales representative| and 3-ton trucks. The heavy-duty 


for Baumis-Truckstell 


dual-axle| unit features the exclusive Baumis- 


drives, manufactured by Baumis| Truckstell 4-way drive which pro- 


Mfg. Corp., Townsend, Mass. 


vides operators with overdrive, un- 


standard 1%, 2, 2% and 3-ton 
trucks, the Baumis - Truckstell 
drive uses two standard axles as 
supplied by the truck manufac- 
turer or two extra-heavy axles 
of other standard make and de- 
sign, if desired. 

This new Baumis-Truckstell Dual- 
Drive unit enables a dealer to build 
up a 1% or 2-ton truck into a 26,000 
to 38,000-pound GVW vehicle. 

Two Baumis-Truckstell models 
are available, the medium-duty 


Iowa Governor 
Expected to Sign 
Highway Bill 


DES MOINES.—Iowa’s Gov. Wil- 
liam S. Beardsley last week was 
expected to sign the key bill in the 
state’s proposed 20-year $995,000,000 
road and highway improvement 
program. 


certain. 

The bill sets up a $49,050,000 an- 
nual fund which will be increased 
to $88,000,000 by federal aid allot- 
ments, local taxes and other tax 
bills being contemplated. 

It puts all road-use tax revenue 
into one general fund and provides 
for distribution as follows: Primary 


streets, 8 percent. 


British Export 
Fewer Cars to 


U.S. in Month 


WASHINGTON. — January im- 
ports of 1,845 British cars into the 
U. S., compared with 2,824 in De- 
cember and a monthly average of 
2,102 last year, is interpreted here 
by some government officials to 
mean that demand for foreign cars 
might be falling off as a domestic 
buyer’s market develops. 

Slipping sales would hurt more 
than foreign manufacturers and 
their U. S. dealers, it was pointed 
out. Another result would be fewer 
foreign earned dollars to pay for 
foreign purchases of American 







axle drive. 

The company claims truck oper- 
ators get these benefits from Bau- 
mis-Truckstell 4-way drives: 

1. Up to 15 forward speeds and 
three reverse speeds—a gear for 
every load and road. 

2. A powerful underdrive start- 
ing gear with a 2.07 to 1 ratio, pro- 
viding 107 percent more power for 
starting extra-heavy payloads. 

8. An economical overdrive 
gear on the top side of every 
transmission gear which reduces 
engine speed to a full 19 percent 
without reducing road speed. 

4. Single axle drive for highway 
use providing greater economy and 
longer tire life. A cab-operated de- 
clutching lever permits the driver 
to operate the truck at highway 
speeds with only the forward axle 
driving . . . the rearmost axle is 
disengaged as in a trailing axle 
truck, thus eliminating “wheel 
fight.” 

The rearmost axle can be man- 
ually engaged as a dual driving 


The bill reached the governor’s axle at any time. It is automatic- 
desk without a single dissenting| ally reengaged when the Baumis- 
legislative vote. Inasmuch as the| Truckstell power divider is shifted 
governor was a member of the/into the underdrive ratio, 
committee which drew up the pro-| making it impossible to drive the 
gram, his approval was considered|truck with maximum power ap- 


thus 


plied to only one driving axle. 

The heart of the Baumis- 
Truckstell 4-way drive is the pa- 
tented three-speed Baumis power 
divider. Mounted in the drive 
line and supported by an extra- 
heavy frame cross member, it 
transmits power to the two pow- 
er driving axles. 


roads, 42 percent; secondary roads, In addition it functions as a rug- 
35 percent; farm-to-market roads,| ged auxiliary transmission provid- 
15 percent, and city and town|/ing two extra gearshifts in every 


transmission ratio, giving a power 
and speed combination that makes 
for efficient, economic dual-axle 
drive operation. 

An outstanding characteristic 
claimed for both the 4-way heavy- 


53 


block is pressure lubricated and 
has oversize ball bearings. 

Power brakes are on all 
wheels. 
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- - Classified Want Ads - - 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


SERVICE MANAGER for Chevrolet dealer 
in one of the fastest gro cities in 
Florida, with present permanent popula- 
tion of upwards of 100,000. Must be top 
volume operator and organizer. All re- 
plies strictly confidential. Box 2948, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER, experienced in Ford 
and Lincoln, to assume full control of 
service in old established upstate New. 
York dealership. Good salary and profit 
participation. Replies confidential. Box 
2949, c/o Automotive News, Detroit 26. 


TRUCK 
SALESMAN 


Experienced Truck Salesman, who can 
sell from 6 to 10 trucks a month. 
Salary plus bonus. Man of this cali- 
ber will make above $6,000 per year. 


To one who proves himself there is 
a possible opportunity for Position as 
Truck Manager in one of our midwest 
stores. Address: 


DAVE TRIGG, General Sales Manager 
* 


RUDY FICK 


Downtown Ford Dealer 
1920 McGee 
KANSAS CITY 8, MISSOURI 








duty drive and the medium-duty | SERVICE MANAGER, experienced in Lin- 


drive is their extreme flexibility 
under practically any and all road 
and load conditions. 

Trunnion type free end springs 
are said to enable either unit to 
take up to a 14-inch bump or rut 
on any rear wheel without loss of 
traction. 

Heavy duty radius rods keep 
both driving axles constantly 
aligned under conditions of max- 
imum flexibility, the maker 
claims, thus assuring practically 
equal load distribution over all 
eight rear tires at all times with 
minimum side sway. 

The heavy-duty straight drive 


goods, and this would have effects line to the two driving axles in 
reaching back to American pro-| Baumis-Truckstell units is engi- 
ducers, exporters and their em-|neered to permit extreme flexibility 


ployes. 


without extreme drive line angu- 


One corrective move is the effort | larity. 


of the British Society of Motor 


Standard heavy duty needle bear- 


Manufacturers and Traders, through | ing, pressure lubricated universal 
Sir William Welsh, to strengthen| joints are used. Drive shafts are of 
its bid for U. S. sales. The society | heat-treated steel, dynamically bal- 
recently opened a national office| anced to prevent whip. The rear 


were, under Sir William’s direction. ' axle drive shaft carry-over pillow 





SEPARATE DRIVES—Each rear axle of the Baumis-Truckstell Dual-Axle Drive now being 
distributed nationally by the Truckstell Co. is driven separately from the gear box—the long 
shaft being adequately equipped with universal joints to take care of maximum road weave 


and distortion. 


In this drive two axles standard Ba the truck being equipped can be used 


or heavier axles of another make can be substit: 





Won- 
Ad- 


coln-Mercury agency opera 
derful opportunity for qualified man. 


vise age, experience, family status and 
references in reply. H. Azell Morris, 
Inc., 540 St. Louis St., Springfield, Mo. 





SERVICE MANAGER for Eastern Dealer- 
ship. Must be qualified to take complete 
charge of shop. Salary and commission. 
State age, present position, past expe- 
rience. Box 2961, c/o Automotive News, 
Detroit 26. 


SERVICE 
MANAGER 


Unusual opportunity for aggressive, 


merchandising-minded man with suc- 
cessful record seeking unlimited future. 


Should be between 35-45, with expe- 
rience in Chevrolet or Ford. 


Exclusive dealership in large New Eng- 
land city. Liberal salary, bonus and 
percentage over all net profits. 


Write in detail why you think you are 
the man, enclosing snapshot. 


All replies confidential. Our employees 
know of this ad. 
Box 2925, 
c/o Automotive News, 
Detroit 26. 





AUTO PARTS AND ACCESSORIES 
SALESMAN with car dealer following to 
handle nationally known lines of auto 
parts and accessories, Exceptional earn- 
ings assured with our high commission 
arrangement. Anchor Auto Supply Com- 
pany, 8400 Hough Ave., Cleveland 3, Ohio. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 










GENERAL MANAGER — Desires position 
with large dealership. Seven years whole- 
sale, three years dealership management, 


prewar with Chevrolet. Fully qualified in 
all phases of operations. Can inspire all 
sales activities to be leader of locality 
and control same to assure high net profit 
for dealer. Can handle personnel efficient- 
ly and fairly. Public relations, personnel 
and labor relations experience in addi- 
tion. Salary and percentage of net profit 
expected. Age 41. Health excellent, 
married, good financial and social posi- - 
tion. Box 2945, c/o Automotive News, 
Detreit 26. 


POSITION WANTED 


AVAILABLE: TRUCK DEPARTMENT 
MANAGER for a live truck organization 
with facilities for sales and service. I am 
and have been truck Seema manager 

dealer three 


for a Ford 


Reasons for Roving, dealer and 
for a real operation. 
Have complete knowledge of trucks and 
Past experience in sales 
with Service Motor Truck Co., a 


years. 
town too small 
truck equipment. 
Motors Truck Co., and Reo Motors 


Address Box 2943, c/o Automotive howe 


Detroit 26, 


PARTS DEPARTMENT MANAGER— 


Twenty years Chrysler Corporation expe- 
well acquainted 


rience, 
factory methods and service 


department 
detail. Prefer western states. Available 


immediately. Excellent references. 
2942, c/o Automotive News, Detroit 26, 





PARTS MANAGER—Position desired with 
Chevrolet dealership within 100 miles of 


New York City. Knowledge, large and | esTABLISHED DEALERSHIP, now han- 
small dealership operation. Two years dling Nash. No used car stock. No ex- 


with Chevrolet, one United Motors. Col- 
Army technical and ad- 
Also 
interested in assistant managership with 
Box 2950, c/o 


lege graduate. 
ministrative experience. Age 31. 
large volume dealership. 
Automotive News, Detroit 26, 





USED CAR MANAGER OR TOP FLIGHT 
Pre-war 


SALESMAN—Volume producer. 
and post-war experience, age 40, married, 


dependable, and sober. Interested in 
connection with new car franchised 
dealer. Box 2951, c/o Automotive News, 
Detroit 26. 





AVAILABLE—Experienced paris manager 


Chrysler iine, Willing to locate any state. 
Box 2952, c/o Automotive News, De- 
troit 26. 


REAL HUSTLER, married, one smaii child; 


31 years of age; desires to buy interest in 
Ford or Chevrolet agency and be active. 
Present owner could plan to retire in 
future years. I own a small Buick deal- 
ership. Would like Ford or Chevrolet 
with more volume. Write W, E. Smith, 
2611 Kittrell Drive, Raleigh, N. C. 


TRUCK DEPARTMENT MANAGEK, now 
employed, seeks larger opportunity. Many 
years’ experience in new and used truck 
and equipment merchandising. Recog- 
nized as a producer. Box 2953, c/o 
Automotive News, Detroit 26, 


MANAGER AVAILABLE TO DEALER, 
needing capable administrator and or- 
ganizer. Successful General Motors back- 
ground. Extensive retail management 
experience. Fully conversant with sales, 
service, accounting and personnel prob- 
lems. Seeks connection with future, with 
earnings based upon ability to produce. 
Excellent references. Details upon re- 
quest. Box 2954, c/o Automotive News, 
Detroit 26. 

SERVICE AND PARTS MANAGER, 20 
years’ automotive experience, sober, re- 
Mable, aggressive, good personality and 
appearance. Married, age 51. Rated 
crack service and parts saiesman, Thor- 
ough training in mechanicai-administra- 
tive-promotional fields, either service or 
parts, or both. Box 2955, c/o Automo- 
tive News, Detroit 26. 

SERVICE MANAGER DESIRES POSI- 
TION with Studebaker, Nash, Lincoln- 
Mercury, Dodge or Kaiser-Frazer dealer 
in Texas, Oklahoma, Arkansas or Louis- 
jana. Twenty years’ experience, sober, 
good customer contact man and can han- 
die shop personnel. References, Avail- 
able April 15th. J, McCrone, 913 Hinck- 
ley St., Danville, Ill. 

SERVICE MANAGER, MANAGER, 
years’ experience, General Motors, Chrys- 
ler, Kaiser-Frazer. Customer relations 
improved and maintained. Most expe- 
rience managing factory branches and 
distributorship. Box 2962, c/o Automo- 
tive News, Detroit 26. 


Dist RIBUTORSHIP AVALLABLE 


NEW CAR 


DISTRIBUTORSHIPS 
AND DEALERSHIPS 
AVAILABLE 


For Further Information 
WRITE 
Box 2883, 
c/o Automotive News, 
Detroit 26. 











DEALERSHIP WANTED 

DEALER EXECUTIVE, volume operator, 
responsible, age 37, with successful buy- 
ers’ market managerial record. Expe- 
rienced in all phases of dealership man- 
agement. Will pay cash for dealership 
or buy part interest. Factory approval 
and maximum operating results assured. 
Please reply in confidence. Give details. 
Box 2946, c/o Automotive News, De- 
troit 26. 

WOULD “BIG THREE” DEALER like 
more time to self, sell share to man 37, 
seeking active interest in business? 10 
years’ experience auto industry. Qualify 
with manufacturer. Prefer Detroit or 
vicinity, consider anywhere. Strict con- 
fidence maintained. Box 2956, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED. Prefer G.M. line 
in Michigan, Ohio or Indiana. 150 cars 
up. Can qualify with all divisions, Re- 
plies strictly confidential. Box 2931, c/o 
Automotive News, Detroit 2 

WANT TO BUY—A good “Big Three” 
franchise in Western U.S.A. Can qualify 
with factory. Box 2914, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE 


POPULAR NEW CAR AND TRUCK 
HALERSHIP—Located in Southern Ari- 
for itself in less than 
offered at a very at- 


for sale in Hol- 
price due to 
2937, c/o 


AUTOMOTIVE NEWS, MARCH 28, 1949 

























DEALERSHIP FOR SALE 


cessive inventories. 


motive district. 
handle, 
ear contract. 
News, Detroit 26. 


POPULAR CAR AND FARM 
MENT franchise, 
Michigan, rich farming area. 
all new. Partnership dissolving. 
for quick sale. Investigate. 


Godfrey 8S.W., Grand Rapids, Mich. 


BUSINESS FOR SALE 


prosperous Southern 
on the Gulf Stream, 


manufacturer. 
lent business opportunity. 


about $25,000 all lines. 
motive News, Detroit 26. 


GARAGE—Now handling Chevrolet. 
equipment. In small 





Highway. Box 2959, 


News, Detroit 26. 


on inventory to settle estate. 
c/o Automotive News, Detroit 26. 


inventory. 
lot. Well fenced. 
write to J. E. Marshall, 
Jackson, Ohio. 


USED CARS WANTED 


WANTED 
50—Taxicabs or Drive-Yourself Cars—50 
or New or Clean Used Cars 
Chevrolet, re Dodge or Plymouth 


Must Be neoe 
Phone 989 . EOSHO, MO. 
Phone, wire’ or Bote 


GEORGE SITLER, Manager 
BURTRUM MOTOR CO. 


USED CARS FOR SALE 


USED CARS 
--- Wholesale - -- 


ALL MAKES - - - ALL MODELS 
‘40s to ‘49s — LARGE SELECTION 


Chrysler-Plymouth 


18500 LIVERNOIS 
DETROIT 21, MICHIGAN 
Phone: UNiversity 4-2800 


(Ask for S. Morris, Manager) 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 





AUTO AUCTION 


DEALERS ONLY 


Sale Starts at 12 Noon (C.S.T.) 


EVERY THURSDAY 
e 


Weekly Prices Mailed on Request 


MANEY MOTOR CO. 


MURFREESBORO, TENN..: 





Attractive lease in 
the heart of Southwest Los Angeles auto- 
$30,000 to $35,000 will 
Must qualify with factory. 260 
Box 2958, c/o Automotive 





IMPLE- 
live-wire town Central 
Equipment 
Priced 
Several 
other attractive dealerships in Michigan. 
Write Associated Business Brokers, 1200 


ATTRACTIVE BUSINESS in a growing, 
Florida community 
a leading line of 
boats and electrical applianees by a major 
Ideal climate and excel- 
Inventory of 
new merchandise at cost, only obligation; 
Sales volume 
annually, $150,000, No lease obligation, 
but excellent facilities available for terms 
if and as desired. Box 2933, c/o Auto- 





Latest 
Wisconsin town, 


prosperous farming community, on Main 
c/o Automotive 


WELL ESTABLISHED AUTOMOTIVE 
PARTS BUSINESS in excellent trade ter- 
ritory in Central Kansas. Will sacrifice 

Box 2960, 


BUSINESS OPPORTUNITIES 


FOR LEASE OR SALE — Auto wrecking 
yard in good location, doing good busi- 
ness. Well stocked with new and used 
parts. Will lease on 5 years’ terms plus 

42x42-ft. building, 125x300-ft. 

For more information 

Box 103, North 














GOLDHAR-ZIMNER, INC. 
















oe y stare we ba AD DEPARTMENT | 


USED CARS FOR SALE 


USED CARS 


PRICED RIGHT !! 


CLEAN - - - LOW MILEAGE 
YOUR PICK OF USED CARS FROM 
11 NEW-CAR DEALERS 








ALL LOCATED ON JOSEPH CAMPAU 
FROM CANIFF TO McNICHOLS, 


DETROIT 


YOU DON'T HAVE TO GET OFF 
THIS ONE MILE ON JOSEPH 
CAMPAU TO GET THE BIGGEST 
USED-CAR VALUES IN AMERICAI 


Also Genuine 
Factory-Recommended Parts 
Sheet Metal 
Hard-to-Get Items 
Top Discounts to Dealers 


Hurry! Write! Wire! 
ANY OF THE 
11 MEMBERS OF H.A.D.A. 








CONNELL (Cadillac) 

COUSINS MOTOR (Hudson) 

DICK CONNELL (Chevrolet 
EDMOND MOTOR (Oldsmobile) 
GEORGE MOTOR (Studebaker) 
JOHNNY MOTOR (DeSoto-Plymouth) 
KRAJENKE (Buick) 

MARGOLIS AUTO (Chrysler-Plymouth) 
MOWBRAY-FINCH (Ford) 

T. A. GRISSOM (Dodge-Piymouth) 
WOODY (Pontiac) 








HAMTRAMCK 


Automobile Dealers 


Association 
DETROIT, MICH. 








Indianapolis 


DEALER AUTO AUCTION 


In the Heart of Auto Row 
1129 N. MERIDIAN ST. 


Every Wednesday — 12:30 


Indianapolis’ Oldest 
Auto Auction 


“A Sale Run by Business Men in a 
Business Way” 


DUTCH STUART, Auctioneer 


Charlie Stuart Auto Auction Held Every Friday at Od Motor Mart 


1129 N. Meridian St. 
INDIANAPOLIS, IND 


Riley 3585 


AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A, 






















| Remember . . . Every Wednesday | 
At 12 O'Clock 


Detroit's Big Indoor Auto 
Auction 


DEALERS ONLY 
(Room for 150 Cars... Inside Heated 
Sales Arena) 
Right in the Heart of Downtown Detroit 
COL. BILL NAGY, Auctioneer 
SAM GOODMAN, Manager 


Aptco Auto Auction 


124 SPROAT ST. DETROIT, MICH. 
TE. 3-0244 - - - TE. 3-3129 


USED CARS FOR SALE 


WHOLESALE 
1940 TO 1948 CARS 


Largest stock of sharp, clean cars 
in Philadelphia at REAL wholesale 
prices. 





Courtesy car available for your use 
when in Philadelphia. 


SHORE BROS. 


4225 CHESTNUT ST. 
Baring 2-6600 


Philadelphia's Oldest and Most Dependable 
New and Used Car Dealer. 





USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of lilinois State Line 
On Route 30 


EVERY FRIDAY I! A.M. 


Our buyers come to buy and our consign- 
ers bring their cars to sell. 1948 sales per- 
centage was about 63%, or 107 cars each 
Friday actually sold. 
Strictly Wholesale 
Dealers Buy — Dealers Sell 
a comme in by plane or train— 
l—we will meet you. Hotel accom- 
qodaitens available, transportation 
furnished. Call early for reservations. 
i can available to move cars. 
WSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 
Phone am DYER, IND. 
Res.; Lansing, I!!. 730 and 
Lansing, Ill. 107R 










Davenport 4-1600 






















Ask for Wholesale Manager 


AUTO AUCTION 


Dealers Only 


SALE EVERY TUESDAY 
AT NOON 


“You bring ‘em, we sell ‘em, 
If you need ‘em, we have ‘em.”’ 
Weekly Prices Mailed 
on Request. 


Lancaster Auto Auction 


1006 N. PRINCE ST LANCASTER, PA 
| Block from P.R.R. Station 


Tel. Lanc. 2-7740 





























GEO. 


























































AUTO AUCTION 
For Dealers Only 
EVERY TUESDAY — 12:30 P.M. 
Beginning April 5, 1949 


Located on Route 20 (Euclid Ave.) 
1 Mile West of Willoughby, Ohio 


Across from Cook Cleland Airport 
15 Miles East of Downtown Cleveland 


PIERCE MOTORS 


EL OUONT, OHIO 
P.O. Box Phone 
Ganeea A. Codtvep—-Auctionser 
























WE WHOLESALE 
All Makes and Models—'36s to ‘49s 
Phone or Wire. 


SUSK MOTOR COMPANY 


6647 S. WESTERN AVE. CHICAGO 3, ILL. 































Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 AM. 


Harry D. Gilbert 


Automobile Auctioneers 
6600 N. Broad St. Phila., Pa. 


F CARS AND BUY 
Es a ON R 






EX-TAXIS .. . 1946-47 


CHEVROLETS - yMounes - FORDS 
ye see 
a NTITY OF 4 T 
EXCEPTIONALLY GOOD CONDITION 


R. A. AGENCY 


4733 CHESTNUT STREET 
SHerwood 7-1700 PHILA. 30, PA. 




































PLENTY 
WEEKLY PRI 


Tel. Livingstone 8-3000 


VEST 


AUTO AUCTION 


EVERY TUESDAY, 12 O'CLOCK 
DEALERS ONLY 






























WHEELING, ILL. 


25 Miles North e Chicago on Route 45, 
Milwaukee Ave. ... Phone Wheeling 348 


DEALERS AUTO AUCTION 
Every Friday . . . 12 Noon 
500-Car Parking Area 
Troy D. Lee, Prop. John Corrigan, Auctioneer 













Plenty of Space - - - Heated Building 
PETER DUNCHACK 


Promoter 
15759 Puritas Ave. 
WI-2000 CLEVELAND, OHIO MA-3151 
COL. R. K. PATTIN, Auctioneer 



















KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Illinois St. Phone Lincoin 5383 





CHARLIE THALE'S QUINCY AUTO AUCTION 
(For Dealers Only) 


In Continuous Operation Since 1947 







3200 Broadway—Tel uincy, I. 
(UL, Rte No. 104 at 32nd St. 
wi Thompson and Joe Russell, Auctioneers 
oodwill Offer: “Free ur Back Fees on 
‘49 Models) 













TRUCKS FOR SALE 









WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
“Philadelphia's Largest Used Car Dealer” 
4539 CHESTNUT ST. PHILADELPHIA, PA. 

Wire or Phone Allegheny 44450 


Trucks 


Wholesale 


‘48s and ‘49s 


LARGE SELECTIONS 
'/>, 34, and |-Ton Pickups 
Also |!/> to 3-Ton Models 


ROOSEVELT MOTORS, Inc. 


4156 W. Roosevelt Road 
CHICAGO, ILLINOIS 
Established 25 Years 


Wire or Phone Sacramento 2-7850 


















































USED CARS 
WHOLESALE - - - RETAIL 
ALL MAKES - - - ALL MODELS 
‘37 TO ‘49 












PACKER PONTIAC 
America’s Finest Service Center 
18650 Livernols Phone University 3-9300 
DETROIT 21, MICH. 

















































4200 N. BROAD ST. 
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PARTS FOR SALE 





NEW CARS WANTED 







YANTED—1949 Fords, Mercurys, Chevro- 
lets, Plymouths, Buicks, Pontiacs, Olds- 
mobiles. Also '47 and '48 models, Chev- 
rolets and Fords. Spaniol Car Company, 
301 N. Walker, Oklahoma City, Okla., 
Phone 3-5068 


left h 
616; 


TRUCKS FOR SALE J. B. E, Olson Corp., 


Ave., Brooklyn 23, N. Y. 
—1941 GMC 6x6 with 5-yard sides, 7-yard 















end dump body and new hoist. Price Hoods Core Supports 
$1,200. 1—1941 C.O.E. Chevrelet er stocks of hard-to-get parts, body and Grilles Hydramatic Parts 
Grico tandem attachment installed fender parts for all models. Fast serv- Hub Caps Shock Absorbers 
1944—-$1,200. 1—1946 GMC Tractor on ice, liberal discount. Walter H. Schultz Fend Distributors 
brakes, completely equipped 426 cu. inch Pontiac, 16-20 Passaic St., Trenton 8, Gas Tote Carburetors 
motor. Excellent shape—$3,000. Inter-| New Jersey. Trunk Lids Steering Wheels 
national Harvester Company, 148 North | ———————_—_________. Fuel Pumps Clutch Parts 
Broadway. Green Bay, Wis. Telephone — ART o —- oil seals, xg And M Other Items 
Howard 6380. 
a “quantity while } last. P, O, Box Orders Filled me Day Received 


1069, Jackson, Tenn. 


FOR SALE—Wholesale parts truck—1947 
Chevrolet, 
FORD PARTS shipped anywhere. 


let, 2-ton, 161” W.B., conv. cab, 
custom built all-steel body, 13’ 6” by 
7’ 6”. Approximately 25,000 miles, Our 
cost new, $2,970. Special price, $1,970. 
arthy Chevrolet, Inc., Kokomo, 








write, phone, 
Inc., "4016 Allston Ave., Cincinnati 
Ohio. Melrose 7275-6-7. 












PARTS WANTED 


O—Body parts for 1941 Continental 
9 coupe. Have for sale 1924 Lin- 


— ah — new. Covington Motor AUTO S ALES 
PARTS FOR SALE CHRYSLER PLYMOUTH 
EE e 





One of the Largest Chrysler Parts 
Dealers in the Midwest 
2 


WE CARRY A LARGE STOCK OF 
FENDERS, GRILLES, DOORS, PANELS 


Genuine Mopar 
e 


Send Us Your Order 
We Ship Anywhere 














Packer Pontiac Co. 
at to Help You With Your Pontiac 


\nerica's Finest Service Center 
*@ Parts Needs 


‘ve gan offer prompt service on any 
hiey-ent from one of the largest (in- 
‘ee 99 many hard-to-get metal items) 
o most complete inventories of 


* 
Pontia i » 
ee Pas Se Tp Coen 11310 JOS. CAMPAU 
18650 LIVERNOIS DETROIT 12 
UNiversity 3-9300 DETROIT 21, MICH. Phone: 


TWinbrook 2-7500 








BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Repair Shops 


Jeep Hoods—Fit Civilian and Army 
Jeeps—GPW 16610, WOA 3235 
Pe si tcawcaers $21.30 each 
Our Price 8.35 each 
Our Price in Lots of 6. 8.00 each 
« 


Jeep Main Drive Gear, GPW 7017 
$3.20 each 


© 
All Parts Are — Willys Parts 


Fulton Nite Exchange 


190 Edgewood Avenue, N.E. 
ATLANTA, GEORGIA 


Wholesalers: We Are Quantity 
Shippers...Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROPERTSON BUICK CO. 
“EDGE OF THE LOOP" 
Wabash Phone WABash 1030 
CHICAGO 5, ILL. 






1000 S$. 





—— 





te notion, GMC & Chevrolet 
_a'vuck Dealers and Repair 
Shops 


GMC and Chevrolet Truck Doors 
(Right Side Only) 
1941 through 1946 Models, 


WHAT PONTIAC PARTS 
DO YOU NEED? 


Thousands of items in stock . . . Prompt, 
courteous attention to any size shipment. 





Hart We. v6. WE WANT YOUR BUSINESS 
eR. cc tcasaad 4 $28.50 each , 
Our Price ........... 12.00 each WE CAN HELP YOU! 
Our Price in Lots of 6. 10.00 each 


THOMS PONTIAC 


5225 DELMAR ST. LOUIS 8, MO. 
ROsedale 4800 


“THOMS HAS THE PARTS" 






Other parts for same truck cab 
at fraction of factory list price. 


Fulton Auto Exchange 


190 Edgewood Avenue, N.E. 
ATLANTA, GEORGIA 








| COLUMBUS' ORIGINAL AUTO AUCTION 
---Every Friday - - - 
RAIN or SHINE 


SAME LOCATION 


CAPITOL MOTOR CAR CO. 


| 

' 

i 

' 

Cor. Olentangy River Road and W. Goodale 
COLUMBUS, OHIO 

} 


Inside Storage 


Dealers Only 


FOR IMMEDIATE SALE — 37 complete 
sheet metal front-end assemblies for 1947 
and 1948 Chevrolet trucks consisting of: 
left png ge No. 3682-657; right fen- 


assemblies, as is, F.O. ‘B, Beth Page, L.I., 
at 50% of dealer cost or $28.74 each set. 
>. Coney Island 


WHOLESALE PONTIAC PARTS, large 


Call, 
Tranter-Williams Motors, 


MARGOLIS 





Attention, Jeep Dealers and 
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PARTS FOR SALE 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 












































SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 

















3431 N. 15th St. Philadelphia, Pa. 
Tel. Baldwin 9-0352 and ? 97098 


















TRUCK EQUIPMENT FOR SALE 


35 NEW FOUR SPEED TRANSMISSIONS 
for 1%-ton Dodge truck, complete with 
emergency drum and handle—$50 each. 
Essell Bus & Equipment Company, 19 
Euclid Ave., Newark 5, N. J. 


SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker eleetric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
‘In Stock’’ bulletins and tell us what 
items in particular you require. All re- 
quests cheerfully acknowledged. We stock 
what you sell. Machinery and Equipment 
Exchange, 3400 W. Fort St., Detroit 16, 
Mich. Telephone TAshmoo 5-2310, 

MODEL 20 BEAN WHEEL ALIGNER com- 
plete, in excellent condition. 55J Bean 
wheel balancer complete with cabinet, 
face plates and studs. May be bought 
together or separately, very cheaply. 
Everett Motors, 880 S. Main St., Fall 
River, Mass. 





































































MISCELLANEOUS 
BENDIX AIRPLANE STARTERS, very 






suitable to replace electric drills for rais- 
ing gear in freight cars, after unloading, 
$35 each. Nangle Motors-Danvers, Inc., 
64 High St., Danvers, Mass. 

ENGINE REBUILDING — Crankshaft 
grinding and _  wmetalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
St., Lynchburg, Virginia. 


































Tow Bar Sales Company 


Factory Distributors 
100 Se. CLINTON ST. CHICAGO 6, ILL. 
2-0700 - AN 3-8888 - DO 3-8373 

















Cadillac, Chrysler, DeSoto 
and Dodge Dealers!!! 
SEDAMBULANCE 


“STANDARD SEDAN— 
AMBULANCE CONVERSION" 


Is the Answer to Your a ll — 









This inex: ive conversion is 
used by Hospitals, City and State | Police 
Funeral Directors and Veterans and 


ice Groups in every State. 
Contact: N. E. LINN, General Manager 


SEDAMBULANCE DIVISION 
F. H. McClintock Company 


LANSING. Malet. 
USED CAR 
PROBLEMS? 


Can You— 











Estimate used car selling prices? 

Figure conditioning costs? 

Determine the right allowance 
on used cars? 

Repair the used car fast and 
economically? 


Advertise for the least cost— 
efficiently 


Select used car sales locations 
for. best results? 


Organize a hard-hitting, result- 





EVERY THURSDAY — 12 NOON 


WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 


300 READING ROAD CINCINNATI, OHIO 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 








getting sales force? 


Analyze why some cars won't 
sell? 





If you are not 100% on these, 
you need our course in 


Used Car Merchandising 
$15.00... Full Price 


Mail check or money order to 


AUTO SALES & SERVICE 


303 W. Main Puyallup, Washington 





Oe 















































CHICAGO AUTO AUCTION 
(Dealers Only) 


TWO BIG SALES 


Tuesday and Thursday 
EACH WEEK 


STARTING TUESDAY, MARCH 29th 


New Car Dealers 


Long have felt the need for a Clearing House 
for Trade-be, To accommodate both used 
and new-car dealers, finance companies and 
banks, we will auction used-car dealers’ con- 
signments on Tuesday and new-car dealers’ 
consignments on Thursday. 


A LARGE SELECTION OF SHARP 
CLEAN CARS FOR EACH SALE... 


SALE STARTS AT 12:30 NOON 


Chicago Automotive Auction, Inc. 
7843 SO. EXCHANGE AVE. 









REgent 4-6100 CHICAGO 49, ILL. 
GEORGE CASSIDY, JOHN CORRIGAN, 
Manager Auctioneer 











OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. F 


* » | 
UP TO 40% DISCOUNT / 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL: 


' 
‘ 


. 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 


HORSEHEADS, N. Y. DANVILLE, PA. 
EVERY FRIDAY EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 


- - - DEALERS ONLY - - - 


Horseheads, N. Y., is located adjacent 
to Elmira, N. Y., on three railroads and 
airlines. 


FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside Sales Pavilions with Modern Restaurants 
RONALD D. 4 er 
TEX RICKARD, Auctioneer 























Danville, Pa., is 75 miles 
North of ars 
a. 








New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 J or Two Years $14 
um ee bec | Ce | 


CR ROR EEE EEE EEEH SHH HEHEHE OEEE 


Birbet BEBO 6 va kee i cides iddKiedvededatnsseh teense SS eee 
Gs nid.a's db nndeaeveaceds haan ee tuaeacesaaee GR 6 artiat> ctacueaeet 
TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manufacturer [] i 
Jobber [] Insurance [] Financial [] Supplier C] 
AN sc ocbbewcccusen CEL ea cuenas cca nansaaon ! 
3-28-49 | 












Areal truck unit for real truck 
work. A profit-maker for dealer 


and user. 


Wire or write Reo Motors, Inc., 
Lansing 20, Michigan, for infor- 
mation on Reo’s new program. 


Your territory may be open. 


COVERS ALL 
F MEDIUM AND HEAVY 





‘Soe th oxpre 
8. Lansing Pedy mic! 


REO MODEL 19X Speed Wagon with Reo express 
body, hauls heavy newsprint rolls with perfect ease. 


Get the facts from your Reo dealer now on the new Reo 
Model 19X Speed Wagon. Check these features! 


e Carries up to two tons—easily! @ 245-cubic-inch Reo Gold 
Crown engine e Exclusive More-Load design for jack-rabbit 
maneuverability e Shorter wheelbase e Shorter turning 
radius e Unmatched durability, economy, long life, power 
2 : ; e Real engine accessibility for quick servicing ¢ And a 
REO MODEL 19X Speed Wagon with express body and name plate famous wherever truck wheels roll! 


low stake attachment. Low or high stake attachments 7 : ‘ ; , 
are optional at extra cost. Everything you want in a pickup or truck! Delivery now! 


YOU NAME THE TEST! 


Reo has a model right for you. Ratings range from 8,000 Ibs. G.V.W. 
to 76,000 ibs. G.V.W. Yow name the test! Your Reo dealer will show 
you how Reo trucks can beat the best performance of any truck you 
now own. Reo Motors, Inc., Lansing 20, Michigan. 

Other body types available for the new Ré¢o Speed Wagon: 






TRUCKS AND BUSES 


Merchandiser Express with high stake 





